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Model B-41C with Strainer- 
Air Eliminator and Brodimatic 
Printing Quantrol. 


Flexibility of installation 
assures ideal cabinet 
arrangement with simplest 
piping, full accessibility 


HEATING OL 


STRAINER-AIR ELIMINATOR 
INSTALLED AT LEFT 


3 outlet 


& ) ut 1 ry 
Make your full margin of profit pesos 
STRAINER-AIR ELIMINATOR 


¢ cs & 
on fuel oil deliveries STRAINER-AIR ELIMI 


with BRODIE TANK TRUCK METERS 


Keep exact delivery and inventory records with the sustained accuracy positions 
of the exclusive BiRotor measuring element 


positions 


STRAINER-AIR ELIMINATOR 
INSTALLED AT REAR 


° P " e et 3 inlet 
Speed up accounting with error-proof printed receipts (O [ & J positions 


eT a 


Keep trucks in full-time operation with trouble-free BiRotor performance positions 


Eliminate delivery error losses with automatic Quantrol shutoff 


Cut operating costs to the bone with Brodie proved low maintenance 


Brodie BiRotor Tank Truck Meters are designed to make tank 
trucks and man hours more productive. Their sustained accuracy 


4.) positions 


J 


and low maintenance are a matter of record. Compactness and 
flexibility permit the most efficient piping and cabinet layout. 
There’s a BiRotor in the exact capacity and equipped to meet ql) (ee beer 
your particular needs. Ask your Brodie Metering Specialist for 


details. 


it ett \ 
‘Rotor 
RO D | [= |! — 
RALPH N. BRODIE COMPANY : San Leandro, California, U.S.A. 


MT. VERNON, N.Y DALLAS 7, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 167 Parkhouse St 1227 Circle Ave., Forest Park, Ill. 221 9th Ave. N. 5401 Sheila Street 
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MAR KET DATA Ethyl Representatives 


can be the source of much useful market data. To 





market information already available, Ethyl has 
added a new monthly statistical picture of gasoline 
gallonage through service stations in 117 metro- 
politan areas across the country. Ask your Ethyl 
Representative about this exclusive Monthly 


Retail Gasoline Sales Bulletin. 
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LOOK! 


That’s right! You don’t have to stand 
and hold this Nozzle in the fill-pipe. 
Just lift the lever, engage hold-open 
latch and while it fills the tank you 
can take advantage of its “‘customer- 
attention time” features . . . to check 


the battery, the radiator—sell more Fill-up Time ub 


oil, more extras—confident that you 


are using the only Fully Automatic Customer Attention Time with 


Nozzle available. 
When the tank is filled the Nozzle 


shuts off automatically. No overflows, 0) AT es No 18]]-H 
no gas stains to clean off, no angry 6 


customers. 


Stop working for your pump = URBANO TVG 


nozzle! Get the Nozzle that 


rire SHUT-OFF NOZZLE 


One of the greatest 


NOW .. (UL) approveD (4 ne 
WITH HOLD-OPEN LATCH. | PN labor savers ever 
\ . invented for 


service stations ! 


OPW CORPORATION 


2735 COLERAIN AVE., CINCINNATI 25, OHIO ° Kirby 1-5400 
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Petroleum News. «9: (ss: 


Top of the Month . 


The 1958 outlook for oil marketers 


What’s ahead for the nation’s business; how regional differences will affeet your busine 
what to look for from Washington in the coming year ...... page 76 


Need a new gimmick to spark your island merchandising? 
Try vacuum cleaning. At a few enterprising stations, the vacuum hose is taking its place 
beside the gasoline hose—with profitable results ..... 3 page 128 


Will diversification help today’s commission agent? 


Yes—it’ll build business, say two Texas agents. But two other agents say sidelines are only 
a drain on your resources. They debate the question on page 92 


Month in Full 


SPECIAL REPORT ON 1958 THE GREEN SECTION 
National business: Relatively good for marketers ) Ahead of the New 
Regional business: Some important variations Petroleum Indicator 
Washington: Your key questions answered. * Supe! ne 

GENERAL 
Want to buy a top private brand marketer ?. 

The jobber is bewildered about marketing conditions 
MANAGEMENT . = . DEPARTMENTS 
Should commission agents diversify operations ? 92 About Oil Peoy 
° ‘ Abou ll eOoDtle 
How GP helps its dealers ‘prestige’... .. \d 
davertise! 

LUBRICATION Behind O 

. . . . , PCTIITIG 
Motor oil ratios swing downward again. 

Brief but 

BULK PLANTS AND TERMINALS 

; ee | Fer 
How a jobber solved problems by centralizing Classified 

MERCHANDISING Editon 
Advertising outlook: The 58 watchword is caution lquipment 


STATIONS Letter 


Shell tailors one design to fit a range of sites Meeting 
TRANSPORTATION Mone 

Are there rough channels ahead for bargers? 

For truckers: Five ways air suspension can pay 
FUEL OIL 

‘Don’t snub pot burners,’ warns a distributor 

New survey: What oil heat users think of oil heat 
TIRES-BATTERIES-ACCESSORIES 

Globe brings out four battery sizes—to replace 14 

OIL MARKETS AND PRICES 
Market Out 


Market Bat 


How to help vour dealers with TBA sales 


EQUIPMENT 
New island merchandising tool: vacuum cleaner 


ABOUT OIL PEOPLE 
Meet Miles M. Mills, incoming president of NOJC 


REGIONS 
The West: Discounters fan the low-price fire 
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TAKE YOUR 


PROBLEMS TO THE EXPERTS... 


Your 
lobil Specialists! 





MOBIL METHODS MEAN MORE PROF FOR 


ITS 


SOCONY MOBIL OIL COMPANY 


N¢ 
IN 
NW YORK 


WISCONSIN 
41400 Lance 


ILLINOIS 
MISSOURI 
la Petroleum C¢ 
tains mar er 


e CHICAGO 
CITY 


Mag 


YOU! 


NOLIA PETROLEUM COMPANY, 


t 


DE 


rvic 


e BALTIMORE 18 
7TROIT 4 


LOS 
off 


You can stop trouble betore It Starts im your plant, 
trucks and pumps with Mobil’s Preventive Mainte- 
nance Program. At your request, a trained specialist 
will be glad to help analyze the trouble and make 
definite recommendations. Additional experts are avail- 
able to assist you with other tough problems, too. For 
instance, help you reduce loading tume help select 
the best manpower available help institute manage- 
ment procedures that make running a business easier 
—and more profitable. 

That's why it’s good business to do business with 
Mobil. The expert advice you get from our staff of 
specialists ‘ ‘4 plus top quality branded products add 
up to a real competitive advantage for you. 

Talk to your Mobil salesman today. He's your direct 


line to the specialists. 


in’ 


Tune 


See your local paper f 


PRACKDOWN"” every week, CBS-TV. 


ver 


or 


GENERAL PETROLEUM COR} 


MARYLAND—1914 N ; s St. ¢ .MILWAUKEE 1 
MICHIGAN—-903 West Grand LOUIS 8, MISSOUR 
ANGELES 54, CAL..—General ¢ i oe 

es to give you close and fast cooperatior 


lower St 
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Behind Our Headlines 


—. N YOU LOOK at NPN’s well-known price section 
vou will see some big changes this month (p 148 
The size has been compressed to make for easier read 
ing. The principal change is the reduction of columns 
with weekly quotations. Instead, we now report the latest 


quotation and show you whether the price has changed 
since the previous month’s report 


Before making any changes, we polled a cross-section 
of readers to sce what their reaction would be. Most of 
them favored our suggestion for streamlining the section 
Many said it didn't make any difference. Only a few voted 
against changing it 


Ihe price section serves the same functions—a_ ready 
guide for marketers who check prices in other areas, and 
i handy historical reference. When NPN was a weekly, 
we found that only a small percentage of our readers re- 
quired a weekly price report: for most, it was daily of 
nothing. The Oilgram Price Service is for those who need 
a daily report 


W HAT WILL HAPPEN to me in 1958? That's a question 
we hear from a lot of marketers these days 

For the first time, NPN offers an economic preview 
of 1958 slanted toward oil marketers. Its divided into 


two parts: an article on the general outlook and a region 
by-region rundown 


Before you tear this issue apart looking for your own 
answer, let me explain that we don’t pretend to solve any 
personal problems. We have gathered some comprehensive 
information intended to tell you some things you didn’t 
know before and to help condition your thinking 


Phe sources are highly regarded: some top oil company 
economists, the regional Federal Reserve offices and the 
McGraw-Hill economics department 





SUBSCRIPTIONS 





Now 
third year of 
excellent service... 


MEETING CAPITAL'S VISCOUNTS 


with Red Seal jet fuel meters 


In flying more than 1,377,299,000 passenger miles since 1955, Capital’s 
turboprop Viscounts have burned up a lot of Aeroshell 640 Kerosene 





. nearly every gallon accurately recorded by Neptune Meters. Almost 
everywhere they land, the planes are greeted by Neptune-metered 
equipment. Many of these are 4,000-gal. dual refuelers, equipped with 
one meter (3” Red Seal) for the kerosene fuel, and another meter (1” 
Neptune) for the methanol-water mix that is injected during take-off. 

Backed by the widest available experience in metering chemicals, 
as well as petroleum fuels from 80 standard to 115/145 avgas or JP-5 
... Neptune is ready now to discuss any problems you may anticipate 
in handling the liquid fuels of the future. 


hy 


NEPTUNE METER COMPANY - 19 West SOth St., New York 20, N.Y. } 
: nepune — 





Branch Offices in Principal Cities RED SEAL METERS... for a better / measure of profit 





Neptune Meters make money 


Halstead Oil Company trucks have interesting dual meter 
rig. In right side of compartment is 2’ Auto-Stop fuel-oil 
meter, pump and reel combination. In left rear compart 
ment is 3’’ Red Seal compact with 3” piping for fast gravity 
delivery of gasoline. Halstead bought first Red Seal in 1945 


Red Seal meter users are backed by a complete local-level 
parts, service and testing program. Meter testing equipment 
like this is strategically located near you. Or you can handle 
your own field repairs simply by exchanging worn or 
domaged units for guaranteed factory-reconditioned units 


8-29 


and save for others: 


London Oil Company delivers as much as 7,000 gallons per day through 
this 1500-gallon truck equipped with 2’ Red Seal Auto-Stop Print-O-Meter. 
Mr. George E. London, president, says good local service through 
Neptune’s Raleigh jobber is important factor in his choice of meter 


Working at temperatures from 12 below to 109 above, seven Red Seal 
meters at Sinclair's Ft. Madison, lowa, terminal have put through a yearly 
average of 6 million gallons each since Jan. 9, 1950. The meters were 
recently up-dated by adding Print-O-Meter registers, a move made eco 
nomical by Neptune’s Unit Replacement Plan 


Shell Oil Company's terminal at Baltimore, Md., relies on Red Seal bulk 
plant meters for sustained accuracy with low maintenance costs. Note 
c 


simplicity of piping hook-up. Red Seal’s double-case design eliminates 


inaccuracies caused by piping stresses 


' 





B.EGoodrich report: 


ae n To oi ob 


Rng. fei re 
pA re, ie’ $ 
ae re ’ 
wes ~ 4 sf 


They replaced the 
truck chassis but kept the hose 


'p 11 years that B.F.Goodrich hose 


{ almost 


has deliver million gal 
lons of fuel oil and it’s sall going strong 
It has even outlasted the truck chassis, 
which was replaced last year 

Mr. J. P. Baker, ol department man- 
aver of Colonial Fuel Oil of Wash 
ington, D, ¢ 
tional B.F.¢ 
replacement hose for his other trucks 
He said, “We have idditional 


B.F.Goodrich hose based on the rec 


recently purchase d addi 


roodrich fuel ol hose as 
ordered 
ord this hose has achteved.’ 

Recent improvements make today’s 
BF. Goodrich Lype 83 fuel oil hose bet 
kind of rubber 
keeps the hose flexible, easy to bend in 


ter than ever. A special 


the coldest weather. Braided construc- 
tion eliminates the need for wire rein- 
forcement. This means B.F.Goodrich 
hose will not crush if accidentally run over. 

Its thick, 


rough us¢ 


tough cover is built for 
Dragging it over curbs, 
rough sidewalks and driveways won't 
tear it. Letting it stand in gasoline, oil 
Oilproot 
be won't swell to reduce inner diam 


or grease won't damage tt 


tu 


eter. No flaking to roughen the inside 


surface and decrease flow 

Either one-time Permalock Type“ D”’ 
or reattachable Type 66 couplings can 
be used. Static wire bonded to coupling 
t each end of hose 


Ask your B F Goodrich 


distributor 


NATIONAT 


to show you a sample and tell you 
more about Type 83 fuel oil hose—an 
improved hose that’s easier to handle 
can make faster deliveries, and reduce 


B:l Goodrit h 
Dept. M-25 > 


Operating costs. Th 
Industrial Products Co.. 
Akron 18, Ohio 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
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Letters 


Tank Wagon Prices 





How Long Is ‘Temporary’? 


lo THE EpItor: 


One outstanding fact came to light 
during the annual National Oil Jobbers 
Council meeting in November. Nearly 
every jobber in the country is interested 
in the unrealistic practice of posting 
so-called “temporary” dealer tank 
wagon prices. No less than three com 
mittees considered and reported on the 
subject. They are greatly concerned 
over the industry practice of posting 
temporary and/or subnormal 
thereby forcing the jobber to give up 
a portion of his gross margin. 

The jobber is led to believe he is a 
much needed and integral part of a 
highly essential industry and a conside! 
able factor in the country’s economy 
This is preached to him continually by 
most suppliers through “Top Brass” on 
jobber convention programs and by 
“Special Envoys.” Such companies as 
Shell, Socony Mobil, Pure 
and others have men who are supposed 
to get the pulse of jobber thinking and 
report back to the vice president of 
marketing. They get the thinking all 
right, and then do nothing about it 


prices, 


( Onoco, 


Hasty Judgment? 


We were criticized severely for an 
editorial in the June 1957 
Wisconsin Petroleum Press taking ex 
ception to the value of the Jobber-Ad- 
Committee of the API. We 
were told we did not know what we 
were talking about, that the committee 
was functioning in behalf of the jobber 
and that great strides were being made 
to better jobber-supplier relations 

In all fairness, we conceded we 
might have been hasty and asked per 
mission to present our problem to the 
committee at the API convention. John 
Kaiser, a former president of the Wis 
consin Petroleum Assn., is a member 
of the committee. We asked that John 


issue of 


VISOTY 


be allowed to present our question 
“How long is a so-called temporary 
price temporary 
normal?” 

Permission was requested on Oct. 15 
On Nov. 5 we were told the meeting 
agenda was already completed and it 
was too late to get our problem placed 
before the committee. We realize cer- 
tain subjects and areas of 
are taboo at such a meeting, but we 
feel certain this is one that could have 
been answered. How, in the name of 
all that is sacred, can the jobbers put 
much faith in the glib talk of their 
suppliers if they are afforded treatment 
like this? 


before it becomes 


discussion 


... Or Justified Objections? 


In Wisconsin and other 
the Midwest, a new competitive wea 
pon has crept into the marketing pic- 
ture, the posting of a “suggested retail 
price by Standard Oil Co. (Indiana) 
We have no quarrel with this or any 
company attempting to meet competi 
tion in good faith, and we do feel this 


sections of 


is just such a However, 
they have been posting 
tail,” they have discontinued posting a 
dealer tank wagon (as such) 
where the trouble begins. In addition 
to the “suggested retail” there is a “net 
dealer discount” and a “net dealer cost” 
but none of the other suppliers 
will recognize this as a tank 
Therefore, the jobbers are 
forced to help subsidize their dealers 


move since 


suggested re- 


There is 


posted 
dealer 


wagon 


and lose part of their gross margins 

Supplying 
bers in these affected areas are: Pure, 
Shell, Deep Rock, Skelly, Texaco, Phil 
lips, Western Oil & Fuel, Conoco and 
D-X Sunray. Phillips jobbers, on a slid 
ing scale of margins, are the only ones 
off only 20%. The others have their 
I1) 


companies having job- 


(Continued on page 


COMING YOUR WAY NEXT MONTH 


@ How an independent refiner is building its own brand 


@ Three ways to run a car fleet: 


@ How private branders look at 
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each one can pay 


today's market conditions 
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Superior quality forged body-* 
—precision machined 


Uniform wall thickness 
—no weak spots —~» 
Extra heavy reinforcing rim 
\ 
larger diameter cam ears \ 
for longer service life \ 


é 
Extra 
Hi-Strength 
forged 
handles 
—greater 
economy 


Stainless 
Steel __»® 
| pins 
4 —greater - ‘ 
safety and 
longer ~~. 
service ~ 
Uniform heavy f 
wall thickness 4 
no weak spots / 
Superior quality forged body 4 
precision machined i 


accurate tolerances 


Recess retains gasket 
in coupler and assures 
proper placement 


your best buy is 


EVER-TITE 
-the best quality 


quick couplings 


Bronze 
Aluminum 
Stainless 
Carbon 
Malleable 
Hastelloy 
You save 
money whe n you 
EVER.-TITE 
EVER-TITE COUPLINGS, because 


Standard you get sp 


ay 


time and 


Adapter and Coupler 


in be sure 


EVER.-TITE ‘ : 
VER-TITI 


Adapter 
ond 


Coupler £ 


oe 


ke 


EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19, N.Y 





BRAND 
NEW! 


' THE 


Guardian 








for island lighting modernization. . 


at a really low cost. 


Th itt ISLAND 


NEW in design 
NEW in economy 
.-.and with the NEW POWER GROOVE EQUIPMENT 


Write tor complete information 
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(Continued pave 9) 


gross margins reduced as much as 0.9¢. 

“Temporary” is the excuse given for 
the continuation of this abnormal situa 
We cannot agree that something 
March 


would seem to 


tion 
that 


Is just 


has been going on since 
temporary.” It 
us there is a time limit on a temporary 
posting beyond which the dealer tank 
vagon would become a so-called “nor- 
mal 

Instead of words, appeasement and 
doubletalk, we asking that the 
supplying companies either fish or cut 
bait. If they want their product mar- 
keted through qualified jobbers then 


let them be businessmen 


are 


treated as 
a bunch of knights on 
i chess board. If they no longer have 
any use for the jobbers, then let them 
treating them like 


ind not just 


ay so and Stop 
country 


We certainly have attempted to be 


COUSINS 


fair and square in our dealings. Now 
let us see whether the majors can do 
the thing exterminate this 
evil exists through the use of 
the 


same and 
that 
word “temporary 


K. ¢ 


Executive 


KING 
Secretar) 
Wisconsin Petroleum Assn. 

Madison, Wis. 


Atlantic's Pricing Ideas 


article on At- 
pricing concept with 
(NPN—Dec. ’57, p109) 


appears to be a 


read your recent 


>| 
luntic’s new 
much interest 

There 
of merit to [percentage commission] 
pricing in areas particu- 
larly. It me the 
benefit would be, as Mr. Colley states, 
market When a 
brander sees that a major will 


great deal 


price Wal 
seems to greatest 


to combat raiders. 


privalk 
! 


immediately when he be 
cutting, it will 
that, in turn, 

Fortunately we in 


ollow him 


real slow 


down 


YINS price 


him and should 


steady a market 


with a 
the 


have been blessed 


market 


OSSe 
fuirly stable 


everal 


during past 
years 

It would seem to me that the plan 
initiated by the 


any area to be 


vould have to be 


market I 
cllectis 


ider in 


J. A. Rat 
Consienee 
Service Oil Co 
Wis 


C ities 


La Crosse, 


interesting 
with a great 


| mi will indeed be a 


project to be 


deal of 


Very 

watched 

interest 

J. W. Ross 
At Large 
(Indiana) 
Chicago 


Gen ral 


Issistant 


Vianager 
tandard Oil Co 
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What New Marketing Equipment D Ya Need? 


Oil 
Dec 


Ove! 


“Wanted New 
(NPN 
the 
station 


& Referring to 
Marketing Equipment 
57, pl39). One of most 
looked items in any has been 
lighting. I have always felt that the 
engineers for the major oil companies 
the 
lighting of stations. Some experiments 
have been conducted by the 
major companies and independent o1l 
jobbers in our area they 
that a well lighted station is certainly 
an attraction to the average motorist 

One of the big problems ts seeing 
to it that the station deale! 
to having sufficient lighting 


could use a course on prope! 


some ol 


and found 


will agree 
In most 
cases the supplying company will put 
in the lights and then find the operator 
won't allow the lights to be on, saving 


bill. It 


sible for the supplying companies to 


on the electric might be pos 


work out some agreement to assume 
a portion of the cost of the electricity, 
thereby that the 
station would be properly lighted 

Ihe biggest problem the oil com 
panies have 
and adequately trained personnel fo1 
their the real 
problem in our industry today is 
of personnel rather than 
equipment, although I am 
the 
I am simply 
that 
personnel 
little use 


assuring themselves 


today is finding proper 


service stations 
one 

idvanced 
not against 
real matter of new 
equipment 
the fact 
trained 


of very 


progress In 
pointing out 
without 


this 


adequately 


equipment ts 


JOHN QUILTER 
General Manage! 
Pump & Tank Co 
Richmond, V« 


needed that I 


small 


& lhe only 
think 


pact all 


other item 
com 


bulk 
not 


can of is a good 
eliminator for use in 
plants. One that will work 
leak at the vents so that a return line 


must be run back to the tank 


and 


W. ¢ 


ROBERI 


El Pa 


New Oil 


rood and very 


Marketin 


timely 


Wanted 
Equipment 1s 
\ suggestion, under the 
Aids. is the f 
bulk stor 


containing volatil na 


heading 
Conservation irther 
of color paints on 
non 
products 

The purpose is primaril 
evaporation losses \ light 
two-third 


Vapor p 


applied on the uppel 
tank to keep the 
\ darket 
third so that we 
quid 


hade 1s used on thi 
one | 
temperature 
gallon 

non-volatile 
ht color 


liquid 
bor 
medium | 
ind 
lower third 
ot th 
I he above 


ves, but test resu 


tion 
to sli 


perature 


ound 


Gaseteria and the Independent Today 


& Those of us 
industry realize that the 
of opportunity in the 


who 


day is furnished by « 

growth of independent 

Gaseteria (NPN Nov 

This article and recent NPN 

on Site and Wisco (April plO0o 
June °57, 
sively that petroleum marketing 1 


the exclusive 


pl09) demonstrate conclt 


province of the ‘majol 
companies 


Like 


Graseteria 


many leading independent 


has developed il 


acceptance to a point 
longer need make its 
to the bargain hunter 

Gaseteria’s growth | 
to bring it | 
lems faced by its larger competitor 


note that 


bound many of 


I was amused to Ithough 








There are seven centrally located U.S. Steel container tactories across the country. Each one 


is completely integrated to give “next-door” service to every shipper in the area. Why not make 


your shipping plans around this prompt, sure U.S. Steel service. 


Profit from all 5 of these U.S. Steel extras, too: 


there’s more zinc phosphate on every USS rust-inhibited 


Best rust protection 
container 

Widest container variety 
Eye-catching containers 
when color-decorated by U.S 


from 2'/-gal. pails to 55-gal. drums, including stainless 
your containers not only ship your product, but advertise 
it, too Steel 
Job-tailored fittings 
to order 


Longer container life 


a wide selection of fittings to choose from, others available 


your containers a safer, longer life. 


extra zinc phosphate give 


UNITED STATES STEEL PRODUCTS 
DIVISION 
UNITED STATES STEEL CORPORATION 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


© Port Arthur, Texa 
© Camden, N, J 


Los Angeles and Alameda, Calif 
Chicago, Ill. * New Orleans, La. * Sharon, Pa 


USS STEEL DRUMS (% 


S TATE S 
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Letters 


(Continued from page 11) 


ice stations carrying our banner, while 
Gaseteria has a number of 
leased operations 

This company is adverse to the giv- 
ing of stamps, coupons and any type 
of premiums. In my opinion, a great 
number of price wars throughout the 
country result directly or indirectly 
from the giveaway items, stamps or 
coupons by operations who sell at the 
same price as competitors who do not 
gimmicks. I found 
nothing in Mr. Williams’ philosophy 
that would cause us to change our 
viewpoint on the evils of these give- 
aways 


greater 


resort to these 


(Name withheld on request.) 


What About Taxes? 


& The matter 
the Small Business Conference report 
(NPN—Nov., p107) is certainly con- 
structive and will probably be helpful, 
even though the heart of the discus- 
sion was cut out at the beginning by 


“The 


subject covered in 


conference ex- 
familiar problems like 
taxes, financing, government procure- 
ment and antitrust legislation.” 

For a group of businessmen to dis 
cuss help for small business and ex 
clude from that discussion the prob- 
lems of taxes is like convening a 
group of doctors to discuss public 
ealth and excluding the subject of 


1 
d sease 


the statement 
cluded many 


A. C. RUBEL 

President 

Union Oil Co. of California 
Los Angeles, Calif. 


Tire Merchandising 


& It is unfortunate that too many 
tire dealers sell on price and price 
alone (“You Name It, We'll Meet It” 

NPN—Nov. °57, p141). 

While I realize there is much price 
industry and. all 
course, must meet it, I 
believe that there are many potential 
customers that are desirous of pur 
chasing a quality product and will buy 
when given a quality story. Too many 
dealers take the path of least 
ance 1n selling price and price alone 
hold to 
motorist a 
larger trade-in for his used tires. Un- 
doubtedly dealers would benefit more 
through this course of action. An in- 
crease in dealers’ profits in TBA sales 
through service stations would make 
the entire 


competition in the 


dealers, of 


resist 


I would rather see a dealer 
list prices and give the 


service station business 


more attractive 


(Name withheld on request.) 
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& There will always be someone that 
can build something a little cheaper 
than you can and sell at a price unde! 
you. A good TBA program should be 
built around top quality merchandise 
and good service with a reasonabl 
profit. You 


price, but you can’t do business tor 


must be competitive tn 


very long just swapping dollars 
OLIveR C. Epps 
Superintendent, Tire Sales Dept 
{rkansas Fuel Oil Cor] 
Shreveport, La 


New Credit Data 


New Ideas Are 
( NPN—Dec 
more in the 


Coming Fast 
"S57, p94) covered much 
statistical and factual 
areas than | expected ind course 
is all the 


that reason 


more valuabk me tk 


Having this cross-section informa 
tion on pel 


costs on. credit 


gallon 
card sales will undoubtedly give us 
good standard by which to measur 
the success of Our Own Operations 
JOHN M. DONNELLY, JR 
Credit Mana 
Ineram Oil & Refining Ce 


New Orleans, Le 


Cleanouts: Necessary Evil 
& If all service organizations did the 
same kind of a service job. that 
Meenan Oil Co and had the 
financial backing to enable them to do 


does 


things from a long range performance 
angle, I agree that it would be possible 
to adopt Bill Henwood’s 
that annual oil burner clean-ups are 
not needed (NPN—Dec. °57, p118) 
With the right kind of 

properly installed and adjusted, abso 
lutely clean 
obtained 


philosophy 


equipment 
burning of oil can be 


The great trouble is that a mass of 
inefficient 
over the counter at low 
stalled by 


serviced by 


equipment has been sold 
prices 
incompetent installers 
equally poor servic 
nothing tha 


be done but to continually cl 


ganizations. There 1s 


the products of poor combustion 


Ihe commercial standard for 


installation of residential oil burner 


issued as recently as 1956 ap 


| 
combustion efficiency of 8% CO 
a Bacharach smoke test of 


approves 


satisfactorily operating — oil 
should give a minimum of 
and a smoke test of not 


Bacharach #1 
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Make honey 


on added sales 
when you specify 


ASCOT 


INSTANTANEOUS 
Gas Water Heater 
FR in 

every 

station 
v you 
build! 


Te 


* CAR WASHING: Adjustable to 
right temperature to protect finish, 
et speed operation, reduce deter 
ent ost. Greater customer, em 


ployee satisfaction 


* ENGINE SCALDING: Big profits 
in this easily accomplished new 
rce of station revenue. Scalding 


immediately when 


* SNOW & ICE MEETING: Bring 
cor t temperature water out to 
islands for quick car clean 
Iremendous customer satis 


* LAVATORIES: Nothing washes 
hands like good hot water. noth 

: feels so good and clean. Please 
istomers, employees all year 


* ECONOMICAL 


\ t a muser 


OPERATION: 
with gas... you 


iy to | t water only when you 


ks to keep hot 
intaneous Gas Wate! 
, econom 
d approved 
ompanies in Many areas 
wall out of way. All the 


want when you want it! 


SOUTHERN // 


ae A 





COMPANY, INC 
844 BARONNE ST. @ WEW ORLEANS 13, LA 


13 














How many kinds of hose move oil to 
and where do you find them? 


Moving oil and related products from refinery to 
consumer requires close to a score of basically 
different kinds of hose. Many more are needed 
to perform the related jobs and services. 


Why so many? Because maximum service is 
obtained from hose on/y when it is designed and 
built to the job. 


In handling petroleum products, hose must do 
many different jobs calling for many different 
properties. Some types, such as Goodyear Style 
MH Oil Suction and Discharge, must be armored 
to resist bursting or crushing. Others, Goodyear 
Style BH Tank Truck, for example, must be soft 


and flexible for easy handling. Still other types, 
such as Style WWC Curb Pump Hose, must be 
extra-resistant to temperature extremes and 
abrasion. They must all be highly resistant to oil 
—rubber’s greatest enemy. 


An even wider range of basic properties is 
required of hose performing the related services. 
Goodyear has developed a complete line to meet 
these many specific requirements. Hoses con- 
structed to resist the punishing abuse of tugging 
and dragging, or compounded to resist the 
destructive action of lacquers and thinners. Spe- 
cially designed hoses for every purpose from air 
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Types of Oil Marketing Hose 


=e 
Style 204-H Oj! 
S (Rough Bore) ja Suction, Discharge 
tyle 214-H Oil , . 
market— sie ou hse Sn a 
Style WWC Gasoline Pump on: 
Aviation Fueling Hose et 
Style 71 Fuel Oil Hose 
Flexsteel L.P.G. Hose 
: Marine 
pump to undercoating. Soft Wall Diesel 
a ee (ie Nes ie — Wingfoot Grease 
Your Goodyeat Distributon is the man to see for Undercoating leg 
longer hose service at lower cost. He has many Service Station Air Hose 
types of designed-to-the-job hose plus a wealth een Filler Hose 
of experience from which to choose the right hose eg Wash Rack 
for you. Call him, today. Or write for details to h many other kinds of 
ose for every oil marketing need \ 


Goodyear, Industrial Products Division, Akron 


16, Ohio. 


GooDsSYEAR 


THE GREATEST NAME IN RUBBER 


el, Patbf 
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THIS NATIONAL CASH REGISTER provides 


complete cash and inventory control. 


Ff. GRIFFO, owner of Grant 


lunor Service Station, 


A NATIONAL SYSTEM has eliminated cash and stock shortages 


for this service station. 


“Our ational Cash-and-Credit Control System 
saves us*2,300 a year... 


pays for itself every 11 months.” 


—Grant Manor Service Station, Staten Island, N. Y. 


“Our new National Cash Register not 
only records all cash sales, it also 
automatically posts all charge sales, 
as Well as payment on account at the 
time the transactions take place,” 
writes I. Griffo, owner of Grant 
Manor Service Station. “This feature 
alone saves us $600 a year in forgot 
ten charge ! 
“Our National System has also 
eliminated losses from uncollected 
sales taxes. By recording all taxable 
sale separately, our National pre- 


vents a loss of over $100 each month. 
Our bookkeeping set-up is more efli- 
cient, too, and now that we have a 
National Charge Posting System we 
save 15 hours each week. Customers’ 
accounts are always up-to-date and 
statements are in the mail on time. 

“All in all, our National System 
saves us $2,350 a year, pays for itself 
every 11 months!” 


: 0) ) 
s/Nad- ‘ ~“! . A =) 


Owner of Grant Manor Service Station 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Your service fation, foo, can he neful from 
the time- and money-saving features of a 
National Syste m. National pay for them- 
elves quickly through savings, then con- 
tinue to return a regular yearly profit. For 
complete information call Your nearby Na- 
tional representative today. He's listed in 
the yellou pages of your phone 


hook is : “a 


* TRADE MARK REG. U. 9. PAT. OFF. 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 
wcz paper (No Carson Required) 
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Money-Making Ideas 


How to bring gasoline savings 


home to your customers —> 


Something new in incentive plans 


for your stations 


_ A big payoff 


for you and ‘Mister Million’ 


How to put an extra push behind 


premium tires 


a hole-in-one on your local course @ 
° 


this spring? 


HERE'S A SWIICH on conventional 
incentive plans. It’s a fines 
assessed against the man who fails to 
do something he should do. Sample 
fine: 25¢ a wheel for failing to check 
tires. One dealer and his crew also fine 
each other 25¢ each for every 
they fail to put back in its proper 
place. The boss contributes, too, if 
anybody catches him off base. After 
the fines build up enough dollars 
the gang treat themselves and their 
wives to a steak dinner 


system of 


tool 


» 
FURN CUSTOMER RESISTANCI 
into more sales in your stations. Offer 
a prize to the customer who can come 
up with a question about your prod 
ucts and services that driveway sales 
men can’t your 
salesmen in shape to handle the rough 
est queries, set up sessions where they 
have a chance to try to stump their 
supervisors. If you promote this idea, 
it can be a good conversation openel 
on the driveway—and can 

innumerable new sales pitches 


re 
° 

FOR ROADSIDE TIRI 
a small supply of air 
to the scene in 4 war surplus oxygen 
tank. Equipped with hose and fittings 


it occupies little space, and is light 
enough to carry 


answer. To. get 


lead to 


SERVIC] 


can be carried 


around 
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.. Want to score 


devised by 


New ACs 
CG Will Save 
ys 


=. Sams, = 


= = 3 


A graphic demonstration of dollar savings in gasoline 
consumption from a new set of spark plugs has been 
AC Spark Plug Division of General Motors. 


A small, dial-type calculator has settings for average annual 


mileage, and cost per gasoline gallon. 


A window in the face 


of the dial cover shows the expected gallons of gasoline saved 
and the value in dollars. Dials are made in pocket form for 
dealers to hand to customer with the suggestion that he figure 


what his savings would be from new plugs. 


Dials are also built 


into a counter display unit. 


IS ONE OF 
proaching a 
Turn the the one-millionth 
or ten-millionth—gallon 
stunt. A Pennsylvania 
offered 500 gal. of 
free to the person who bought the 
one-millionth gallon sold by his. sta 
tion. He posted the daily 
change on a big board in front of his 


YOUR SIATIONS ap 

gallonage milestone? 
sale of 
into a sales 
promotion 


dealer gasoline 


gallonage 
station. As the total approached one 
million, his driveway jammed 
with cars trying for the lucky 
At the end of the month, his 
were up 8,000 gal 


Was 
sale 


sales 


4 


by) 


\ NEW BATTERY terminal coating 
in a puch-button spray can is offered 
faster method than coat 
ing the terminals with grease, by hand 
The spray’s orange tracer color 
constant reminder 
the extra 
under the 


as a cleaner 


is a 
to the customer of 
Spray 1s 
mark 


rendered 
Krylon trade 


been 


service 


sold 


IF YOU'VE 


youl 


using pictures ol 


dealers in local newspaper ad 
vertising, why not carry the idea on 
further? Have 
their 


station 


step your dealers use 


pictures of employes in ther 
ads. It 
touch to the ads 
build employe morale. Customers Iik« 
to Know the men they’re dealing with 


and the men like to be re 


individual will give 


personal and will 


cognized 


NEWS 


PLACING A MIRROR near the 
on the wall facing a lift 
risk of injury 
in front ot 


floor 
removes the 
to the man who stands 
flag 


dealers 


the car to the drive 
Some think the 
best practice is to have a member ot 


into position 


the station staff do all the car spotting 
nervous custome! 
But 
s the mirror encourages cu 


well they 


to make sure a 
into the 


just 


doesn’t drive wall one 
dealer Say 
j 


tomers to show how in do 


it themselve 
» 


Ik YOU CARRY a Ine ot 
priced tires, here’s a way dealers can 
push. Instead of 
just for trading 
free Oller of a 


premium 


vive them an extra 
using the long 


they 


Price 
can make al 
and services with 


\ ive 


vl ide 


goods 
each set of four tire Pa 
taunkful of top 
a lube 
adds up to. the 

ount the dealer 


pack ii ol 
can 
include a vaso 


line, an oil change job, or any 
combination that 
quivalent of the di 


vould tk to offer 
S 
° 


\ GOLF COURS! 
Vil in Winslow displays a set 
of hole-marker flags bearing the So 
Mobil Flying Red Horse em 
em. The extra publicity is the work 
rt ' Petroleum — distributor 
C harle W Prochnow ho d mat 
the flag 


i high 


bordering 





No. 93-U 
Extractor Type 
VERTICAL CHECK 
VALVE 


NEW! “Unencumbered” ‘‘Easi- 
er to remove’’ Spring Assem- 
bly. NEW! Improved wing-guide 
steers the poppet to a positive 
leakproof seal. 


ro) 
CHECK 
WAN AYE 
Hold Prime! 


No ordinary group of valves, 
these OPW Check Valves have 
been specifically designed, 
ground and lapped for gaso- 
line service. They are 100% 
tested to effectively and relia- 
bly do a particular job... hold 
prime. 

These are but a few of OPW’'s 
prime holders. Write for new 
Bulletin F-24 describing other 
types. 


No. 175 Horizontal 
No. 86 Single Check Valve 
Foot Valve 


No. 14 Single 
Poppet Angle 
Check Valve 


No. 42 Double 
Poppeted Angle 
Check Valve 


OPW CORPORATION 
2735 COLERAIN AVE. 
CINCINNATI 25, OHIO 

Kirby 1-5400 





What They’re Saying 


About the cost of competitive price allowances... 
extending employe benefits...the number of brand 
names... what counts is the salesman... automation 


(COur customers have no way of 
knowing that my small firm has (in 
nine months) flushed $15,000 of its 
hard-earned money down the so-called 
‘competitive price allowance’ drain 

that his neighborhood station man is 
operating on a reduced margin that 
makes it difficult for him to eke out a 
profit to support his family.” James 
Martin, Gadsden, Ala., past president 
of Alabama Petroleum Jobbers Assn. 


GCA dealer or a jobber handling a 
branded product is nothing more than 
an employe of that supplier. They 
then should be eligible for whatever 
benefits hospitalization, savings 
plans, life insurance coverage—are 
available to the regular employes.” 
LeRoy Snyder, president, Nebraska 
lowa Oil Co., Blair, Neb. 


661 was told by a sound research man 
that the average man’s vocabulary 
consisted of 5,000 words. Yet there 
are 200,000 brand names alone. So, 
obviously, no matter what a wonderful 
job you may be doing, you can’t pos- 
sibly reach everyone.” James J. De- 
laney, advertising manager, Sinclair 
Refining Co 


<4 Regardless of the extent of adver- 
lising, sales promotion, motivational 
surveys, buyer psychology and all the 
other frills, the single most important 
factor is the salesman himself. Unless 
an individual reaches the man who is 
in a position to buy, explains or elabo- 
rates on the promotion material and 
gives the buyer a clear and good rea- 
son to spend his money with the 
salesman’s company, the rest of the 
stuff is just so many wasted dollars.” 
C. E. Gore, sales manager, Battenfield 
Grease & Oil Corp. 


66 The huge investment in an auto- 
mated production line requires that all 
phases of the business—raw material 
procurement, manufacture, warehous- 
ing, sales, and distribution —be 
scheduled for the most effective and 
economic use of the production facil- 
ity. The entire plan must be geared to 
automation.” Dr. John T. Rettaliata, 
president, Illinois Institute of Tech 
nology 


NATIONAT 


<4 Industry solidarity does not mean 
conformity or unanimity .. . it is the 
right and duty of every member of 
the industry, large and small, to speak 
and work for his own interest.” C, 
H. Lyon, president, Mid-Continent 
Oil and Gas Assn. 


GC Were the industry to grant station 
leases for a several-year period to a 
proven lessee, there is always the pos- 
sibility that he may lose interest and 
go sour. But is this not a normal risk 
of the business? To protect an oil 
company against this probability in its 
lease terms may have more undesir- 
able public relations and dealer con- 
sequences than it is really worth.” 
Edmund P. Learned, professor of 
business administration, Harvard Busi- 
ness School. 


CC What the oil industry needs is a 
good cost accounting system for mar- 
keting. They have it for production, 
but for some reason they don’t have 
good cost accounting for marketing.” 
Prof. Charles Hewitt, School of Busi- 
ness, University of Indiana. 


€¢ Old King Coal is not dead—not 
by a long shot. Improved methods of 
mining and more efficient means of 
transportation and consumption in the 
past few years have given him a 
strong dose from the Fountain of 
Youth.” Albert L. Nickerson, presi 
dent, Socony Mobil Oil Co. 


CC You can’t show me a successful 
IBA operation that has a petroleum 
problem.” E. J. Connable, Moto-Pep, 
Inc., Memphis, Tenn. 


NPN’s Saying-of-the-Month 





CC This industry is in the greatest 
danger ever in its history from the 
standpoint of legislative restrictions 
and mandatory controls being pushed 
by the do-gooders.” Otis Ellis, Na- 
tional Oil Jobbers Council general 
counsel. 
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‘Don't Quote Me, But... 


! 


Some choice off-the-record comments from the 


recent Chicago meetings of American Petroleum 
Institute and National Oil Jobbers Council 


66 The NOJC is becoming nothing 
more than an eat, meet, burp and go 
home society.” A jobber secretary. 
6¢ I'm getting tired of discussing our 
problems at the API jobber advisory 
committee meeting. It’s just conver- 
sation. Nothing’s ever done about it. 
I'm just going to operate my own 
business from now on.” A prominent 
jobber. 


C6 It doesn’t surprise me to see a 
new national dealer organization 
being formed. In view ot some of the 
things going on in Congress, some 
interested in an 
organization that represents a differ- 
ent viewpoint trom ours.” A National 
Convress of Petroleum Retailers of 
ficial. 


people would be 


661 don’t know exactly what's hap- 
NOJC There 
used to be enough going on in sub- 
committees to keep me_ interested. 
Now all I know is that after a round 
of those meetings, my butt’s awful 
sore.” An NOJC member 


pened to our group. 


G¢ Jobber advisory committee meet 
ings have produced little or nothing 
Phis is the first year ve had nothing 
to say. It’s not worth the time and 
effort. Nothing ever happens. And if 
these marketing VP’s can’t do any 
thing about our problems, the indus- 
try’s in a hell of a shape.” A prominent 
iobhe 


66 I can’t tell you how sick I am of 
having officials from companies like 

and turn up at our jobber 
meetings and give us this load of 
industry [sweet-talk], when all the 
while everyone knows their com 
panies are the ones that are wrecking 
markets by selling at ridiculously low 
prices.” An NOJC member 


GC In our area we have no gasoline 
price wars, no commercial account 
problems, no loss of heating oil gal- 
longage to gas, and no asian flu. But 


dont quote me, I’m superstitious 
j Midwest iohher 
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66 We want the API to know what 
we're talking about. We don't care 
what they talk about because they 
don’t do anything anyway.” A jobber 


secretary. 


66 L used to believe in NOJC; but | 
have quit going because they are not 
interested in really doing something 
for jobbers. A trade association is the 
same as a union. If a union doesn’t do 
anything for its members, it’s no good 
and won't last. NOJ( 
An Eastern jobber 


is no good 


C1 don’t believe in the National 
Congress of Petroleum Retailers’ prin 
ciples of seeking government legisla 
tion. Furthermore, I don’t think they 
can reorganize so they would be ac 
ceptable to us dealers who believe in 
direct negotiations with suppliers 


A dealer. 


66 Some big marketers have told me 
that it would be worth $10,000 to be 
able to get on the API Jobber Advi 
sory Committee, as some of the job 
bers do. Why? Because they get so 
well acquainted with the country’s 
top marketing vice 
they can slap them on the back, call 
them by their first names and get 
them personally on the phone.” A 
prominent jobber 


presidents that 


<4 The pros) are taking over the 
National Oil Jobbers Council. There 
are two groups—the professional poli 
ticians, the jobbers who are well 
established and can spend a lot of 
time on NOJC; and the amateurs 
the jobbers whose time is limited to 
these meetings once or twice a yeal 
The ‘bigs’ have a personal stake in 
this because they can do some good 
They're not interested 
in the little guys 1 
jobber 


for themselves 


prominent 


(<4 It used to be that nobody wanted 
to be an NOJC 
president. But there are several who 


officer, particularly 


would love to get the presidency 


and they’re running hard for it 
prominent jobber 
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You get the Best 
when you buy 


BROWNIE 
CALIBRATING 
TANKS 


VOLUMETRIC AND 
GRAVIMETIC, “OPEN” 
OR “CLOSED” TYPE 


r, PROVER TANKS 


> Pressure or non-pressure 
& 50 to 6000 U.S. Gallons. or 
in Imperial Gallons or Liter 
& Stationary or Mobile 
& Standard or custom model 
for all need 


We welcome the 
opportunity to 
work with you on 
all your Prover 
Tank problems 


BROWN STEEL TANK COMPANY 


2911 Fourth St. S.E. e Minneapolis 14, Minn. 


THE 


AMCO 


core 





THE Qe sesreny Lie T' 


I a: 


Gas stations, car manufacturers, car dealers, 





and repair shops everywhere favor the “Frame- 
Kontact™ method of lifting vehicles. After using 
“Frame-Kontact” Hoists, many shops find it 
practical and profitable to equip every mechanic 
with one. The current trend in car design—with 
parts accessible under the car, instead of under 
the hood—makes “Frame-Kontact” lifting a 
must for economical service and repair. 





Profits from service on a “Frame-Kontact” 


Hoist are greater, because less time has to be 








spent on the job. Mechanics work faster and do 
GLOBE ''CONTINENTAL-18" ADAPTERS | MAXIMUM ACCESSIBILITY better work. Servicing can be completed in 30 to 
ACCOMMODATE ALL FRAMES “Frame-Kontact” design leaves the | 60% of flat time estimates. In addition, 75% of 


entire underbody completely acces- {| all repair and maintenance jobs can be handled 


sible for lube, replacement and repair more profitably on a “Frame-Kontact” Hoist. 
work. Wheels and suspensions hang pee 

free... all lube points, as well as muffler, 7 = a V 
brakes, rear end, springs, transmission \ 


’ ’ \ PATA tae / 
and starter are within easy reach ; 
e A8TOmogi¢ 


1958 DATA FILE “ea 
Equipped with the new “Continental —_ ; 

18 Adapters, ““Frame-Kontact” yA } prea OF CAR LIFTING S\One 
Hoists lift every car on the road to ! \ / | 

day. Solid, widely-spaced support ts 
viven the car frame. European cars, 
unitized” bodies, jeeps, light trucks, 


Contains specifications for lifting all 1958 cars 
on all types of Globe Hoists includes dimen 
sions, clearance, weight distribution, and factory- 
recommended pick-up points. Write today: 
onvertibles, even three wheelers are |} Globe Hoist Company, East Mermaid Lane 
readily lifted at Queen Street, Philadelphia 18, Pa 








44 Frome Kontct HOISTS 


GLOBE PATENTS The world-famous principle of ‘‘Frame-Kontact”’ lifting was 
invented, patented, pioneered, and licensed by Globe Hoist Company. It is covered 
by the following U.S. Patents: 2458986 — 2593630 — 2583635 — 2612344 — 2612355— 
2654443. Other U.S. and foreign patents issued and pending 


S2<2E7r = IF a i 


FRAMF KONTACT ° HOISTS ERE VHEEL Sy R ore Pers YPE ae ros! TWO POST FOUR POST ELECTRIC WHEEL TRANSMISSION 
SINGLE POST TWO POST H¢ JTO- HOISTS /TO HOISTS TRUCK HOISTS AUTO HOISTS DOLLY DOLLY 


WORLD’S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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98 *Ocrane ETHYL 


WORLDS FINEST 


REGULAR : 
Gui suntecd HIGHEST QUALIT y 
AVAILABLE 


| CASH DISCOUNT TO MAC MEMBERS 
) ONLY 1S MADE POSS/BLE THROUGH 
Gy CASH SALES TO YOU AND DEPENDS 
UPON HIGH VOLUME 
TRY TO COME IN WHEN WE ARE NOT 
BUSY SO THAT WE CAN VACUUM YOUR 


q CAR, rape Gt otner TIMES 
© SELFESERVICE Is Siugoniid 


The West: This discount-house station sells for less to members . Pump island sign tells them how 


Discounters Fan the Low-Price Fire 


DISCOUNT HOUSES are reaching 
out for gasoline business in California; 
at least 11 of them are operating 
service stations at volumes estimated 
from 37,000 gal. to 400,000 gal. a 
month. 

It makes West Coast oil marketers 
fear such problems as those the dis 
counters once brought to appliance 
and other retail markets: roughe 
price competition and shifts of cus 
tomers away from conventional out 
lets. 

Majors view the fears more as 
small worries than big nightmares, but 
individual dealers say they’re already 
being hurt. Observers think the situa 
tion is comparable to the 1947-1949 
period when serve-yourself outlets 
made their first big bites into Cali 
fornia gasoline marketing. 


How Discounters Work 

California has two types of discount 
house. One sells to anybody; the other, 
to members only. So far, only the 
membership houses are in the gasoline 
business. 

Membership is almost as much of 
a drawing-card as price: the bargain 
price is available only to a certain 
group. The group may be government 
employes or union members. It can 
be wider: BBB (Better Business Buy 
ing), Berkeley, excludes only those in 
the retail business, and MAC (Marin 
Associated Consumers), San Rafael, is 
open to anyone at all 


By JOHN SHINN and SUE JOHNSON 
West Coast Correspondents 
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[hough the usual membership tee a large enough volume to make a 
is negligible—-$2 for a life member profit at low prices. One station man 
ship—it makes buying privileges at a ager says his price is aimed at mak 
discount store or station seem desi ing the station break even; the major 
able because they're barred to. the ity say they hope to make money on 
general public. That’s why discounters their outlets 
scoff at the idea they'd be willing to Since most station managers are 
sell to non-members: they feel it would salaried, the dealer's profit doesn't 
destroy their biggest selling point. enter into the picture. But one man 

Opponents still complain that mem ager has invested in his station and r 
bership is available beyond the restric covers a share of the profits 
tions, and that non-members can buy Another discount house charact 
gasoline at discount stations. Some istics that applies to service station 
discount outlets do admit to selling letting the physical trappings make the 
gasoline at One price to members and discount convincing. California dis 
a higher price to non-members counters put their big appliances in 

Eleven of the membership houses corrugated-steel warehouse tore 
have opened 14 stations—nine in the located in low-cost areas. Customers 
San Francisco Bay area, two in the believe they're getting merchandise for 
los Angeles area, two in Sacramento less because they can see where mone\ 
and one in San Diego. Others sell oil was saved. A station next to a stor 
and TBA, but no gasoline; some are benefits from this 
reported to have discount arrange Ihe appearance ts furthered by the 
ments with nearby independent. sta fact that most discount stations have 
tions no service facilities; many wont even 

Classic Story——Discounters are ex change oil, and lube or wash jobs ar 
tending some of the classic discount definitely out in almost all outlet 
house ideas and methods to. ther Supply’s a Mystery —-Discounte: 
service station operations also use the same buying methods f¢ 

Chief among them may be _ the their service stations that they use fo 
subsidy, with more profitable depart other merchandise—but this resembk 
ments of the discount house allowing iny low-price independent operation 
the station to operate at a loss. Dis It mean negotiating pecial deal 
counters admit frankly they'll sell mostly dependent on volume buying 
some things at a loss to round out at, or close to, the distributor price 
their Operations and draw customer Some discounters pick up gasoline at 
in. And discount store managers em the refinery in rented transports. Com 
phasize that a service station is an im mon carriers are also used 
portant step in enabling customers t Supply is one of the mysteri 
do all ther shopping in one pla ( discount of marketing Wilshire 


Of course. some discount stations do (Continued on pag 





Schrader 


is the word for air...in full tubeless tire 
repair and maintenance service 


\ re x : 7750T — Schrader Pencil 
Install a fresh oa : ST ee Gauge — your “dipstick” 
Schrader Valve when } fi for air. 
you mount a new tube- j ° 


mn f * Y \ 
less tire. : , % ' i f ’ 4 \ \\\ Aa 


Gauges, tools, replacement valves, valve cores, valve caps—everything you need from Schrader. 


Tubeless business—changeover, repair, replacement—grows every day as tubeless tires 
roll up the mileage. Be sure you have complete Schrader service for the quickest, best way 
to handle this new business. Your Schrader supplier has everything you need to protect your 
customers and to protect your reputation for handling first quality brand name products. And 
remember, the valve should be as new as the tire to assure the full mileage built into the tire. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


FIRST NAME IN TIRE VALVES 
Sa ee FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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(Continued from page 21) 
supplies some discount stations “in 
directly,” says Wilshire vice president 
Earle W. Allen. In at least one case 
that means through an_ exchange 
agreement with a major company re 
finery in the San Francisco area. 
No other discount house suppliet 
can be positively identified except for 
lidewater, which sells under its 
brand at the Palo Alto Co-op station. 
Other majors deny they're selling to 


own 


discounters, despite dealer association 
charges. But M.O.R.E., Inc., of 
Angeles, that it 
“major-brand” gasoline. 

Many 
offered by discount houses, sometimes 
at the 
supplier. One major says it has elim 
inated carload 
(who have been selling to discounters 


l Os 
advertises sells 


major-brand motor oils are 


Same price a dealer pays his 


prices to wholesalers 
at correspondingly low prices) to pro 


tect its dealers 


Taking Advantage 

have 
than 
One 
low 


Discount — station 
some built-in advantages othe 


the simple appeal of low prices 


operators 


to the subsidy tdea—lis 


Stations 


related 
have to 
they're 
the 


overhead. dont 
rent, tor 


almost always on 


pay 
instance, because 
land owned hy 
Stores. 

They don't 
motion effort, 
advertises for 


have to make 

either: the 
the station in its 
the 
government 


any 
discount 


pro 


store 
circulars mailed to membership 


And 


boost 


unions and offices 


discount operations open only 


to their workers 

Short another 
cutting Discount 
are open only while the store is open 

eight to 13 hours a day in most 
cases, usually closing at 9 p.m. Sta 
tions and stores are closed on Sunday 

It’s the Traffic 
is What enables discounters to do large 


hours are factor in 


overhead Stations 


Ihe customer flow 
volume business despite short hours 
It’s 
ular 


a huge number of reg- 
MAC, for instance, 
20,000 members, most of 
M.O.R.E 


based on 
customers; 
says it has 
them 
claims 


[hen the discount store encourages 


steady 
1LOO0.000 


shoppers 


members 


the one-stop shopping idea and_ the 


once-a-week visit by adding depart 


like 


comes a big factor in getting the cus 


ments groceries. The station be 
tomer to do all his shopping in one 
and it benefits from it 


another 


place 
Phat 


ped yple 


leads to advantage 


stay long enough to shop 
their 
serviced (to the extent the 
But there’s no 
all-day parking to cut down volume 


Most 


which means long enough for 


cars to be 


station offers service) 


Stations provide special areas 
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lor 


him extra service. It 


IBA 


think 
price wars, though perhaps not delib 
erately 
in Sacramento where low-price 


pump 


Powered Spur bo condune fuel dates! 
TOKHEIM 


park their cat ind 


patrons to 


BBB will do the parking tor them 


A husband may wite oft 


drop his 


at the store, then pull into the station 
MAC 


says, “That gives us a chance to give 


station manager Jack Rising 


also makes him 


leisurely, receptive audience for a 


sales talk.” 


What It Means for Prices 


West Coast men 


Start 


major-company 


discount stations tend to 


They recent Case 
multi 


down to 


point to a 


independents came 


meet a discount hous« 


War Was on 


But discounters say they re going to 


stay out of price wars. [hey say ther 


restricted membership and off-highway 
locations mean they're not competing 
conventional sti 


shouldn't atlect 


for customers with 
theu 
the general market 

This 


puts it 


tions, so prices 


VIAC 


COMM 


is the otticral 


Our 


Waly in 
customers from 


all over—as far away as 35 miles. It 


Voure competing with stations in your 
Start 
But we're competing with 
irea. We 


intl 


immediate area, a discount might 


a price Wal 
Stations scattered over a wide 
hurt station signific 


dont one 


(Contuued or pe ( 








You can make big buyers out of small 
buyers with this improved, electric 
Tokheim Pump! Ideal for farms, 
small fleets or factories— create big- 
ger volume deliveries, fewer stops. 


Quickly pays for itself in time and 


labor savings—and in new business! 


Built to Tokheim quality standards. 
Check Then, 


check with your Tokheim repre- 


the features below. 


sentative for full information! 


Miwy ortilantl. Gf Seale Lé d 


* High-vacuum rotary gear-type pump- 
ing unit * New horizontal register dial 
* Built-in by-pass valve * Built-in check 
valve * Explosion-proof motor * Remov- 
able strainer screen * Rugged welded 
chassis * Approved by Un- 


derwriters’ Laboratories. 


QUALITY: 


OKHEIM 


MODEL 48 


General Products 


Division 


TOKHEIM CORPORATION 


DESIGNERS AND 
1650 WABASH AVENUE 


BUILDERS 
SINCE 


OF SUPERIOR 
1901 


EQUIPMENT 
FORT WAYME 1, INDIANA 





Tokheim N. V., Leiden 
475 Ninth 


Tokheim-Reeder of Canada, 


Subsidiaries Holl 


Factory Branch 
In Canada: 


NEWS 


nd r€ 


Street 


Pro n Shelby 
San Francisco 3 


California 
05 Yonge to ' 


street, Tor 





Regions 


(Continued from page 3) 

station in Contra Costa 
San Francisco held its 
the midst of a price 
Discounters that’s a 


A discount 
( ounty outside 
price steady in 


war there Say 
proof of their good intentions 
What the Price Is— Most 

price appeal is based on a slogan 
like “*S¢ rather than 
posting a low makes the 


motorist 


discount 
Crs 
less to members” 
[hat 
saving Obvious to the 
But 


low in 


price 
cost 
not all discount stations go as 
they One “S¢ 


was found to be 


price as Say. 


discounter selling 


only 3.9¢ below neighboring majors on 
both regular 
Southern 


erally 


and premium gasolines 


California discounters gen 


peg at serve-yourself prices, ac 


Plan Now 


For the Oil Industry 
Swing Joints 
Emergency Valves 
Hose Nozzles 

Foot Valves 


Truck Tank Equip- 
ment 


Concentrated Con- Vents 


trols 
Line Valves 


Cross Valves 


Line Strainers 


For the Bulk Plant 


Truck Tank Loading 
Valves 


Gate Valves 
Conservation Vents 
Emergency Valves 


Hose Reels 


Line Strainers 
Swing Joints 


oe) a 


Hose Nozzle 
Fill Caps 


Emergency Valves 


For Service Stations 
Hose Nozzles 

Foot Valves 

Angle Check Valves 
Fill Caps 


cording to John Touhey, 
secretary of the Southern 
Service Station Assn. 

Palo Alto Co-op, one of the older 
discount house stations, has been in 
Operation for but inaugurated 
its discount plan only a year ago. Since 
“for 2¢ off,” its sales 
25% 


execulive 
California 


years 


it started selling 
have increased : 

How It's Done—MAC 
explanation of its “S¢ 
saved by buying direct from the 
refinery; 1.5¢ saved by avoiding cre- 
dit cards; 1.5¢ saved by paying no 
rent; 1¢ saved by avoiding administra- 
live incurred by serving station 
Other marketers doubt the 
concreteness of some of these savings. 


offers this 
differential”: 1¢ 


costs 


chains 


for 1958 


For the Truck Tank 
Truck Tank Faucets 


Quick Detachable 
Couplings 














MORRISON BROS. COM PANY 
OIL EQUIPMENT HEADQUARTERS 


DUBUQUE, 


1LOWA 


NATIONAL 


But California marketers generally 
think the discounters can post low 
prices because they operate on a 
strictly cash basis; give no_ trading 
stamps or other giveaways; keep labor 
costs to a minimum (helped by their 
avoidance of and buy gaso- 
line at a the distribu- 
tor’s. 


service), 


price close to 


What It Means for You 


Discounters tend to discount 
the possibility of their having a big 
effect on oil marketing. They say 
they opened service stations as an 
afterthought to complete the “one- 
stop shopping” they're trying to offer 


also 


customers. 
Major-company 
discounters have 
not a serious 
gallonage. Touhey 
| is substantial on 


officials agree the 
effect, but 
their dealers’ 
thinks the effect 
stations near the 
discounters. Wallace Pettigrew, treas- 
urer of the San Petroleum 
Retailers Assn. says, “If these new 
stations sell the gallonage  they’re 
counting on, it’s a sure thing they'll 
take a noticeable out of a lot of 
people’s business.” 

Northern California marketers think 
50,000 gal. a month would be a good 
average figure for current discount 
station sales. That would put the 
total for nine San Francisco Bay area 
stations at 450,000 gal. a month. But 
one Bay area outlet 200,000 
gal. a month, says a 

In the southern 
M.O.R.E. 
month. 


“some 


one” on 


Francisco 


cul 


sells 
refiner. 
part of the state, 
does about 80,000 gal. a 
Touhey estimates ABC volume 
| in Santa Ana at 150,000 to 300,000 
gal. and Fed-Mart in San Diego at 
about 400,000 gal. a month. 
In San Diego, dealers say 
caught in a between 
and tax-free Tijuana, just 
over the border in Mexico. 
Touhey’s Western Gasoline Dealer 
Press emphasizes the danger not only 
of gasoline discounting, but 
discount house sales of motor oil and 
TBA. These dealers harm 
in the “extra” lines where a big part 
of their profits lie, Touhey says. 
But most California marketers ex- 
pect to weather the discount house 
“attack.” They feel the discounters 
pose no different problem from the 
private branders that have long been 
| strong in the area a 


they’re 
Fed-Mart 


vise 


sales in 





also of 


could do 





| What's ahead for you... 
in Washington, in Detroit, 
| around the country? Get a glimpse 
| of next month or the next five 
years-—read Ahead of the News, 
page 6/ 
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you can meet any lubrication specification if you 


BLEND WITH ENJAY PARANOX® 


(DETERGENT-INHIBITOR ADDITIVES) 


Blended with Paranox, lubricants can be compounded to combine both minimum 
wear and maximum engine cleanliness characteristics. That’s why more and more 
refiners and blenders are relying exclusively on Paranox in formulating lubricants for 
heavy duty equipment and allengines that are subjected to tough operating conditions. 


Through years of intensive research and development work with manufacturers and 

oil companies, Enjay has developed the only complete line of high quality additives 

(Paramins®) that can assure marcimum performance characteristics. Why not let 

this experience and know-how work for you? Contact the Enjay Company today. Pioneer in 
Petrochemicals 

ENJAY COMPANY, INC., 15 WEST Sist ST., NEW YORK 19,N. Y. 

Akron Boston* Chicago « Detroit * Los Angeles * New Orleans * Tulsa 
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CAPACITY RATINGS 








WHY THE CRANK CONTROLLED ROTOR MEANS 
BETTER MEASUREMENT FOR YOU 


A simple crank linkage now maintains PERMANENTLY TIMED—There is only one 
positive control and permanent timing possible way to assemble this new rotor and 
this method automatically positions the vanes 


over the measuring vanes in Rotocycle a 
for correct timing. 


meters. The advantages in this construc- 
tion translate into: QUIET OPERATION—The new, balanced crank 


HIGHER CAPACITY RATINGS—Rotocycle and link construction eliminates all objection- 
meter ratings have been increased approxi- able noise. 

mately 20% in all sizes. Write for bulletin describing Rockwell 
LONGER LIFE—Fewer parts and many less Rotocycle meters in full detail, 
wear points mean longer meter life, easier and Rockwell Manufacturing Company, 
more economical maintenance. Pittsburgh 8, Pa. 


YOU GET ALL THESE ADVANTAGES 


FEWER PARTS—Simple crank and POSITIVELY TIMED—In assembly, the CONVERSION KITS AVAILABLE 
linkage controls and sturdy anti- flat of each control arm engages a Earlier model Rotocycle meters can 
friction bearings combine to produce mating flat on each vane. Parts are be converted to new crank control 
greater flow rates and longer life permanently locked for correct timing by economical conversion kits. 
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GO UP 


IN ROCKWELL (0700/06 METERS 


WITH CRANK CONTROL 


200 


T 


400 gpm ; 1000 gpm 


normal capacity ] ] normal capacity 





























600 gpm 


normal capacity 


80 gpm 


minimum 
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Model 400 Rotocycle 


80 gpm. min. to 400 gpm. 
normal capacity 








120 gpm 


minimum 











4 


Model 600 Rotocycle 


120 gpm. min. to 600 gpm. 
normal capacity | Pe The “normal” capacity ratings shown above are 
} | well below the maximum capacity at which each 
model Rotocycle meter will operate. The term 
“normal” was chosen to describe the operating 
ceiling at which each model meter will perform 
durably and accurately over long periods of 
time. The excess capacity built into every Rock- 
well Rotocycle meter is, of course, a highly 
desirable safety factor. 


Conservative Ratings 


200 gpm 


minimum 


Model 1000 Rotocycle 


200 gpm. min. to 1000 gpm. 
normal capacity 


ROTOCYCLE METERS 
NOTE: The three types of registers— another fine product by 
printing, large reset and non-reset— ; ‘en fmt _ 
shown on meters above are all inter- aet © iy a W/ Ee a L 
changeable on all model Rotocycles to “a , “ = 
suit the needs of the service. 
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NEW 1500 SERIES FEATURES 


Advanced functional styling harmonizes with any 
of today’s modern service station architecture 
designed to attract the motoring public 


Optional giant size Brand Panel identification 
extends the full width of dial 


Jumbo rigidized stainless steel Scuff Plate adds 
beauty and protection to busy section of the pump 


Pushbutton located on control side automatically 
resets computer . . . saves attendants’ time 


180° rotating switch handle provides easier 
Starting 


Exclusive snubber mechanism locks hose in ex 
tended positions. Retractor automatically retrieves 
hose when nozzle is returned to holder 


Reflectorized lighting for brilliant dial illumination. 
Slant dial computer has 200 fewer parts 
Interlock is integral with computer 


Motor switch is enclosed in separate explosion 
proof box for easier accessibility and lower main 
tenance cost. 


Improved Xacto meter features top inlet 
bottom outlet self-purging action Teflon 
graphite piston seals . large dial for easy dry 


{ 


calibration adjustment . . . unsurpassed accuracy 


and long life 


High vacuum, self-priming, gear-type pump with 
center suction connection. Mounted on vibration 
dampened base with motor for ‘‘whisper-quiet” 


operation 


Larger bolted cover junction box with three 


conduit connections for easy wiring 


Simple, positive cam locks permit quick removal 


and easy replacement of front and rear panels. 





ANNOUNCING 


the development by Scovill of the FIRST 





Permanently-attached —like all Scovill perma- 
nently-attached couplings, the aluminum cou- 
pling provides maximum safety and full flow. 


3 OE ag Ie: o 
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} er a PEs ROL eRe et * 
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w ty 
PLO hb LESS IN COST! 
(33'/, less than reattachables!) 





ALUMINUM COUPLING 


for gasoline pump hose 


Lighter in weight—one third the weight of brass 
permanently-attached couplings, the aluminum 
coupling costs less to handle and to ship. 


MOOI 
YO Are 


\ 


‘ 


[he product of more than 5 years of Scovill research and 

engineering, this all-aluminum coupling for gasoline pump hose 

is identical in performance to brass in all respects. You can be sure of the 
same precision fit, full flow, leakproof safety, positive static 

connection and long life for which all Scovill permanently-attached 
couplings are recognized and respected — and all at far less cost! The saving 
is even more attractive when compared with reattachable-type couplings 


A special feature of the aluminum coupling is its highly polished 
Surface —the perfect complement to modern gasoline pumps 


For more information on this high-performance, low-cost aluminum 
coupling, write to Scovill Manufacturing Company, Merchandise Division, 
79 Mill Street, Waterbury 20, Conn 





Industrial Hose Couplings by SCOVILL 
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; ' PROGRESS MODEL 500—Custom built for the Scher- 
No matter what your requirements Fuel Oil, merhorn Co., LaSalle, Illinois, this 1200-gallon, 5-com- 


Service Station, Rural, Combination Service Station and Rural partment combination fuel oil and rural delivery unit 
or Combination Fuel Oil and Rural . . . profitable deliveries is mounted on a GMC Model 353-27 with 84" C-A 
will be yours with a custom built PROGRESS truck tank. 


For more than a third of a century, Progress has 
been designing and building custom tanks to meet particular 
requirements. All steel construction makes Progress tanks 
better to last longer. Steel braces support the can racks and 
barrel carriers. Steel sills, extending out and under the 
bucket box, guarantee solid support. Progress underframes 
are steel, with no wood or cross members and the flashing is 
not welded to the shell, but is actually a part of the shell. 


Progress Smoothskin tanks are modern in design 
and offer exactly the type tank required to do the job right. 


Ask your local Progress representative for complete specifi- Geutpiead with Hk" Waptune Aute Saw Tder Dian 
cations, special drawings and current prices on Progress cus- Meter installed in can rack. Hose from Progress Elec- 
tom built truck and trailer tanks. tric Reel, mounted in bucket box, feeds through can 
rack. Second reel and meter installed in bucket box 
for rear delivery. Complete twin pumping system with 


Chealsea Dual PTO. 





MANUFACTURING COMPANY, INC. 


ARTHUR - STLLINOTS 
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\ remote pumping system is only 
aS good as the island dispe nse 
Key to performance of the dis 
penser 1s the meter and here again 
vou see why the Bennett meter is 
so outstanding 
In the Bennett meter, polished 
bronze pistons slide in polished 
brass cvlinders lubricated by a thin 
film of gasoline. Without mechani 
cal valves o1 piston leathers 
tion and _ restriction-to-flow 
the irreducible 
est pressure 
nozzle 


tric 
at 
Creat 
is maintained at the 
it counts 


are 
TYiLTetuirn. 


W here 


Toronto 


JOHN Woop COMPANY 


IN CANADA 
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. provide RAM remote 
‘a | | 
| natched-flo pel rirhiat 
} the ethorpene Yt any remote | ! 
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<< 


Qudbilg 


Bennett Pump Division, 
Muskegon, Michigan 

JOHN Woop Company LIMITED 

¢ Montreal * Winnipeg © Vancouver 





Bennett RAM Pumps and Dispensers fully 
complement each other for inter-related 
harmonious operation resulting in “fric 
tion-free” performance and long-time de 
pendable low maintenance service. Bennett 
RAM Submersible Pumps, in 's, 'o and“, H.-P. efficiently 
erve any station large or small, new or remodeled 





and installation and maintenance costs are cut to a min 
imum with Bennett’s new extractable head design. In 
fact, one man, by loosening four bolts can lift out the 
entire unit. Bennett Dispensers, with the exclusive All 
Metal Meter give maximum output af the nozzle where 
it counts saving time speeding service 


JOHN Woop COMPANY 


Bennett Pump Division, Muskegon, Michigan 


District Offices: Albuquerque * Atlanta * Baltimore * Boston * Buffalo * Charleston * Chicago 
Cleveland + Dallas * Denver + Detroit * Kansas City * Los Angeles * New Orleans * New York 
Philadelphia ¢ Pittsburgh © Rochester * SaltLake * Seattle * St.Paul »* San Francisco 


in CANADA: JOHN Woop ComPANy LIMITED 


Toronto * Montreal * Winnipeg * V. 





EXPORT: John Wood International Corporation, 29 Broadway, N.Y. Cable "WOODINTER” 








RAM remote pumps with extractable 
heads and dispensers teamed together, 
give you top MATCHED-FLOW performance 


REMOTE AUTOMATIC MULTI-PUMP 
SUBMERGED SYSTEM 


uadltion 

















match your service 
to your modern sae vs 
































motorcompressor — —— = 
designed to meet your specific requirements... 











Ingersoll-Rand 





powerful - compact: economical 


Attractive, inviting appearance pulls in the customers . . . fast, efficient service 
keeps them coming back. The modern answer to your air-supply problems is 
here with the brand new I-R Channel-flo. 


Ingersoll-Rand has adapted the many time-tested features of their larger com- 
pressors into a small, versatile unit to bring you new efficiency and economy. 


The Channel-flo is available in 1% or 2 hp. It’s a two-stage, 200 pound per 
square inch unit. Get full details from your nearest Ingersoll-Rand branch or 
write direct to Ingersoll-Rand, 11 Broadway, New York 4, N. Y 





ersoll -Rand 


11 Broadway, New York 4, N.Y. 
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“WHATEVER YOU DO...DON'T MISS THE MAN 
WITH THE DU PONT ANTI-FREEZE MARKETING PLAN !”’ 


Car owners know from experience that products made and backed by Du Pont have a reputa- 

tion for quality and dependability. This consumer acceptance is only one reason why ‘‘Zerex”’ 

and ‘‘Zerone’’ anti-freeze are so easy for your dealers to sell, resulting in more sales for you. 
OTHER EXCLUSIVE BENEFITS INCLUDE: 


e ‘I'wo nationally known and accepted brands of anti-freeze |e The proven selling power of the Du Pont name 
serving both the permanent and standard markets : wee : a 
; Shy von ae e Outstanding distribution efficiency 
e Full-time anti-freeze specialists offering you year-round 
sales assistance e Resultful advertising and product promotion 


Find out how your company and dealers can benefit ... see the man with the Du Pont Anti-Freeze Marketing Plan now! 


® ® 
ZEREX —- ZERONE BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 
Anti-freezes 
tte - E. 1. du Pont de Nemours & Co. (Inc.), Wilmington 98, Delaware 
US Pat ‘ 
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NOW ....ror THE FiRST TIME... 
POSITIVE “DIRECTIONAL CONTROL” 
AREA ILLUMINATION! 


Whiteway’s answer to disturbance complaints . . . the new 
scientifically engineered rapid-start DIRECTO-LUME giving 
you positive directional lighting with absolute minimum 

light wasted! Precision, all-aluminum construction, styled with 
the gracefulness of a swan! Streamlined, neat and attractive, 
the new DIRECTO-LUME weighs only 69 lbs., yet has the 
relative strength of a steel bridge. Here’s the finest fluorescent 
flood-light available anywhere . . . engineered to solve all 
your area lighting problems. 


LOOK AT THESE OUTSTANDING FEATURES: 


@ High efficiency . . . so efficient that published light 
readings seem fantastic! Readings as far as 72 feet away 
exceed those of other fixtures at much shorter distance 
This is actually based on the physical law of light 
reflection, which states that the angle of incidence is equal 
to the angle of reflection from the reflector surface 
IT’S THE SHAPE THAT DOES IT! 


@ Styled in tune with today’s modern architectural tastes in 
mind... the DIRECTO-LUME adds beauty to your location 
as no other fixture can! Light is mounted quickly and easily 
on Hinged Support Post. 


@ Sturdy all-aluminum construction reduces maintenance .. . 
assures long life! 


DEDICATED TO QUALITY AND SERVICE 


MANUFACTURING COMPANY 
1736 Dreman Ave., Cincinnati 23, Ohio 


PIONEERS IM FLUORESCENT OUTDOOR LIGHTING EQUIPMENT FOR PROGRESSIVE SERVICE STATIONS 
4 
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SCIENTIFIC SHAPE GIVES 
DIRECTIONAL 
CONTROL! 


Sectional end view at fri 
clearly reveals why there i 
absolute minimum loss of 
to the rear and top of DI 
TO-LUME. You migh 
“ITS THE SHAPE 
DOES IT!” 


FAST, POSITIVE 
MOUNTING BR 


One of the most 
Mounting Brackets 
is adjusted by sin 
ment bolt. Fits an 
standard size 
nipple. No wiri 
boxes needed . 


easy and quick ” 
cessibility to wi ae ee: 
connection thr = 


weatherproog 
spection plate 


WRITE 


It doesn't 
modernizg 
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SKIN DIVERS 
want Delco Batteries! 


So do clam divers, pearl divers, and car drivers. Fact is, three separate surveys 
made by leading magazines show Delco to be America’s No. 1 battery preference. 
More people want Delco because it’s the freshest power money can buy. And it’s 
backed by a General Motors warranty good in the United States and Canada. 
Stock Delco Batteries and see how they sell themselves to every kind of customer. 


Quality-built by Delco-Remy 
distributed nationally through 


é a PARTS 
CM) U M S General Motors leads the way—Starting 


UNITEG MOTORS SYS/EM 


with Delco Batteries 


ON CBS TV ‘HIGH ADVENTURE WITH LOWELL THOMAS” . ON CBS RADIO—LOWELL THOMAS NEWSCAST ae 
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“For fast 
Wheaton 
service, 
contact 
the field 
engineer 
nearest 
you —” 





© ite 


Mase RN RR TRIN wa 


FASTER LOADING 
r- EASIER HANDLING 
MAXIMUM FLOW 
SIMPLE MAINTENANCE 


Py 


€) for Qiua 
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Wheaton Brass Works > Union, New Jersey 


REPRESENTATIVES 


United States Representatives 


P, R. GIRARD & SON 
Chicago, Illinois 
LUFKIN ENGINEERING 
& EQUIPMENT CO. 
Boston, Mass. 
C. H. CURRIER CO. 
Pasadena, California 
ERIE METER 
SYSTEMS, INC. 
Oakland, California 
THE WATTS CO. 
Houston, Texas 
CONNOR & HARRIS 
Kansas City, Missouri 


PHIL S. CRUTCHER, JR. 
Louisville, Kentucky 
MANNING, HONE. 
& SIEKMEIER INC. 
Denver, Colorado 
A. H. STROYD 
Pittsburgh, Penna. 
J. A. SAVAGE 
Summit, New Jersey 
H. 0. LINK & SON 
Baltimore, Maryland 
CLAUDE S. McGEHEE 
Atlantic Beach, Florida 


IN ALL PRINCIPAL CITIES 


RENICK & MAHONEY, INC 

New York, New York 

R.H. WISHMAN CO., INC. 

Buffalo, New York 

H. G. ANDERSON 
EQUIPMENT CO. 

Albany, New York 

EDWARD F. WORDEN CO. 

Detroit, Michigan 

Foreign 

Representatives 

—. A. TESSADA 

Mexico City, Mexico 

A, SOLARES Y CIA., 

S. En C., Havana, Cuba 


WORLD-WIDE 


Foreign 
Manufacturers 


EMCO LIMITED 
London, Ontario, 
Canada 


EMCO BRASS MFG. CO 
LIMITED 

Margate, Kent, England 

WORTHINGTON CORP. 


Rio de Janeiro, Brazil, S.A. 


SOCIETE LUCEAT 
Paris, France 


LJUNGMANS 
Malmo, Sweden 





Faucets 
Valves 
Joints 


Tank 
Fittings 


Loading 
Assemblies 





FORD makes the 


3 all-new Super Duty V-8s 


e Internally mounted oil cooler 

e Two-quart oil filter 

e Water-jacketed intake manifold 

e Submerged-type electric fuel pump 


e Gross horsepower up to 277 e Machined combustion chambers 


e Gross torque up to 490 lbs-ft e Sodium-cooled exhaust valves 
e Modern Short Stroke design e Stress-relieved block and heads 


e Three-stage cooling system e Pyramid-type connecting rods 





277-hp Short Stroke V-8 260-hp Short Stroke V-8 226-hp Short Stroke V-8 


Torque: 490 Ibs-ft 
(@, 1800-2300 rpm 


Torque: 430 Ibs-ft 
@, 1800-2300 rpm 


Torque: 350 Ibs-ft 
@ 1800-2300 rpm 


10 all-new Extra Heavy Duty Series 


GVW's up to 51,000 Ib. For ’58, ten new basic series 
are added to Ford’s already extensive Heavy and 
Extra Heavy Duty line. Four new Tilt Cabs, four new 
Conventionals, and two new Tandem models offer 
GVW ratings up to 51,000 Ib. 


GCW's up to 75,000 Ib. New T-950 Tandem is rated 
for 75,000-lb. GCW. Biggest single-rear-axle models 
are rated for 65,000-lb. GCW. 

Front axle capacities up to 15,000 Ib. Choice of three 
front axles in most new Ford Extra Heavies. Rated 


capacities of 9,000 Ib., 11,000 Ib. and 15,000 Ib. 


Rear axle capacities up to 29,000 Ib. Wide choice of 


rear axles includes single-speed and two-speed, single 


40 


reduction and double reduction types. Capacities 
range from 18,000 Ib. to 29,000 Ib. 


Bogie axle capacities up to 38,000 Ib. For ’58 there 
are two new Extra Heavy Duty Tandem Axle models. 
The new T-950 Series features a tandem rear axle as- 
sembly rated for 38,000 lb. New T-850 Series offers 
choice of 28,000- or 34,000-lb. bogies. 


New highway transmissions. Roadranger transmis- 
sion is available in all ten new Ford Heavies and Extra 
Heavies. Up to 33%% less shifting. ‘Short Fourth” 
highway transmissions also available on ‘‘F”’ and “C”’ 
Series. With these new transmissions, engines operate 
in peak horsepower range with greater fuel economy. 
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big move for ‘58 


-up to 534 cu. in. 
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New Series T-950 Tandem mode! is biggest 
capacity Ford truck ever built! Rated up 
to 51,000-lb. GVW—75,000-Ib. GCW 
New 534-cu. in. Super Duty V-8 provides 
exceptional horsepower and torque with 
rugged durability 


FORD TRUCKS COST LESS 


LESS TO OWN...LESS TO RUN...LAST LONGER, TOO! 
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How Standard “beefs up” 
cattle to help meet the 
West’s growing food needs 





Progress in the West means... 


Producing 575,000 more tons 
of beef by 1967 to supply 
our! growing population 


New Standard plant foods have produced twice as much beef from a single acre — 
enough extra beef to supply an average person for a solid year. 

Who eats the most meat in the U.S.? You do—surveys show 

Westerners top the nation in meat consumption. Now Standard 

helps ranchers satisfy that hearty appetite with chemically 

blended plant foods,* so economical they can be used to turn 

unproductive foothills into profitable pasture-land. 


ml , . Lava. sg de 
ese new blends of essential plant-growth elements come fr 
These new s ss | grow lements come from 1,000,000 tons 1,575,000 tons 


1957 1967 


{7 Western States 


a $16 million Standard plant opened just a year ago. Grasslands 
they have enriched are now producing up to twice as much beef 
per acre. Farmers find them equally productive on many other 
crops. For you they promise tastier, more nutritious meals for *“Q&THO PLANT FOODS are made and 


é sold by Standard’s wholly owned subsidiary 
every dollar you spend on food. California Spray-Chemical Corporation. 


nd STANDARD OIL COMPANY OF CALIFORNIA 


ES Plans ahead to serve you better 
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NEW TOKHEIM model 108 1a 


LuBar. Y 


4 -sided 
Oil Displayer 


Displays oil and accessories 
in four directions at once! 


NO DOORS TO STORE! 


Here’sa completely self-contained oil stor- 
age-displayer that holds oiland TBA items 
at eye-level—on all four sides! Designed to 
exhibit 60 quarts of oil—or a combination 
of oil and accessories—all within easy 
view, easy reach. 

Special compartments on two sides 
drain six Cans at a time, dropping them 
into spacious ‘‘can-tainer’’ when fully 
drained. Compartments also provide stor- 
age for pouring spouts. LuBar keeps sta- 
tion spic and span! Best of all, there are no 
doors to remove. You lock up for the night 
in seconds! LuBar may be installed diag 
onally, or flush with pumps. Get a// the 
facts. Call your Tokheim representative— 


or write factory for literature. 


Many important built-in features 


Perforated board may be All four panels swivel 180° Space for six empties to Flat top permits display of 
easily installed to display and lock with key. There drain—twopouring spouts. other accessories—or your 
appropriate accessories. are no doors to remove. Spacious “‘can-tainer:’ own advertising message. 


wa 
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General Products Division 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
OKHEIM 1650 WABASH AVENUE SINCE 1901 FORT WAYNE 1, INDIANA 
Subsidiaries: Tokheim N. V., Leiden, Holland — GenPro, Inc, Shelbyville, Indiana 


Factory Branch: 475 Ninth Street, San Francisco 3, California 
In Canada: Tokheim-Reeder of Canada, Ltd., 205 Yonge Street, Toronto, Ontario 
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7,000,000 GALLONS PUMPED 


with perfect service record! 





Four Marlow Pumps Perform Efficiently With No Down Time 


Completed in December, 1955, the 
Tull Oil Company’s bulk plant in Char- 
lotte, N.C owned by C. W. Tull, 
handles regular and premium gasoline, 
kerosene and #2 fuel oil. Mr. Tull, who 
is also a gasoline retailer, uses four, 
space-saving, Marlow 20 EVP, vertical, 
self-priming pumps to supply his load- 
ing racks at a 300,000 gallon a month 


volume 


These same versatile, long-lasting 
Marlows that are used for loading 
Tull’s three retail-delivery fuel oil 
trucks are also used to pump from 
transports into the above-ground stor- 
age tanks. Even though the pumps are 
installed out in the open, where they 
are subjected to all kinds of weather, 
these Marlows have handled more 
than 7,000,000 gallons since they were 


44 


installed. C. W. Tull is so well satisfied 
with these pumps that he has said “if J 
enlarge my facilities, and I expect to 
some day, I will specify Marlow 
Pumps.” 


Specify Marlow pumps on your next 
petroleum pump job and you'll be sat- 
isfied with their efficient performance 
too! 

Write today for your free copy of 
Bulletin PM-06 and the name of your 
nearby Marlow dealer. 


DIVISION OF 


BELL 


The flow-through design of the Marlow 20 EVP 
vertical pumps, that were used by Tull Oil Com- 
pany for loading and unloading, simplified 
piping problems. 


& GOSSETT 


MIDLAND PARK, NEW JERSEY 


MORTON GROVE, 
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One of a series—to acquaint jobbers with the Pure Oil franchise 


Facts for Jobbers 


from Pure Oil 


PURE jobbers are well known and respected citizens of their communities. They are intimately 
aware of local conditions and problems. Those are important reasons why PURE prefers to 
sell through jobbers in most communities. 





PURE believes in jobbers. Over 40% of PURE bulk plants are jobber plants. Another 40% 
are distributor operated plants. 


Since 1950 the number of jobber bulk plants has increased from 324 to 406, an increase of 20%. 


PURE jobbers benefit from the national prestige and product acceptance created by the 
company’s advertising every other week in The Saturday Evening Post. 


Pure Oil jobbers are served through local management which has authority to make decisions 
and take a personal interest in each jobber’s success. 


If you are interested in growing and profiting 
with an aggressive, forward-looking oil company 
under a successful, selective marketing program, 
call or write Pure Oil’s District or Division 
Manager in your area, or Retail Marketing 
Department, The Pure Oil Company, 

35 E. Wacker Drive, Chicago 1, Illinois. 


It pays to be a partner in profit with PURE 
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from bulk plant] to filling station... 


MILWAUKEE 


Ud >> 


keeps oil tlow on the GO! 


@ Yes, no matter where oil flows, Milwaukee valves are on 
the job .. . day-in, day-out. Thousands bridge the gap be- 
tween bulk plant and automobile tank. 

You'll like the easy, positive control . . . the smooth steady 
flow without clogging, chattering or breakdown. There’s a 
size and model for every installation. You get the ultimate 
in design, materials and workmanship. 

Milvaloy, the stronger, lighter, spark-resistant metal as- 
sures added oil handling safety. It’s an exclusive feature of 
Milwaukee valves. 

Whether you order valves by the names Milvaco or Mil- 
waukee it’s the proved way to keep oil flow on the GO! 
Write for literature or see your nearest jobber or wholesaler. 








LEVER GATE VALVE — LEVER GATE VALVE ALUMINUM LINE STRAIN. 
Model P-901-1 Bronze Model P-2862. Bronze, : ERS Model P-2705, 
double-disc. Quick open double-disc, square Lightest on the market. 
valve Ball and flange ends. Quick : ~w yoke design per- 
joints pecially opening, to 3”. Avail quick, easy re- 
ground for longer sei able in 4” size with vi for cleaning. 
life Available round flange. ‘ from 1” to 3” 
el{f-closing feature crewed end 4” flanged 
end 





GATE VALVES... 


for bulk plant, stationary or port- 
able pipe line installation. Pro- 
vide safety where it’s needed. 
Screw, flange and victaulic types 
in bronze and aluminum. Stem- 
lock, screwed and flange types 


available in bronze. 


@ For quick delivery, 
smooth flow, other 





ALUMINUM GATE VALVE 

Model P-2675. Light 
durable Self-aligning 
double-disc, bolted bon 


net design Screwed 


ends Deep gland fol 
lower. 





BY-PASS PRESSURE RELIEF 
VALVE Model P-610 
sronze. May be inspect 
ed and cleaned while 
connected. Pressure set 
tings up to 200 pound 





ALUMINUM TRUCK TANK 
FAUCET Model P-870 
Reversible Perma Disc 
construction, 22449 or 
65° angle design with 
flanged or screwed inlet 
idapter 


Milwaukee accessories THE COMPLETE LINE OF PERMANENT QUALITY VALVES 
include . . . bronze —_— ESET 
swing joints, screened $4 e 
air vents, truck tank 
faucets, line loading 7 lie aan a. 
valves, fill caps, fill boxes, = wie Tbs eee ce heii 
union wrench couplings, Pe Bee OR a ee Lee 
tank bushings A subsidiary of Controls Company of America 
2379 South Burrell Street © Milwaukee 7, Wisconsin 
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COLORS 


FOR PETROLEUM 


IN FLUID FORM 
DYE CONCENTRATES‘ 
by PATENT CHEMICALS 
the Pioneers in Petroleum Dyes 


REDS BLUES 
PURPLES GREENS 
YELLOWS BLACKS 
BROWNS ORANGES 


FLUORESCENT COLORS 
FOR CLEANER EASIER COLORING OF 


Gasolines — Diesel Fuels — Fuel Oils — Lubricating Oils 


Automatic Transmission Fuels — Break-in Oils and Greases 


Dye concentrates ‘PNEPe Samples and 
can be prepared 7, ' A description 
to customer MANUFACTURERS OF DYES AND upon 
specifications. FOR THE PETROLEUM INDUSTRY request. 


PATENT CHEMICALS INC. 


Manufacturing Division: 335 McLean Blvd., Paterson 4, New Jersey 


ae 1 eo © 9 er. "oo ] eo), Meteo), i ae 


Marketing Division: 2410 Carew Tower, Cincinnati 2, Ohio 


NATIONAL PETROLEUM NEWS 





Herman Bros., Inc. adds 30 Butler Aluminum 
DELIVERS 20% MORE 


9,270 gallons shell full! Cylindri- 
cal straight-through Butler tank de- 
sign provides top payload for 
Herman units, keeps width dimen- 
sions at a minimum for easier passing 
on the road. 


Loads at 500 gallons per minute! 
New Butler “bottom loading” piping 
arrangement cuts filling time in half 
at terminal, reduces fire hazard and 
evaporation losses. 


NATIONAL PETROLEUM NEWS * January, 1958 








Transports to fleet... 
PER DRIVER PER WEEK 


How would you like to get an extra driver free for every 
five drivers now working for you? That, in effect, is 
wnat Herman Bros., Inc., prominent Omaha, Nebraska 
petroleum transporter has done — simply by modern- 
izing their fleet with Butler Aluminum Transports. 
And this is only one of many advantages. Here’s the 
whole story, told first-hand by company officers: 

“A 14% increase in payload, plus faster loading and 
unloading compared to our trains has boosted product 
deliveries with our new Butler Aluminum Transports 
about 20% per driver per week,” explains Mr. C. T. 
Douglas, Operations Manager at Herman Bros. 

“The narrower Butler cylindrical shape has greatly im- 
proved driver visibility to the rear,” says Mr. Dale 
Herman, Vice President. “We expect an even better 
safety record with our new Butler units.” Herman Bros. 
is currently rated among the top ten for over-the-road 


ll. 
HERMAN] 


Sane yy 


liquid transporters in their mileage classification. 
President Dick Herman looks to the future: “Most of our 
business today is hauling gasoline and jet fuel. We can 
make cleaner deliveries of these liquids because of 
Butler’s easy cleaning, non-corrosive, contamination 
free characteristics. Should our customers’ needs 
change, our Butler units will enable us to diversify ou 
hauls and handle a wide variety of liquids. 

‘Butler stands squarely back of their transports. In 
our years of doing business with this firm, we have 
found Butler will go far beyond ordinary manufac 
turers’ guarantees to make sure their equipment Is 


satisfactory to us, and exactly fits our hauls 


New Bulletin — Learn how Butler’s monocoque design gives 
you more payload and more strength, too. Check the new 
features that make Butler Aluminum Transports better than 
ever. Write the office nearest you for your copy today. 


GO ALUMINUM FOR TOP PROFITS 
...GO BUTLER AND BE SURE 


BUTLER MANUFACTURING COMPANY 


7454 East 13th Street, Kansas City 26, Missouri 
954 Sixth Avenue, S.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 30, Room 602, 103 Park Avenue, New York 17, New York 
Dept. 40, 3414 N. Harlem Avenue, Chicago 34, Illinois 


Manufacturers of Oil Equipment + Buildings + Farm Equipment + Dry Cleaners Equipment - 
Factories at Kansas City, Mo. * Minneapolis, Minn. * Galesburg, Ill. * Richmond, Calif 
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Outdoor Advertising Equipment + Custom Fabrication 


* Birmingham, Ala. * Houston, Texas * Burlington, Ont. Can 





(i longi - 


Designed To Sell 
More Service 


New LINCOLN 


o9 Se 
LUBREELS* 


Now— actively sell your lube department 
to every customer with Lincoln Golden 
Standard Ceiling Lubreels! Here’s beauty 
styled with merchandising flair, to attract 
customer attention and build confidence 
in you and your service. You can handle 
more jobs faster, more efficiently with 
Lincoln’s exclusive feature of air-power 
actuation and smooth, uniform retraction. 
Installation is fast and simple, and main- 


tenance is the lowest. 


Make your lubritorium a 
Golden Invitation to new sales! 


Write for new Lincoln Catalog 57, or contact 


your Lincoln jobber. 


LEAD WITH LINCOLN 


*Trade Name Registered 


12 COln scuiasaianmiaaiaaiin andiiiaie 


5702-74 Natural Bridge Avenue . St. Louis 20, Missouri 
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Division of The McNeil Machine & Engineering Co 
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In the 
Petroleum — 
Industry— 





On the Highway or in the Field — 
Eaton 2-Speeds Cut Hauling Costs 


Pulling out-of-the-hole in off-the-highway operation, making 
time on the hills, maneuvering in heavy traffic, highballing on the 
open road — each calls for a different gear ratio to assure maximum 
efficiency, economy, and safety. Eaton 2-Speed Axles double the 
number of available gear ratios, permitting the driver to use the 
one best suited to road, load, and traffic conditions. This use of the 
right gear ratio for every situation permits engines to run in their 
More than Two Million . ; 
Eaton Axles in Trucks Today. most efficient and economical speed range, reducing stress and wear 

For complete information, on all power-transmitting parts. Not only do Eaton 2-Speed Axle 

see your truck dealer. z . P 

trucks make more and quicker full-load trips, but they do it at lower 
operating cost and with less maintenance; they stay on the job and 
out of the shop. Even under the roughest conditions, trucks equipped 
with Eaton 2-Speeds last thousands of miles longer — and they're 
worth more when traded in. 














AXLE DIVISION 
MANUFACTURING COMPANY 


CLEVELAND, OHIO 


S 
« PRODUCTS: Engine Valves* Tappets* Hydraulic Valve Lifters* Valve Seat Insertse Jet Engine Partse Hydraulic Pumps 


Motor Truck Axles * Permanent Mold Gray lron Castings * Forgings * Heater-Defroster Units * Automotive Air Conditioners 
Fastening Devices* Cold Drawn Steel* Stampings* Gears* Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 
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POWER-MATE 


FOR ‘58 


Atlantic Imperial Gasoline, new performance 


keeping pace with the newest cars 


A newly developed additive in Atlantic Imperial Gasoline offers 
your customers top mileage... smooth engine 


performance... anti-stalling ... longer spark plug life. 


It's today’s best super-octane buy 


THE ATLANTIC REFINING COMPANY AYLAN II 
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“THE STORY MUST MEAN 


dollars to the reader” 


Editor Frank Breese applies this yardstick to all proposed 
editorial material for NATIONAL PETROLEUM NEWS 


To cover the meetingest segment of the oil 
industry —the marketing group— Frank 
Breese spends more than 357% of his working 
time in the field. 

Krank serves: “Men with dollar signs in 
their eyes.” They work for major brand 
companies, independents... handle motor 
fuels. lubricants. tires, batteries, accessories 
—and more. They plan, manage, sell, own, 
compete—they are the industry. 

In Frank’s own words: “NATIONAL PETRO- 
LEUM NEWS must contain articles that are 
more than interesting—more than historical! 
Trends, announcements, pictures are not 
enough. Every line of editorial matter must 
help to increase efficiency and profits for our 
readers. ‘This is why we apply the profit 
yardstick to our stories.” 

\fier graduation from USC, Frank cut his 
teeth with local newspapers, followed it by an 


| l-vear stretch with UP in New York and as for- 


elgn correspondent in Argentina and Europe. 
In 1948, he began working for NATIONAL 
PETROLEUM NEWS in Los Angeles, became 
West Coast Editor in 1951 and Editor in 1954. 
Backing Frank is a staff of highly qualified 
editors. They are in constant touch with the 
men who make industry news: from area 
salesmen to general sales managers, from 
marketing vice presidents to jobbers and 
commission distributors. They all report the 
“what” in new profit factors to the industry. 


Legwork and writing stories keyed to 


reader interests are the identifying traits of 


all McGraw-Hill editors. That is one of the 
major reasons why men who make buying 
decisions for industry rely on McGraw-Hill 
magazines to tell them what is new. Con- 
centrating your advertising in one or more 
of these magazines serving your major 
markets is the most efficient way to reach 


your prospects. 


MeGgraw-liill Publications 


McGraw-Hill Publishing Company, Incorporated 


330 West 42nd Street, New York 36, New York @: 


: ‘ 
Surat 


NATIONAL PETROLEUM NEWS °* 


January, 


1958 





- 
E 
4 


. 


2 a4 


ihion it the Le v1 


Views, 


Checking on the latest service tes hniques. Fy ink makes on-the-spot obser 


Oil Company dock, Port Washington, \. Y., to get barge captain Mike Severtsen 
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Savings in storage, inventory and dollars 


Compound your full line 


of oils with just 2 Oronite 


“additive packages”’ 


inhibitof 


The streamlined, money-saving way to blend a full line of 
motor oils—to cover the range of API service classifications 
MM-MS-DG-DM-DS— is with just two balanced additives— 
Oronite’s detergent and inhibitor additive “packages.” 

You get the motor oil quality you want but need to buy and 
inventory only two additives. Further savings are also 
possible by buying in tank car or CL quantities. 


Oronite’s “detergent package” contains a mixture of 

detergent compounds— the “inhibitor package” a mixture of 
inhibitor compounds. Each “package” is specially 

balanced and formulated to give optimum response with 

your base stocks. Formulations can be provided to meet any 
and all performance levels you require. 

Talk over your requirements with Oronite—let us show you 

how Oronite’s “package” program can simplify your storage and 
inventory problems and enable you to save dollars. Contact 

the Oronite oflice nearest you for full information. 


ORONITE CHEMICAL COMPANY 


A SUBSIDIARY OF CALIFORNIA CHEMICAL COMPANY 
EXECUTIVE OFFICES «+ 200 Bush Street, San Francisco 2O, California 
SALES OFFICES « New York, Boston, Wilmington, Chicago, Cincinnati, Cleveland, Houston, Tulsa, 
Los Angeles, San Francisco, Seattle 
EUROPEAN OFFICE «+ 36, Avenue William-Favre, Geneva, Switzerland 
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QUAKER MAID REFUELER 





MARTHA WASHINGTON TANDEM GONDOLA TYPE SEMI-TRAILER 


Ema eked am r-lel.e— 


BY QUAKER 
SOUND ENGINEERING AND LIGHTWEIGHT 
CONSTRUCTION ASSURE EXTRA PAYLOAD 


Quaker Truck and Trailer Tanks are designed by engineers 

of highest standing and built to your individual require- 

ments by mechanics of the finest skills. Before construction ; sa. 

is started on any tank, a blueprint is submitted showing how j 19 : ; DEPENDALE HEAT/& SE 
the tank will look, how much it will weigh, and how the Pee ete z, { 
load will be distributed on each axle in accordance with : : 

both the chassis manufacturers’ specifications and State 

highway laws. You can depend on Quaker Tanks never to 

be overweight, never to be over or under capacity; and to 

have the load distributed perfectly. 


For over 30 years Quaker has been the leader in the 
development and improvement of truck and trailer tank 
equipment. Go over any modern piece of equipment and 
see what a large percentage of the improvements in design 
and construction have been developed by Quaker City 
To take a specific item: you will find lightweight tubiny of 
larger inside diameter. than piping, with long sweep elbows 
replacing sharp mitered joints, all joints welded and tested 
Features like these explain why so many large oil com- 
panies ask us to consiruct pilot models for them before 
they go ahead with a large program 


Get the benefit of standardization where it will save you 
time and money, but at the same time enjoy the advantages 
of a tank designed to fit your individual requirements by 
specifying Quaker City on your next order. Whether you WILLIAM PENN 
want a simple job like our “William Penn” or a deluxe 
unit like our “Fawn,” we can take care of your needs 


QUAKER CITY IRON WORKS 


3400 GAUL STREET, PHILADELPHIA 34, PA Telephone REgent 9-3O0O0O 


ONE OF AMERICA’S LEADING TRUCE TANK 
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“How’d those last five loads 
of J&L drums come in, Joe?” 


“Checked ’em all with the drop 
light, Boss. Clean as a whistle... 
never saw a better lining job.” 


J&Lspecialists, backed up by 
modern research, are ready 
to consult on your toughest 
packaging problems. 


J&L, an integrated steel 
producer, controls container 
quality from start to finish. 


J&L steel containers provide 
engineered packaging for de- 
pendable transportation and 
safe storage. 


Precise fabrication and cor- 
rect specification of fittings 
and closures. 


Prompt dependable delivery 
from nine plants. 


Call your nearest J&L Con- 
tainer Division office for rec- 
ommendations on your pack- 
aging problems. Or write 
direct to the Container 
Division, 405 Lexington 


Avenue, New York 17, N.Y. 











STEEL -..a great name in steel 
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Ready now —new catalog 
describing Buckeyes complete line 


of refueling equipment for... 


overwing refueling... 
Also No. 8385 Non-Drip Oil Servicing Nozzle 


| No. 9162 
Overwing Fuel 
Servicing Nozzle 


, No. 4092 
} Underwing Fuel 
i Servicing Nozzle 


underwing refueling... T Sr | 


Also No. 8718 Aircraft Pressure Fuel Servicing Adapters for underwing refueling 
a y “—— 
/ ( . 
sds ow ees ; No. 4092 FC 


Underwing Fuel i ) 


Servicing Nozzle ¢ ‘ 
: mr 


hydrant systems 


No. 13200 Hydrant Emergency Valve and Adapter for automatic shut-off service 
. No. 4093B 


Hydrant Valve 


No. 4096 
Hydrant Adapter 


BUCKEYE IRON & BRASS WORKS 
Box 883, Dayton, Ohio 


Get your free copy of Buckeye’s new catalog prepared espe 


cially for aircraft refueling. It’s available now! 


QUALITY PRODUCTS | By compan 
FOR THE AVIATION INDUSTRY ru 


These and other Buckeye aircraft refueling valves 
are described in full in our new Aircraft Catalog 
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Purolator’s 1958 Bonanza Deal 


This handsome Troy robe, large 50” x Sells everywhere for $8.95! Made of 
60” size, and waterproof zipper carrying Orlon and Rayon. Use it a million and 
case costs dealers just $1.98 when pur- one ways. It cleans like a dream... and 
chased with the Purolator Bonanza Deal. stands up to wear. 
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tops em all for value and profit! 


Your Dealers 1958 
Purolator Bonanza 
Bonus! 


Here's the Purolator sales deal 
dealers can't afford to miss! 


THEY BUY. .. 31 Purolator refills Robe, carrying case and refills 


. . . fast movers dealers always use... all in one package 


at regular prices. 
And to help te// motorists . . . to help 


THEY GET —A4 beautiful Ties sel] motorists . . . Purolator backs you 


. ‘ ; and your dealers with the biggest adver- 
robe, with zipper carrying case for only rae 
tising campaign ever, to introduce the 


$1.98. Sold at better stores everywhere : 
Purolator Seal of Protection this Spring. 


for many times more. 


PUROLATOR PRODUCTS INC. 
Rahway, N. J.; Toronto, Ontario, Canada 


What a team to clean up with! 


<> 
me PURQLATOR 


-urolator’’ Reg. U.S. Pat. Off 


ye OIL AND AIR FILTERS 
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VEEDER-ROOT INC. 


HARTFORD 


1: Faster, Easier Resetting: New controlled reset-cycle 
guarantees uniform resetting action. What's more, reset lever and gas 


nozzle are on the same side... no need to walk around the pump. 


2: Fewer Parts: Simplified design has eliminated many moving 
parts... which means better service with less maintenance. . . a definite 
new factor in control of operating costs. 


3: More Protection tor Totalizers: Complete enclosure 
of these vital parts means better overall protection, and guarantees an 
accurate count 


4: Interlock Feature: Elements are provided in this design to 
assure interlocking. These involve no extra components, other than parts 
which pump manufacturers would have to supply in order to connect the 
computer to elements outside the pump and the pump-motor switch. 
This feature makes sure computer is reset before next sale is made. 


16% increase in size of figures ... and 
. assures easier 


5: Larger Figures: 
placement of the reading line 18° above the horizontal . . 
reading than ever before. 

6: 


forward 


Improved Lighting: Lower bank of figures projects slightly 
permits light to shine directly on figures .. . and also con- 
tributes to easier reading. 

‘built-in skills’ are proofs of 

progress in Veeder-Root's non-stop ef- 

fort to co-operate with pump manu- 

facturers in giving constantly bettered 

protection and service both to service 

stations and the motoring public. 


These new 





“THE NAME THAT COUNTS" 


CONN 
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Here’s proof 
of the solubilizing power of FOA-2 


Du Pont Fuel Oil Additive No. 2 has tong 

been known as an exceedingly effective fuel 

oil stabilizer, sludge dispersant and solubili- 

zer. These qualities have been repeatedly , 

demonstrated in field performance, and now : 1. 10:30 a.m., September 23, 1957: 

the solubilizing, power of the additive can be Le These bottles both contain 99% kerosine, 

demonstrated in the laboratory as well. 1% benzene and a small amount of sludge 
The demonstration is quite simple and can ee (15 mg/100 mi) which is soluble in the fuel 

be made with no more cquipment than a blend. To the bottle at right 0.01% of 

heat source (steam bath) and two small : Du Pont FOA-2 hos been added. This is the 

vials of fuel. The fuel is kerosine with a ‘ : proportion recommended for protecting 

small amount of benzene containing dis- fuel oils (30 Ib./1,000 bbi.) 

solved sludge. FOA-2 is added to one of the ; 

fuel samples; then the benzene is boiled off 

of both samples. The time-lapse pictures at 

the right tell the story. 





How FOA-2 solubilizes 


The photos show that at the beginning 
sludge is soluble in the fuel, becoming in 
soluble only when the aromatic solvent por 
tion (benzene) is removed. The right-hand 
bottle shows that FOA-2 keeps the sludge 
soluble, whereas it gradually precipitates in 
the bottle at left. 

FOA-2 is a long-chain polymer with a 
critical balance between polar and oil-solu- 
ble groups. The polar groups are attracted 
to non-hydrocarbon constituents or residue 
particles, and the soluble groups maintain 
good oil solubility of the combination. 

FOA-2 stabilizes fuel by preventing inter 
action of non-hydrocarbon constituents or / J = — 
residue formers in the fuel. It solubilizes 
some residues which are just slightly insolu 2. 10:42 a.m., same day: The sam- 3. 11:42 a.m., same day: Note in 
ble, and disperses other residue particles ples have been heated for 10 minutes cut 3 agglomeration of insoluble 
which are quite oil-insoluble. in boiling water to evaporate the sludge particles at left, and clarity of 

° a benzene. Sludge is already startin FOA-2 protected oil at right. 
Benefits of the additive to appear in the bottle at iett, not in ? 
These three properties of Du Pont Fuel Oil bottle at right. 
Additive No. 2 keep oils free flowing .. . 
devoid of sludge which could cause clogging od od 
of heating systems. 4 . re . 

They are responsible also for FOA-2’s so 
lution of the incompatibility problem. The 
sludge likely to precipitate when oils are 
mixed does not form if sufficient FOA-2 is 
present; 30 Ib./1,000 bbl. is usually enough 
to prevent incompatibility. 

The third important function of the addi 
tive is its cleansing of systems already fouled 
with sludge. This saves the costs of down 
time and of having systems cleaned manually. 


‘ 


=—aZe . cd 


New book about FOA-2 4.1 p.m., same day: Some sludge 5. 10:30 a.m., next day: Most of 
We recently published a com has settled to bottom. Solution at the small sludge particles in left-hand 
prehensive 28-page book right remains clear. bottle have now settled. After 24 
about FOA-2. All the basic in ; hours, FOA-2 protected oil still shows 
formation you will need is in- i 4 no sign of sludge precipitation, and 
cluded—properties, composi a S will continue clear almost indefinitely. 





tion, use concentrations, han 
dling and addition methods, 
and performance testing data 


Ask any of our representatives E.1. DU PONT DE NEMOURS @& CO. (INC.) 


for a copy, or dro s a line ‘ or : P 
” eas Petroleum Chemicals Division * Wilmington 98, Delaware 


WILLIAM T ROBINSON iS head of the group at SEE THE “DU PONT SHOW OF THE MONTH" ON CBS 


the main Du Pont Petroleum Laboratory engaged in 
technical work on gasoline and fuel oil additives 


For the past five years, 

he has been closely as Tetraethyl Lea 
sociated with the devel- 

opment and application 
of Du Pont FOA-2. In ad woeraret and other 
dition to his activities at 

the Laboratory, he has Better Things for Better Living 


worked closely with re ... through Chemistry Petroleum Additives 


finers on the effective 





use of this additive 
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More undercar clearance than 


ROTARY INTRODUCES A NEW CONCEPT IN LIFT DESIGN! 


Rotary leads again with a Roll-On Lift that will 
clear even the lowest of modern close-to-the-road cars! 

This new lift features an inside runway flange with 
a long, sleek taper which flattens out to a feather edge 
at runway ends 


The taper begins 60 inches in from each run- 
way end, instead of the usual 24 inches or 
less on other make lifts. 


A car with only 3.6 inches of road clearance can be 
driven on the new Rotary Roll-On without damage to 
muffler, gas line or other low-hanging parts 

This assures ample clearance for the new 1958 cars 
plus an extra margin of safety for still lower cars that 
are possible in the future 


No other roll-on type lift offers as much 
clearance, regardless of box height, flange 
height or ramp length. (See Data Table) 


Now you need take no chances on a lift with the 
short flange taper which has been outdated by modern 
low cars. Rotary’s 60” flange taper solves the problem 
of car clearance for all time. 

This flange concept is so new that industry standards 
haven't kept pace. In all other respects the new Rotary 
Roll-On conforms to CS 142-51, commercial standard 
approved by the Automotive Lift Institute. And the 
name Rotary, pioneer manufacturer of hydraulic auto 
lifts, is your assurance of quality and dependability. 

Specify the new Rotary Roll-On to be sure of a lift 
that can handle all present and future cars. Write for 
more information. 











any other roll-on type lift! 


Compare Rotary Roll-On clearance 
with any competitive lift 


Road clearance car must have 
to be driven on lift 
Car Brand Brand ROTARY 
Wheelbase <-_ “FS Roll-On 
fia" 4.46” 1.18” 3.60” 
ho 4.47” +.20” 362" 
118” 149” " 750 Rotary Roll-On Lift handles the 
124” 50” 25” 3.81” big cars and the small cars 


130” +52" 28” 3.91” 


HOW TO READ TABLE: As in golf, the lowest score is the 
best. A 112” wheelbase car with only 3.6” road clearance 
can be driven on a Rotary Roll-On Lift without dam 
age. This same car would strike inside flanges of Lifts 
“A” and “B’’. Note that the Rotary Roll-On is the only 


lift which can handle cars with less than 4” road clear 





ance, regardless of wheelbase 


ROLL-ON LIFT 


Product of ROTARY LIFT CO ROTARY ALSO MAKES 


dri on oO O71 ‘orporation . 
Division of Dover Corporation ie “on a 
Memphis, Tenn Chatham, Ontaru a -- . 
4y a es 


First name in oil-hydraulic auto lifts—passenger and freight elevators—industrial lifts Frame Pick-Up Lifts Free Wheel Lifts ™ Truck Lifts 





_WNew Tri-Sure Clinch-on Nozzle 


Trade Mark 


na Now PAIL FILLERS 
ie can install 
More than 1% Tri-Sure assemblies 


24 nn eh after filling 





variations Spout 
applicable ot 
to ONE chee 


Spout 


standard Assemblies 
opening viSwe 82 


Push-Pull 
Spout 
Assemblies 


Tri-Sure* Pail Closure Assemblies are now de- 
signed with nozzles having clinching rims that fit 
one standard opening — so that the filler can equip 
a pail with any one of more than 24 different 
variations of assemblies 


Pails are delivered to the filler with the opening 
formed and covered with a dust cap. After filling 
the pail, the Tri-Sure Assembly is just clinched to 


the neck of the opening. This is a simple, 


fast operation 


This new Tri-Sure Clinch-on! Nozzle gives the filler 
a simple, easy way to se/ect and install the correct 
closure for every product and pouring problem. And 
it gives the user the closure he wants! 


Let this revolutionary new Tri-Sure Clinch-on Nozzle 
solve your pail closure problem permanently — with 
an appreciable saving. Send now for folder giving 
full details on the complete line of Tri-Sure Clinch-on 
assemblies. Then specify the Tri-Sure Clinch-on 
opening to your pail supplier. Order the assembly 
best suited for your product direct from us 


‘The Tri-Sure Trademark is a mark of reliability backed by 


mer VS vears serving industry 





{Parents Pending 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20,N. Y. 
CHICAGO, ILL. - LINDEN, N. J. - NILES, OHIO 


Ps “ > Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
4 \ > © ans \ Tri-Sure S A Industria e Comércio, Sao Paulo, Brazil . 
) cA / “ihn American Flange & Manufacturing Co. Inc., Villawood, N.S. W.. Australia 
TRI-SURE THE WORLD OVER Compania Mexicana Tri-Sure § A, Naucalpan, E. de Mexico, Mexico 
\; V \ Si \ y0 } B. Van Leer N. V., Stadhouderskade 6, Amsterdam, Holland 
y 


3 L 7 Van Leer Industries, Ltd., Seymour House, 17 Waterloo Place, Pall Mall S. W. 1, London, England 


Copyright 1957, American Flange & Manufacturing Co. Inc. 
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Ahead of the News 


AROUND THE COUNTRY 





Time to Tighten the Belt—The industry must exer- 
cise a high degree of restraint over the next four 
months, or face another year of imbalance between 
supply and demand. So says Sinclair Oil Corp. presi- 
dent P. C. Spencer. He adds, “The industry must face 
the grim fact that demand for its products during the 
period of December, 1957 to April 1, 1958, probably 
will be 350,000 b/d below the similar 1956-57 period. 
That being so, refinery crude runs should be held to 
an average of 7,850,000 b/d, or 3.5% below last year’s 
level, and yields of burning oils should be maximized.” 


Interest Rates Heading Down—New York bankers 
predict interest rates to business will be cut by the end 
of this month. It will be the first such drop in nearly 
four years. The cut will be a reduction in the “prime” 
rate—the rate charged the biggest borrowers with the 
best credit ratings. It will come about for two reasons: 
(1) bank reserves are up since Federal Reserve Banks 
cut the discount rate late last year, and (2) demand 
for loans is declining. 


Asphalt Outlook: Good—tThe Asphalt Institute pre- 
dicts an upturn in sales this year and in 1959 because 
of the Federal highway program. The Institute esti- 
mated final ’57 figures would show a drop from 1956 
—the first decline in six years. Reasons for last year’s 
decline were setbacks in highway paving schedules 
and the decline in home building. 


Gulf Coast Market Outlook: Rough—Marketers on 
the Southeast and Southwest coasts can’t see much 
chance of avoiding price wars next year. They say 
suppliers—especially those without jobbers or branded 
representation—are still making deals to sell private 
branders at Oilgram Gulf Coast cargo lows or lower, 
instead of on established tank car or truck transport 
price schedules. In addition, they say, some year-long 
contracts are being written with “pump protection” 
clauses. This means that in price wars, the jobber’s 
price escalates downward with pump postings. Such 
deals encourage price cutting, marketers fear. 


Eyes on Divorcement—A majority of the new pri- 
vate brand association members are opposed to di- 
vorcement of oil marketing, president Gene Williams 
believes. However, it’s known that some members 
strongly favor the idea. Some oppose seeking legisla- 
tion because they doubt it can be achieved; others are 
afraid the legislation would hurt them too. Williams 
hopes to name a secretary for the group early this 
year. (It’s now being called “Ibegumma,” for IBGMA 
—Independent Brand Gasoline Marketers of America.) 
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Good Times for LPG—The 1958 outlook for LP-gas 
is for an even better year than 1957, says Phillips 
Petroleum Co.’s annual report. Some ’57 highlights: 

e Industry sales at 6.9-billion gal., up 4.1%. 

e@ Domestic and motor fuel use up 4.5%. One big 
factor: house heating. 

e@ Motor fuel use alone up 7.9%. LPG tractor pro- 
duction up 27%, gasoline tractors down 7%. 

@ Petrochemical use up 6% synthetic rubber, 2%. 

e@ Output capacity up 1.2-million gal. per day; 32 
new plants on stream. 

e@ Underground storage capacity: 1.4-billion gal. 


Sun Sets Target Date—Sun Oil Co. expects to have 
five-grade blending pumps in all its 8,500 stations by 
the end of June. Some conversion has already been 
done; bulk of the work will start simultaneously in Sun’s 
eight regions on Jan. 27, with the new system progress- 
ing from district to district. First conversions will be 
made outside Sun’s big market cities like New York 
and Philadelphia. 


Antifreeze: Full Steam Ahead—Chances are there’ll 
be more push behind winter radiator guarantee pro- 
grams in the year ahead. Several majors are sure it’s the 
best answer to this winter’s widespread price cutting 
on antifreeze. They'll tell dealers the best profit comes 
from “related services” rather than antifreeze alone. 
Most feel it’s futile to meet cash-and-carry prices, 
though some would like to. 


New All-Purpose Meter—Several majors are trying 
out a new type of meter said to be applicable to all 
oil marketing needs. Recently introduced, the meter 
uses a so-called floating rotor with a built-in magnet 
that has no mechanical connection to the meter regis- 
ter. Electrical impulses from the revolving magnet 
measure the flow volume. 


C-Stations Still Going—Don’t look for any halt in 
the use of commission stations by majors because of 
the Federal Trade Commission’s complaint against Sun 
Oil Co. Most majors who have C-stations expect the 
case to be in the courts for some time. They plan to 
keep their C-stations in operation meanwhile, because 
they believe they are legal. The complaint could deter 
some marketers who were considering C-stations. 


New Dealer Group Moving—Oflicials of the Amer- 
ican Assn. of Gasoline Dealers hope to incorporate 
early this year. Bylaws are now being studied. The new 
group will be limited to direct dealer membership, 
rather than through regional association (like NCPR), 
its organizers report. (NPN—Dec., p86) 


More Ahead of the News & 
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Ahead of the News 





LPG Through Little Inch?—Texas Eastern Transmis- 
sion Corp. is reportedly considering making its Little 
Inch pipe line an LP-gas as well as a products carrier. 
This could mean a lot more competition for fuel sellers 
at the line’s terminal points, since Texas Eastern would 
be able to lay in LPG at costs well under the going 
tank car rates. 


Jobber Diversification—Construction and commer- 
cial account business is handled by a surprisingly large 
number of jobbers, a new NPN survey discloses. Of 
the jobbers polled, 64.6% sell to commercial accounts 
and 64% to construction accounts. As expected, serv- 
ice station business is first, 87.7% of the jobbers 
selling to this class. Residential business is second, 
82.8%; farm accounts, third, 75.4%. After commercial 
and contruction business, industrial accounts are sold 
by 63.4% and marine accounts by 23.5%. 


OHMR Wants to Grow—Oil Heating Market Re- 
ports is trying to interest backers in contributing to 
a $50,000-a-year kitty for a national oil-heat public 
relations campaign. Many majors support OHMR as 
a means of helping distributors’ promotional efforts. 
But heating oil has no national promotional or public 
relations programs, which many distributors con- 
sider a handicap in the battle with competitive fuels. 


Site’s Slowing Down—Site Oil Co. will build only 
12-15 new stations this year, a sharp cutback from 
its usual station-building plans. (NPN-——April °57, 
p100). But it’s only a temporary move. The company 
is now concentrating on training new men for future 
expansion. Site feels its normal rate of expansion would 
be about 40 stations a year. Site’s move into the credit 
card field has brought the company about 5,000 card 
holders (about 3% of its business). But the company 
isn’t pushing the idea: “If they don’t ask for credit 
cards, we’re happy to sell for cash,” says policymaker 
Alvin Siteman. 


Group Action in California—Two highly controversial 
proposals will determine the course of action of the 
newly formed California Federation of Service Stations: 

e A suggestion that oil companies be requested to 
set an 8¢ minimum retail margin. 

e A suggestion that the state enact legislation to 
place the oil industry under public utility controls. 
This “marketing stability” law, backers say, would 
eliminate trading stamps and giveaways, eliminate price 
discrimination and set retail prices. 

The federation will probably vote on the proposals 
this month, after member associations discuss them. 
The new group, formed Nov. 10, is the latest attempt 
to weld California’s dealer associations into a single 
group. It doesn’t plan to affiliate with National Congress 
of Petroleum Reiailers, but will leave it to member 
associations to join on an individual basis. 


68 


Tidewater Seeks Uniformity—Tidewater dealers in 
all marketing areas will adopt the same white station 
uniform, starting next month. White togs have been 
standard on the West Coast for a number of years. 
The latest model will be made of acrilan, a stain- 
resistant synthetic fiber, and will be cheaper than 
previous models. For cold climates, a spruce-green 
“Ike” jacket is optional. Tidewater says the move is 
part of its effort to establish a single brand identity from 
coast to coast. 
e 

No Hitch in Ingram Planning—lIngram Products 
Co.’s 18,000-b/d refinery will be down for about three 
months after a bad fire early in December. Damage 
may run into “millions of dollars,” but the company 
says its plans to build a marketing brand won’t be 
affected. (For more about Ingram’s expansion, see 
next month’s NPN.) 


IN WASHINGTON 


MPSA Requirements Shifting—The military’s world- 
wide oil needs will increase 10% from 1956 to 1962, 
says Adm. O. P. Lattu, chief of the military Petroleum 
Supply Agency. Demand for jet fuel will jump 52%; 
the need for JP-5 will multiply 13 times. But over the 
same period, military demand for motor fuels and distil- 
lates—the market in which jobbers participate—will 
gradually decline, Adm. Lattu says. 





IN DETROIT 





Sealed Bearings Doubtful?—Don’t look for wide 
use of sealed bearings and pushbutton lubrication on 
cars in the near future. That’s the report from two 
manufacturers of lubrication equipment. They cite 
two reasons: (1) Car makers say there isn’t enough 
sales appeal to justify the cost; and (2) car dealers 
don’t like the idea—they need the lube business too. 
However, sealed lubrication for farm and industrial use 
is growing. 


IN THE LABS 





Paper Cartons for Oil?—A Midwest oil compounder 
is investigating paper milk cartons as a possible lube 
oil package. The cartons are lined with polyethylene, 
so there’s no danger of oil dissolving the wax coating 
of standard cartons, the manufacturer claims. 
* 

Wanted: Simple Oil Test—A Midwest jobber is seek- 
ing a quick, easy oil analysis for use at his service 
stations. The jobber is willing to pay for the develop- 
ment of a test that will instantly indicate the acidity of 
(and thereby the usefulness) crankcase oil. Such a test, 
he feels, would be a merchandising advantage for any 
service station, provided it could be administered by 
an attendant. 
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MONTHLY PETROLEUM STATISTICS 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


Refinery Output 
Gasoline (thous. bbl. daily) .. 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) .. 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


*Through Dec. 6. 


Source of Data: API Weekly Reports, except 1956, Bureau of Mines. 


MONTHLY MARKET TRENDS 


Exports of crude and refined products (thous. bbl.) ... 
Average station gasoline price, ex tax (¢ per gal.) .... 
Gasoline consumption (million gal.) 

Service station permits (number) 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) . 

Oil burner shipments (thous.) . vey ; 
Service station sales (all commodities) $-million 
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Dec. 1957* 


188,087 
163,145 
31,283 
58,839 
279,751 


7,807 
986 
86.0 


3,953 

350 
1,842 
1,085 


6,850 
1,081 


Latest Month 


10,028 (Sept.) 
21.89 (Dec.) 
5,379 (Aug.) 

868 (Sept.) 
283 (Oct.) 
74 (Oct.) 
5,902 (Sept.) 
2,692 (Sept.) 
72.6 (Sept.) 
1,248 (Nov.) 


NPN PRICE AVERAGES* 


Refinery /Terminal 
(¢ per gal.) 


Dec. Nov. 
1957** 1957 
Gasoline 
(regular) 
Kerosine 
Distillate 
Residual 
4 principal 
products 9.82 
Lube oil 24.17 
Crude at well 
($ per bbl.) 3.18 


12.19 
11.17 
9.72 
5.68 


12.26 
11.17 
9.72 
5.68 


9.85 
24.17 


3.18 


Dec. 
1956 


11.98 
11.22 
9.69 
6.00 


9.80 
22.86 


2.88 


*Weighted average price, princi- 


pal markets. 
**Through Dec. 13, 


Nov. 1957 


185,615 
166,959 
32,464 
58,812 
279,725 


7,710 
1,012 
85.12 


3,827 

298 
1,740 
1,044 


6,819 
882 


Previous Month 


12,533 
22.04 
5,389 

856 
315 
51 
6,488 
2,856 
65.6 
1,187 


Dec. 1956 


187,271 
133,981 
31,420 
44,491 
266,014 


8,141 
884 
91.6 


3,986 

379 
1,981 
1,288 


7,377 
873 





Supply and Demand 


What Makes a Rocket Run? 


Oil research is hunting for the 
fuel that will do the job best 


Earth satellites and rocket-propelled missiles need 
fuels of far higher energy content than those used 
by present aircraft. This is spurring petroleum re- 
search along two lines: 

e@ Use of conventional products—such as kero- 
sine and jet fuels—along with other chemical ele- 
ments or compounds to boost the energy value of 
the combined fuel. 


e@ Application of some of the many chemicals 
now made from petroleum and natural gas in the 
manufacture of more powerful liquid and even 
solid rocket propellants. Among these basic petro- 
chemical raw materials are ammonia, aniline, alco- 
hols, hydrazine, ethylene oxide and acetylene. This 
class of rocket fuels is called “exotic,” a name that 
seems appropriate enough. 

The present research in rocket propellants may 
lead to discoveries of more powerful components 
and additives for petroleum fuels in use today. In 
the past this has sometimes followed in the wake of 
intensive research for purely military purposes. 

Some authorities believe the petroleum fuels will 
continue to power modern air weapons, including 
rocket-propelled missiles. They say use of new 
oxidizing agents—which will supply supplementary 
oxygen for burning at high altitudes—combined 
with saturated-type hydrocarbons will make it prac- 
tical to use petroleum fuels. Strong economic ad- 
vantages favor oil and natural gas as raw materials, 
since they’re widely available and their products 
are relatively low in cost. 

Among the oil companies working in the field of 
exotic fuels, two have publicly announced their 
activities. Phillips Petroleum Co.’s rocket division, 
at McGregor, Tex., is making a solid-type rocket 
propellant. The major ingredients are ammonium 
nitrate, synthetic rubber and carbon black, all 
available from petroleum and gas. Callery Chem- 
ical Co.—owned jointly by the Mines Safety Ap- 
pliance Co. and Gulf Oil Corp.—is building a plant 
at Muskogee, Okla., to supply materials for the 
new boron-type fuels that Olin Mathieson Chem- 
ical Co. is manufacturing. 

With rocket propellants, air cannot be used to 
supply oxygen—as in air-breathing engines used in 
present aircraft. The fuel sought is a fuel-oxidizer 
combination. One of its components is a high- 
energy fuel and the other a substitute or supple- 
ment for oxygen. Among the latter type under 
study are nitric acid, hydrogen peroxide, ozone 
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and fluorine. One of the fuels being used today in 
the early state of rocket propulsion is a combina- 
tion of nitric acid and kerosine. Aniline, a petro- 
leum-derived chemical, is also being used with 
nitric acid. 

It is possible to combine these two components 
only at the instant of explosion in the rocket motor. 
This requires separate storage tanks and feedlines, 
which add to the weight of the rocket and take 
valuable space. Present research is directed at com- 
bining two high-energy components in one liquid— 
or preferably solid—fuel that is sufficiently stable 
to handle and store. 


Of the non-petroleum materials being studied 
as high-energy components much attention is being 
given to boron—a non-metallic element that is 
stable but presents difficulties in burning in a motor 
because of its abrasive qualities. Boron is now 
being used experimentally with kerosine in a liquid 
slurry, believed to have a performance value about 
three times that of kerosine alone. There is also 
interest in the boron hydrides as a carrier for hy- 
drogen. Boron has a heat content on a weight basis 
of 25,000 Btu per pound, while kerosine has a 
18,490 Btu content and gasoline 18,800 Btus. 


For some years, a number of oil companies have 
carried on studies of boron compounds of entirely 
different types than these considered as rocket fuel 
components. Standard Oil Co. of Ohio and Kendall 
Refining Co. have patents covering their use as 
quality-improving additives in motor gasoline and 
diesel fuels. 

The relative merits of the new potential rocket 
fuel components are rated by a performance index 
for which kerosine is the yardstick (see chart). 
The index or rating is the ratio which relates the 
available energy of a fuel per pound to the avail- 
able energy per gallon, and expresses it in terms 
of the performance of kerosine. « 
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Use this faster way 


to make safe deliveries 
to underground tanks 


EWER-TITE 


"99" Coupler 
with Sight Gauge 


ou can get faster, safer tight-fill deliveries to 
underground storage tanks by using the Ever- 
Tite No. 99 Coupler with full 3” 1.D.—a coupler 
that is so adaptable that it meets every tight-fill 
delivery requirement, and can be used with a 
manhole as small as 614” in diameter. 
An outstanding safety feature is the specially 
designed sight gauge which shows from ever) 
angle that delivery has been completed —a valu 
’ ' f, able safeguard against loss of product. Coupler 
97 Locking Cap "is made with male or female threads or adapter 


Can Be gulleced for standard Ever-Tite Coupler as shown. 


Easy To Use 

This 3” Ever-Tite “99” Coupler is used with 
“iii ? any of the Ever-Tite “97” Adapters pictured 
= ) below, which also are full 3” I.D. in 3” and 
ee = larger sizes. Until No. 97 Adapters have been 
97 Adapter installed on fill pipes, loose fill down spouts 
with brass tubes, pictured below, are available 

No. 97 for use with the same 3” No. 99 Coupler. 


L} 








wun 
ZT) Wp, 


To operate, just push the coupler onto the 
adapter and press down the push rod which 
locks the coupler tightly to the fill. After deliv 
ery, just raise the push rod, remove the coupler, 
and replace the water-tight cap. The push rod 
can also be used as a carrying handle. The same 
operation applies to down spout units. 


Reduces Operating Costs 
The Ever-Tite No. 99 Coupler is made of high 
tensile aluminum, with bronze push rod and 
cams. Extremely light, yet rugged and sturdy 
your assurance of long, trouble-free service 
Ask your distributor now, or write for full 
information. 


Ever-Tite The Ever-Tite Trademark 1s a hallmark of dependability in fitting 
Fill Cap for the petroleum industry— proved by 20 years of pre-eminence 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19, N. Y. 


~ 


3“ 3” 
; Ey ae == | 


3” 1P.¥. 24" 1.P.1. 2" 19.1. 


97 Adapters for Ever-Tite 99’ Coupler 
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You Can Make MORE PROFIT 
if you are completely equipped for... 


DRUM MACHINING 
BRAKE RELINING 
ADJUSTMENTS 
HYDRAULIC SERVICE 


Edgar Stolte 
fr @ Edgar Shell 
’ St. Lovis says: 


k v1 a 


———— 
” 





Ken Welsh 
Ken Welsh Shell 
St. Louis says: 





f 8 
m turn an average © 
a er week, a 
by other 
drums sent to us 
stations. We like to do brake 


work and we find it very | A we ee THE BRAKE WORK 

profitable. Our eqvipmen 7 Ay YOU SEND OUT... 

paid for itself in less | MAKES NO PROFIT 
all ) ge) | FOR YOU! 








am B-7A 
(@ BRAKE-MOBILE 





urn drums 

it’s automa : 
ustomers while 

Marv Crowell and we ¢ 4 a pte like to leave 

Marv’s She! this work is being Con nience —many © 

St. Louis says: . a the evening 

in use”. 


“We find it easy tot 
m Dokter — 


when cars are not 





The BRAKE-MOBILE Solves Your Space Problem — 
Work indoors . . . outdoors . . . anywhere! 


Schedule Work by Appointment to Fill in Slow Days 
A Complete Portable Brake-Mobile for less than $1000.00 
Your Silent Salesman when not in use 
Write Direct for Demonstration or Complete Details 


*From survey of @ leading Automotive Publication 
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Here are just a few of the sharp money-making 
ideas for management men in this issue of NPN: 


Want to spruce up service at your outlets? Built-in vacuum 
cleaners right at the pump island are handy and can win 
new friends for you and your dealers 


You may be missing a good bet for new fuel oil business: pot 
burners. There are plenty around, and you can make them 
pay if you follow these suggestions 


Are your facilities all in one place — or strung out over your 
market area? Jobber Ken Gifford is making more money 
today because he centralized 


Looking for a good giveaway item? Try steak knives. They’re 
working wonders for a couple of western marketers. Maybe 
they’d do a job for you, too 


If your dealers aren't doing the TBA selling job you'd like 
them to, chances are they can use more help from you. Here 
are some tips that may fill the bill 


You'll find good ideas you can use in NPN 
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SINCLAIR SUPPLIES 45% 


OF THE AIRCRAFT OIL 
used by scheduled airlines in the U.S. 


AAR LAAT PD EE 


Good reason for you to switch 
Dino, the indir Dirosour, evs: st Q@ SINCLAIR DEALERSHIP 


Sinclair leads 


the industry You may never see an airliner taxi up to a Sinclair Dealer Station. But we've 

pictured this to tell you that Sinclair supplies 45% of the aircraft oil used by 

scheduled airlines in the U.S. Such preference is due to Sinclair dependability 

assisiance.”' and quality. Both are reasons why a million new customers have switched to 
Sinclair gasolines, motor oils and greases for their cars. 


in dealer 


\ - 25,000 Sinclair Dealers in 36 states now serve American motorists. But more 
o4 


XQ are needed to satisfy the soaring demand for Sinclair Products. If you'd like to 
become a Sinclair Dealer, backed by Sinclair’s strong advertising, merchandising 
and prestige, it will pay you to contact us now. Phone your local Sinclair Repre- 
sentative, or write or wire: Sinclair Refining Company, 600 Fifth Avenue, 
New York 20, N. Y. Ask, too, about the Sinclair TBA franchise, featuring 
Goodyear, the greatest name in rubber. 
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January, 


You May Be Responsible 





CRITICISM of the last API marketing divi- 
sion convention boils down to three points: 
@ Spotty participation in subcommittee 
meetings. In one case, only two committee 
members attended, later supplemented by some 
observers who entered into the discussion. 

e@ Limited discussion in several regular 
committee meetings. [his created an at- 
mosphere of ostensible harmony which belied 
the problems of many marketers, particularly 
the jobbers and dealers. 

e@ An overloaded business program for 
the general committee meeting. [his may 
be inevitable when all or most of the 
mittees give reports. It deadened the 
sion, which—except for some lengthy disserta 
tions—lacked even the stimulating 
discussions. 


16 com 
long ses 
relief of 
The criticism, drawn from the comments of 
a cross-section of marketers who attended the 
API marketing division meeting in Chicago 
last November, is no reflection on the men 
who planned the convention. Dwight T. Col 


Statesmanship at 


ley, vice president of the Marketing Division 
and Adam Rumoshosky, 
preparations 


directer, sweat Ovel 


The condition has three causes: 

e General interest in the November 
meeting may be slackening because of the 
de emphasis on the November atlair in tavor 
of the mid-year meeting 


@ Because of inexperience, some chair- 
men are inept at conducting meetings. 
Consequently, discussion may be aimless and 
the results inconclusive 

@ Most important, many marketers fail 
to recognize that it is their responsibility 
to participate fully if the marketing divi 
sion conventions are going to be worthwhik 
November 


Phat is not enough, 


On the whole, the convention 


was well-received though 


The marketing division has become 


a national 
forum for all marketing se To serve 
these segments to best advantage, it is 
essential that the mid-year meetings be 


consistently productive and stimulating. 


Work 


ment 





N” LONG AGO, an industry leader stuck 
his neck out. Dwight T. Colley, Atlantic 
Refining’s marketing vice president, 
other industry 
responsibility. His 
dealer-distributor earnings because, he says 
“our gasoline marketing structure is faced with 
disintegration.” 


called on 
greater retail 


stabilize 


leaders to show 


Objective is to 


Col. Colley doesn’t pretend to have the an 
swer. He thinks marketers might consider using 
the commission system price war areas, as 
Atlantic and some others are doing. But he is 
aware of drawbacks arising from the C-plan. 

Col. Colley’s statement was impressive for 
its boldness. Equally impressive has been the 
negligible reaction—only a_ sprinkling — of 
thoughtful opinions from other marketing ex 
ecutives. One reason ts the fear in 
many executives and their 
prehensive lest any unusual act cause the goy 
ernment to frown or investigate 


Whether Col 


which so 


advisers dwell, ap 


Colley’s plea is heeded or 
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ignored, the sincere eflort 1 


is a rare example of indu 


about which so much ts spoken 
demonstrated. Yet it 1 

which can be practiced only 
that will 


and create an 


indust 


relieve problems, in contidens 


atmosphere for intra-industry 


harmony 


Happy 1958 
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1958 NATIONAL 


It Looks Better for Marketing 
Than It Does for Many Fields 


But that won't make it easier for you. Rougher competition and 


uncertainty about market conditions are key words for oil 


THE NATION’S BUSINESS generally should be 
about the same, maybe a little better, this year 
than last—despite all the pessimistic talk you may 
be hearing. That’s chiefly because consumers willl 
earn more money through higher wages, and they’re 
expected to spend it. Consumer spending accounts 
for two-thirds of the national economy. McGraw- 
Hill department of economics predicts wage rates 
generally will go up about 4% this year—a little 
lower than the last few years. 

There's one big exception: Capital goods indus- 
tries, like heavy machinery, will be down. 

No one knows for sure how long the decline 
in business, which started late in 1957, will con- 
tinue. But most economists predict a slight upturn 
sometime during the year. 

Most marketers, however, are worried about mar- 
keting conditions, for three big reasons: 

@ Expectations of continued oversupply 

e “Slowing growth” of gasoline consumption 

@ More rugged competition 

This adds up to a continuation of “price” mar- 
keting for you to cope with, and a continued 
squeeze on profits for many marketers. Many 
who view 1957 as a period of “deteriorating con- 
ditions” look forward to more of the same. 

One result will be further pleas by jobbers, 
dealers, some private branders and some majors 
for “a way out of the mess we're in.” 


Here’s the Brighter Side 


Oil marketing’s outlook is actually somewhat 
brighter than for many fields. This year, as in the 
past, consumer spending for gasoline and oil will 
rise faster than total disposable income, the amount 
left after taxes (see graph at right). McGraw-Hill 
predicts spending for gasoline and oil will go up 
by 5% this year—2% more than the expected 
rise in disposable income. 

Forecasts of domestic petroleum demand aren’t 
as high as marketers would like. But they’re up 
just the same. Prospects are for another year of 
slower growth than marketers are used to. 


Major-company forecasters are predicting a hike 
in domestic demand ranging from 2.1% to an 
optimistic 4%. Most of them range between 2% 
and 3%. Compare that with an annual growth rate 
of 6% from World War II through 1955, and 
3.5% in 1956 over 1955. The °57 increase will 
probably be about 2%, or less. 

Exports are expected to drop drastically from 
1957 highs, which were swollen by the Suez crisis. 
Esso, Socony, and others say this means a slight 
drop in total demand—about 0.4%. 

It'll be easier to borrow money next year. That 
should be good news for jobbers. But many econo- 
mists say there may be a drop in demand for 
credit by business and consumers. 

There are a number of other plus factors to 
keep in mind as you make your own 1958 plans: 

Construction of new homes (public and private) 
is expected to increase about 7% this year, says 
the McGraw-Hill economics department. Easier 
credit will supply a much-needed tonic. Latest re- 
ports indicate new housing may have just topped 
the one-million mark last year. 

Highway construction will increase. The U. S. 
government predicts a 14% hike in spending, from 
$4.8-billion estimated for 1957 to $5.5-billion this 
year. 

Government spending—local state and federal 
—will go up about 2% ($2-billion), McGraw-Hill 
predicts. Some economists predict more. Federal 
outlays will probably continue to decline for several 
months, because of the recent drop in defense 
spending. But this is expected to be reversed dur- 
ing the year because of the sputniks. 

Gross national product will probably increase 
about 2% this year. (GNP expresses the total value 
of all goods and services produced by the U.S. 
economy.) McGraw-Hill estimates a rise from 


FYI Sources for NPN’s business outlook include the 
McGraw-Hill department of economics, major-com- 
pany economists, regional Federal Reserve Board 
economists, and independent oil marketing companies. 
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BUSINESS OUTLOOK 


$434-billion to $442-billion. It’s difficult to say 
how much of this will reflect real growth, or just 
rising prices. 


In the Middle 

Passenger car sales are tough to figure. Higher 
car prices aren’t helping. Year-end forecasts in- 
dicate sales will be lower than last year’s estimated 
6.2-million, but over 6-million. Sales have been 
slumping, but some auto men say they'll pick up 
this month because of heavier dealer discounting. 
Truck production should be about the same as 
last year—estimated at 1.1-million. 

Regional reports on farm business are somewhat 
encouraging, except in the Southeast. The Agri- 
culture Dept. says total farm income will level off 
this year after a two-year rise. But it also predicts 
higher per-capita income because of dwindling 
farm population and a trend toward larger farms. 


On the Debit Side 

The expected drop in capital spending, estimated 
at 7% for the economy over-all, is the big reason 
why you’re hearing a lot of pessimistic talk about 
business conditions. Capital spending has been 
booming for the last two years. However, the oil 
industry, and marketing, will increase capital spend- 
ing by about 1% (NPN—Dec., pl15). That's 
not a big hike, but it’s another indicator that oil 
and oil marketing are staying ahead of the pack. 

Industrial production is likely to dip between 
2% and 3% next year, chiefly as a result of less 
demand for capital goods. The steel industry has 
been operating at about 75% of capacity—about 
20% below its desired level. 

Total employment will also drop—about 1%, 
from 65-million to 64.5-million. Most of that 
will come from the decline in heavy manufacturing. 
However, employment in retail trades, services and 
manufacturing is expected to hold firm. 


Three Reasons for O 


AMERICAN BUSINESS is in for a period of read- 
justment-——not depression or anything else to fear. 
That’s what Marcus Nadler, professor of finance at 
New York University, told the API’s Division of 
Finance and Accounting in November. Here are his 
reasons for believing the American economy is strong 
despite wage discrepancies, excess productive capac 
ity and large private indebtedness: 

e The people have economic security. Disposable 
personal income is large; the volume of liquid savings 
is high; there are wide social security and supple 
mental unemployment benefits 
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Disposable Income 
Billions of Dollars 





Gasoline and Oil 


Disposable Income 











1950 











Wanted: Salesmanship 


All things considered, 1958 won't show the kind 
of increase that businessmen have grown accus- 
tomed to and would like again. But even a slight 
increase over-all will make 1958 the biggest ever 
in dollar volume for oil marketing and business 
generally—except for capital goods. 

For oil marketing, the outlook depends chiefly 
on what consumers do with their added income. 
The evidence suggests they'll spend it. Take 1954 

-a slow year—for example. Consumer spending 
then went up 2.5% over 1953 

One economist says, “There’s a lot of pessimism 
now. But when it’s all over, things will turn out a 
lot better than most people expected.” 

But it’s obvious that this won't be the year to 
relax. Most oil marketers agree: 1958 will bring 
even more competition, tougher business decisions, 
the need for greater efficiency and salesmanship 


ptimism About 1958 


e The population continues to increase. That 
means more customers are born each year—and the 
need for schools, hospitals, playgrounds and highways 
keeps going up. In turn, that means more spending 


on public works as soon as it’s feasible 

e Research goes on. Billions of dollars go into re 
search that creates new products, new needs and 
new methods of doing business 

All that is good evidence, Nadler says, that “we 
are not dealing here with a sick economy. We are 
dealing with a baby that went to a party and over-ate 


t litthee and needs a dose of castor oil 





1958 REGIONAL 


PESSIMISTIC TALK about business conditions 
makes it more important than usual this year for 
marketers to know what conditions are in their own 
particular regions. 

You'll find on the following pages a series of 
forecasts covering the prospects for the main regions 
of the nation. They may not tell you what’s going to 
happen in your own back yard. But they'll help 
analyze the areas that affect you most 


1958: The Southwest 
Demand Keeps on Rising, 
But Competition Stiffens 


OPTIMISM PREVAILS in Southwest oil market- 
ing, but it’s not the blue-sky kind. Unlike some 
of this region’s other industries, oil marketing looks 
forward to general growth in demand. Most mar- 
keters, however, agree they'll have to “fight like 
the devil” to hold on to their present share of the 
market, and fight even harder if they want to ex- 
pand it. Competition, already severe in 1957, will 
be even tougher in 1958. 

Area demand should rise 34-3.50, says one 
Southwest major, against a national increase of 
about 3.4%. By products, the company expects a 
5.6% increase in distillates (because of colder 
winter weather); a 2.5% increase in gasoline (“one 
of the first products to feel spending cutbacks”); 
and a 2% decrease in residuals (still feeling the 
effects of natural gas in industry). 

There will be continued pressure on prices unless 
the current oversupply is worked off, says this 
major. That would result in even stiffer competi- 
tion. The company says the problem can be allevi- 
ated by reduced refinery runs, continued cutbacks 
in state crude allowables, and imports control 
factors that are all at work now. “But if distillate 
demand improves a lot,” warns this major, ‘and 
the industry is tempted to up runs, allowables and 
maybe imports, the gasoline supply picture next 
spring could be really something.” 

Jobbers in this area expect good business, if they 
really go after it. But they don’t think profits will 
rise as much as volume, and they're nervous about 
prices—like marketers elsewhere. 

Outside oil marketing, over-all manufacturing 
production is expected to be down in the South- 
west this year. However, transportation equipment, 
food processing and chemicals are likely to make 


gains. Petroleum exploration and machinery give 
less ground for optimism, but one economist sees 
“a fairly good level of drilling’ because more 
money will be available. 

Flow of new orders is down, and probably will 
be for the first half year. Non-durable goods 
especially apparel—should do well, but durables 
are a big question. They’re expected to decline 
through June, remain almost stable until October, 
and pick up in the last quarter. 

Farm income should rise, with better rainfall. 
Farming has been on the wane in importance be- 
cause of the prolonged drought. 

Home-building will be up, thanks to population 
growth and easier money. But non-residential build- 
ing will probably decline. 

Unemployment in manufacturing may be a prob- 
lem: One economist says close to 5% of the total 
work force will be jobless. This will probably be 
concentrated in machinery manufacturing, reflect- 
ing recent slowdowns in oil exploration. 

Consumer income will probably be down and 
spending may even decline, but not more than 1%. 

Though money will be easier, there may be less 
demand for it because of retrenchment. If the stock 
market stays about the same, there should be more 
equity financing than debt financing this year. 


1958: The Midwest 


It Will Take Hard Work 
To Spike the Downturn 


“THIS CAN BE A GOOD YEAR, but it will take 
a lot of doing,” says a Midwest major executive. 
In a region where non-oil businessmen are set for 
more of the late-’-57 down turn, that seems to be 
a typical attitude among oil marketers. 

Area demand should be up about 3.8, in pace 
with the nation, says one oil economist. He thinks 
his own company will do somewhat better, and 
expects it to gain 4% in gasoline, 3.2% in heating 
oils, and hold about even in residual. 

A big independent dissents. He thinks marketers 
generally will have a tough time holding volume, 
because passenger car consumption will be down. 
“This degree of recession affects everyone’s pocket- 
book,” he says, “and they cut out extra driving 
first.” For example, he says, a number of plants in 
Louisville have been shut down—and his station 
sales there are down, too. 
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BUSINESS OUTLOOK 


Like many medium-sized cities in the Midwest, 
Louisville has been expanding more rapidly than 
the national average. Small declines hit these cities 
harder because they’re unfamiliar. 

From Ohio to Wyoming, oil men expect rougher 
competition because of a slower rate of growth in 
the market. Many are calling for “statesmanship” 
to cushion the impact of heavy competition. Says 
a private brander, “Our profits in 1958 will depend 
on whether the statesman or the pirate is the dom- 
inant figure.” 

In other industries, there’s a tendency toward 
“optimistic pessimism.” From Cleveland to Chi- 
cago, where heavy manufacturing dominates, most 
indicators point downward. Steel, heavy machinery, 
machine tools, automobiles and the like play the big 
roles in determining the future. Cars offer the best 
hope, but auto men expect sales to fall under 
last year’s estimated 6.3-million. New orders have 
been declining in capital goods (like heavy ma- 
chinery) and nobody expects a rise before mid- 
year—if then. 

In employment, specific rough spots will be 
noticeable as particular industries feel the effects of 
the downturn. Hardest hit have been cities like 
Flint, Mich., and Evansville, Ind., where automo- 
bile plants have shut down or cut back; Cleveland, 
where fabricated metal, steel, and aircraft are 
down; St. Louis, where reliance on durable goods 
and military production breeds employment insta- 
bility; and cities like Milwaukee, Rockford, Peoria, 
Decatur and Joliet, Il. 

But one economist notes that skilled workers 
generally get other jobs when they're laid off, and 
says no general surplus of labor is likely. Increases 
in manufacturing employment may offset some 
manufacturing losses. 

Farm business looks better than industrial. In 
the northern plains states, 1957 was such a good 
year that it may be hard to beat. Still, farm income 
is expected to be up, though other consumer in- 
come may be down. But will the farmers spend it? 

Experts in Kansas City think they will. Greater 
cash crops last year and soil bank acreage going 
into production should raise farm income, regard- 
less of the effect on prices, says one expert. That 
will boost retail and wholesale trade, he says 

Another fears there may be too much meat be- 
cause of lower grain and feed prices, however 

The outlook in the region around St. Louis is 
less rosy. Predictions range from a virtually un- 
noticeable turndown to a drop of 5% to 8%, at 
least in the first quarter. This is expected to hit 
industrial production, employment and income. 

Easier money should help the whole Midwest. 
It's expected to bolster housing starts, which have 
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been off. It will help small businessman, too 
especially those doing business with smaller rural 
banks. Those banks are reported in good positions, 
and general bank liquidity is high. 


1958: The Northeast 


Cautious Optimism, With 
Price War Complications 


SMALL BUSINESS INCREASES and much 
tougher competition are ahead for northeastern oil 
marketers in 1958, especially in New England. 

Area demand may lag a bit behind national de- 
mand, many marketers believe. Even if demand is 
up, profits may not be: the competitive outlook 
probably means more price wars in an area already 
riddled with them. 

One marketer ascribes the price wars to “hy- 
draulic pressure rupturing moral principles.” It's 
not only oversupply. Last year some companies in 
creased their business at the expense of others 
Marketers say reactions will be felt all year. 

Easier money may not mean much to distrib- 
utors, one jobber says. He thinks it will be a while 
before people—including dealers—are again able 
to pay their bills promptly and fully; it’s a hang- 
over from the tight money situation of 1957. That's 
why he’s planning no expansion this year 

In general, “Business performance is better than 
business psychology,” says an economist. He em- 
phasizes, however, that what people think or imag 
ine can definitely effect the economy. 

Manufacturers may spend a little more, propor- 
tionally, than those in the country as a whole. Cap 
ital spending plans for 1958 trail 1957 spending by 
5% in Wilmington, 10% in Trenton, 13% in Phila 
delphia and 39% in the Lehigh Valley. All but the 
last are smaller drops than the estimated 16 lag 
for all U.S. manufacturing 

Massachusetts may be hit somewhat harder. A 
similar survey shows Bay State capital spending 
lagged behind the nation during the recent boom 
That may mean more of a decrease there now, at 
least there are more manufacturers in Massachusetts 
planning to cut back spending in 1958 than there 
are planning to increase it. 

Industrial production shows a few more nega- 
tive indications than positive ones, at least for the 
early part of the year. The trend was downward in 
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the mid-Atlantic area in 1957. New York’s textile 
and garment industries are still not buoyant. Pri- 
mary metals may continue to decline in New Eng- 
land. But many durable goods are doing well there, 
and non-electrical machinery and machine tools 
may be the first of the slipping ones to surge back. 

Housing and construction seem to provide less 
encouragement in the Northeast than elsewhere. 
Potal housing starts in the Second and Third Fed- 
eral Reserve Districts (New York, New Jersey, 
eastern Pennsylvania and Delaware) were probably 
fewer in 1957 than in 1956, so increases this year 
can mean less. Non-residential construction is toning 
down rapidly, though the office-building spree has 
not yet ended. 

The employment outlook may be one reason for 
the cautious optimism found in this area. Manu- 
facturing employment will probably stay down for 
a while, but non-manufacturing looks hopeful. Un- 
employment is rising, but area economists aren’t 
overly concerned about the general picture. 

Unemployment will continue to hurt in areas like 
Long Island. Jobs on terms they'll accept are hard 
to find for victims of defense cutbacks in the air- 
craft industry. But in a similar situation in Buffalo, 
more workers have been rehired by other industries. 

Consumer spending should keep rising with con- 
sumer income, in step with the national trend. But 
economists are keeping a cautious eye on fears of 
unemployment or a stock market decline, which 
might inhibit spending, whatever happens to in- 
come. 


1958: The West 


| Solid Prospects for Oil, 
A Slower Year for Others” 


CONTINUED GROWTH. is the oil marketer’s 
watchword here; other West Coast industries issue 
nildly pessimistic predictions for 1958. As in other 
parts of the country, oil marketers look for sharper, 
rougher competition. But most say the outlook for 
oil is better than for other fields. 

“Even in an economic slowdown, people don’t 
stop using their cars,” points out an oil company 
economist. 

Area demand should rise 3.5%, say West Coast 
marketers. That’s ahead of most estimates in other 


regions, but behind the Coast forecasters’ own pre- 
diction of a 4% rise in national demand. 

One major expects a 4.5% rise in gasoline con- 
sumption in California, Arizona and New Mexico, 
with a slightly smaller increase in the Northwest. 
The outlook for residual and distillates is gloomier, 
because of slumping defense industries and the in- 
vasion of natural gas in the Northwest. 

There’s perennial danger of oversupply in prod- 
ucts, marketers say. They attribute it to a growing 
surplus in crude imports. 

Independents, in general, see less increase in de- 
mand than majors do. Most hope for an increase 
in asphalt sales, with the road program picking up 
momentum. 

Weakness in manufacturing industries is the key 
to dimmer outlooks in other businesses, The aircraft 
industry, including missiles, is likely to operate at 
a lower rate this year than last, even if increases 
in defense spending allow some recovery. The lum- 
ber industry also may be weak until more residential 
building makes itself felt. 

Machinery has lost its immediate growth impetus 
in the West, but looks better for the long run. Food 
processing should do as well or better than it did 
in 1957, 

Outside manufacturing, construction is critical 
a major weakness in the California economy. There 
may be some improvement in public works and 
utilities, some in housing, but little in plant. 

Government, another big western industry, will 
hire more people this year to cope with the con- 
tinually increasing population in the region. Cali- 
fornia, for instance, has seen its population shoot 
up 33.8% since 1950, and gets an average 1,560 
new civilian residents a day. But western states are 
highly worried about declines in state tax revenue 
as business profits go down. 

Farmers should equal or better the 1957 record, 
with strength again in income from crops rather 
than livestock. 

Employment won't increase this year, but lower 
over-all employment won’t be serious or prolonged. 
In California there may even be a modest growth. 
Southern California and Seattle will probably con- 
tinue to have pockets of bad unemployment until 
defense procurement policies straighten out. Ore- 
gon, perhaps the hardest hit by unemployment in 
this area, may recover a little if new housing starts 
help the lumber industry. 

Consumer income and spending should hold up, 
thanks to wage increases and unemployment in- 
surance. One expert sees a 3% rise in personal in- 
come in California. 


The West depends greatly on sources outside 
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the area for mortgage financing, and there’s a big 
question as to whether these sources will want 
to supply credit. But builders think the easing 
money situation will improve the mortgage picture 
after the early part of the year. 


PROSPECTS ARE GOOD, if you ask major of- 
ficials in the Southeast. Jobbers are not so sure. 
And in other fields, the outlook is mixed. 

Area gasoline demand will be up 6% (a gain 
that would lead the country) in one major’s view. 
But jobbers E. J. Connable, Memphis, and Tom 
Strong, Selma, Ala., say they'll be glad if 1958 
business is up to the 1957 level. Ralph Pendergraft, 
Jackson, Miss., thinks consumption may rise, but 
competition may keep profits down 

Competition will be tougher—jobbers and majors 
agree on that. But except in Florida, jobbers seem 
more afraid of its effects than majors. 

Station building will taper off—another thing 
jobbers and majors concur on. “Companies have 
just completed their expansion programs,” says an 
Atlanta division manager. A North Carolina jobber 
says, “IL wouldn’t be surprised if everybody cut 
back. We're overbuilt here to beat the band.” 

Elsewhere, manufacturing and agriculture may be 
weak, but other segments of the economy may com- 
pensate for them in the over-all business scene. 

Textiles are a key area where opinions are mixed. 
One economist says the trend is down: liquidations 


BUSINESS OUTLOOK 


and mergers are rife, disposable income being spent 
for apparel has gone from 12% to 6“, and imports 
don’t help. But another expert says the textile busi 
ness has been so bad it can’t go anywhere but up. A 
major division manager says an upturn in textiles 
is one of the things that will help increase oil sales 
this year. 

Tobacco and cotton farmers will have less to 
spend this year. Income from the 1957 tobacco 
crop is about 28% less than the previous year’s, 
equivalent to a dollar decline of $183-million. Cot 
ton farmers’ income has dropped about 24%. The 
1958 crop will be larger, however. This applies 
particularly to Virginia and the Carolinas. 

On the brighter side: strong demand for items 
produced in the South and more openings of new 
manufacturing plants are expected to continue 
creating new jobs to cushion the impact of declin- 
ing employment in textiles and lumber 

(Unemployment in particular areas can make life 
difficult for local business, however. That’s one 
reason for Connable’s pessimism; unemployment in 
Memphis, he says, Is up.) 

The Southeast’s economic development should 
continue to move faster than that of the U.S. as a 
whole, says an economist. He’s looking to mining, 
construction, government, trade, finance and serv- 
ice activities; agriculture now produces only 10% 
of the Southeast’s total income and manufacturing 
only 17%. In the former fields, 1957 was an un- 
usually good year and shows an upward trend that 
is expected to continue. 

Housing is ahead of the national construction 
rate, although the trend is down. Non-residential 
construction may be leveling off, but a number of 
big projects are scheduled for construction along 
the Gulf Coast this year. 

So the outlook in the Southeast is mixed 
Chances are that life will be harder for those 
whose business depends on a cash crop community 
or places dominated by manufacturing. 


How to Make Your Own Demand Forecast 


AN ECONOMIST of a major company offers this 
tormula for estimating gasoline demand in your state 
or county: 

1. Obtain the number of car registrations and tax- 
paid gallons of gasoline in the area for each of the 
past five years 

2. Compute the average number of car registra- 
tions and the average number of tax-paid gallons 
for the five-year period 


3. Divide the car-registration average into the gal 
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lon average. This gives you a figure for average 
gallons per car 

$. Draw a curve that will show the growth of cat 
registrations Ove! the five-year period Extend the 
curve to 1958 at the same rate of growth 


5. Multiply this projected 1958 figure by your 
average figure for gallons-per-car. The result’ will 
be 1958 gasoline demand for the state or county 
within 5% or 6% accuracy. Not accurate enough 
maybe. but better than nothing 





Washington Outlook: New Light 


Before the end of 1958, government action may clear 


up some of these key questions for oil marketers: 


GOOD FAITH: Under what circumstances can suppliers defend 


different selling prices on grounds of meeting a competitor's lower 


price ‘in good faith’? 


FUNCTIONAL DISCOUNTS: What type of jobber can get them? 
‘MARKET LEADER’ SYSTEM: What's its legal status? 
EXCLUSIVE DEALING: How can a supplier legally induce retailers 


to handle his products exclusively? 


NATURAL GAS: What kind of federal regulation will be imposed 


on producers — and how will it affect oil marketers? 


THE ANSWERS to these questions may hurt 

experts say oil is in for a rough year in Washing 
ton. Congressional investigators will again — be 
active, but the sharpest attacks will come from 
the Justice Dept. and Federal Trade Commission 


Ihe industry will continue to suffer from its 
dubious standing with the men who make and 
enforce the nation’s laws. It hasn't been helped 
scandal charges that clung to the 


largely 


by the lobby 
vas bill veto in 1956, or the allegations 
disproven, but still damaging—that it tried to 
profiteer on the Suez crisis 

Now FIC and DJ have launched an offensive 
against alleged ills in the industry. In Congress, 
even oils most sincere critics know that a black 
eye hung on the industry can pay off in head 
lines and votes in next fall’s elections 

The Republican administration is loath to take 
the position ol defending oil As a result, the 
Justice Dept.’s antitrust division has 25% of its 
manpower on oil matters 


Here’s the outlook on several different fronts 


1. Antitrust 


Activity will come from a number of quarters 


@ Congress—Chances are the legislators will be 


less concerned with oi! marketing this year. An 
important exception may be the House Small 
Business subcommittee, headed by Rep. James 
Roosevelt (D., Calif.). This group hopes to con 
duct an inquiry into gasoline surpluses, which it 


has diagnosed as a major cause of price wars. 

The subcommittee, which carries on a more or 
less permanent surveillance of oil marketing, is- 
sued a surprisingly mild report last August. It 
ilso turned its back for now on any thought of 
livorcement legislation. 

Ihe Senate small business committee will study 
whether FTC has lived up to its responsibilities 
to enforce the laws against price discrimination 
and monopoly. The emphasis will be on cases in- 
volving rubber companies, but this is bound to 
lead to examination of FTC progress on oil cases. 

\ bill requiring prior notification to the govern- 
ment by companies planning important mergers 
is pending before the House. It has strong backing, 
but its fate probably hangs on whether the Com- 
merce and Justice Depts. can agree on it. 

e Good Faith—The most far-reaching decision 
afecting oil marketers in 1958 may come from the 
Supreme Court in the Detroit Case, now before 
the court for the second time. 

In this latest episode in the 18-year-old case, 
FTC is interpreted as challenging the right of a 
iobber-retailer to a functional discount. Industry 
experts warn that FTC’s view would mean the 
“decline or outright elimination” of the independ- 
ent jobber. FTC says it isn't attacking the func- 
tional discount where jobbers resell to retailers 
only discounts granted “arbitrarily” to jobber-re- 
tailers where there is no cost justification. 

If the court again overturns the FTC, propo- 
ents of S-11 will redouble their efforts to push this 
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Special Report 


On Old Problems This Year? 


legislation through Congress. The measure, aimed 
at erasing the first Supreme Court decision in the 
Detroit Case, provides that the “good faith” de 
fense does not apply where discriminatory prices 
injure competition. In the eyes of oil industry at 
torneys, this would cripple the good faith defense 
and make it impossible for a supplier to help his 
dealers in price war situations 

The bill, sponsored by Rep. Wright) Patman 
(D., Tex.) and Sen. Estes Kefauver (D., Tenn.), 
appears to have little chance of passing in this 
Congress. The House judiciary committee has not 
even held hearings. And despite the vigorous 
effort of Kefauver, it has not been voted out of 
the Senate judiciary committee. 

Meanwhile, FTC is still a long way from a final 
decision on two more cases spelling out the mean 
ing of the good faith defense. A hearing examiner 
is considering a complaint charging Sun and Pure 
with illegally granting discounts off tank wagon 
to some, but not all, of their retail outlets 

The decisions, not expected for months yet, may 
settle two knotty questions: (1) how large is the 
“competitive area” within which a supplier must 
sell to all customers at the same price or face 
charges of price discrimination, and 
good faith defense available to a supplier granting 


(2) 1s the 
discounts to his dealers so they can meet their 
retail competition, or only to meet his own whole 
sale competition from other suppliers? 

e Exclusive Dealing 
hopes to win another case in its long campaign 
to outlaw “exclusive dealing.” 


This year the government 


Antitrusters hope for a decision soon in an eight 
year-old case—nearing conclusion—charging Sun 
Oil with violating the antitrust laws by allegedly 
coercing some 10,000 dealers into entering exclu 
sive dealing contracts. The government won ex 
clusive dealing cases against Standard of California 
and Richfield of Calif. several years ago. As a 
result, most suppliers cla'tm they have eliminated 
exclusivity clauses. The Sun case simply extends 
the issue to the East 

Exclusive dealing also is at issue in the big case 
against seven West Coast majors. The long-delayed 
trial date may be set this year 

Meanwhile, FTC is pushing against other typ« 
of exclusive dealing tie-ups 

Socony Mobil Oil Co. is charged with making 
lubrication equipment and other facilities avail 
able at bargain rates to auto dealers and othe 
outlets in exchange for agreement to handle 
Socony products only. A decision is far away 

e@ Price Fixing—Marketers, big and little, face a 
formidable array of price-fixing charges filed in 
1957. They must be answered in 1958. It’s likely 
that new cases will be filed, too 
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Legislation Scoreboard 


Bill Coming Up 





S-11 (Patman-Kefauver) Poor 

Gas bill (Harris-O'Hara) Poor 

Mandatory imports restrictions Poor 

"Anti-merger™ bill Good 
Change in level of gasoline tax None 
Tax refund on stocks lost 


in natural disaster None 
Small business corporate tax cuts Poor 
Divorcement bill (Roosevelt) None 


\ U.S. grand jury in Alexandria, Va., is seeking 
to determine if the industry pricing system vio 
lates the antitrust laws. The inquiry,—apparently 
nationwide in scope—was launched at the Justice 
Dept.’s request last winter, in the wake of price 
increases during the emergency oil lift to Europe 

Government antitrusters have long claimed that 


rasoline is priced under market leader 


tem, in which the nation divided into several 
zones——-with the “market leader” company setting 
a price that other companies follow. Oil com 
panies say prices are sel competitively 
Phe Alexandria grand jur report this year 
Fourteen marketers must fight an indictment re 
turned by a federal grand jury last October, charg 
ing them with fixing prices in the South Bend 
Ind., area Ihe defendants range from eight of 
the nation’s largest oil companies to such indepen 
dents as Gaseteria, Inc., and Hudson Onl Co 
Fuel oil dealers a well nayo } Kclel 
have a big stake in the outcome of a grand 
investigation of fuel oil p 
Washington, D.¢ There 
the inquiry is intended 
tionwide investigation of | 
In other new ca IT 
Co. of price discrimination 
tions in the Norfolk, V 
bination with favored 
price Ihe commission 
temporal discount n | 
they post company-dictated 
it. In the same Sun Oil 
xing 
and ol 
il untrt 
@ Override Commissions 


ion by midyear 





Special Report 
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company does not physically handle the items. 
Ihe companies say they render valuable promo- 
tional services. 

The pending cases involve only Shell, Atlantic 
and Texaco. But the outcome is expected to set 
a precedent for a score of other companies. 

e@ Pipelines—The government has launched a 
sweeping attack on oil pipe lines. Victor Hansen, 
chief of the Justice Dept.’s antitrust division, says 
a nationwide FBI ,investigation has been ordered 
into crude and products pipe lines jointly owned 
by major companies “to detect any anticompeti- 
tive aspects of joint ownership.” Some oilmen fear 
the object is a suit for divorcement of pipe lines 
from other segments of the industry. 


2. Imports 

The first quarter may tell the story here. 

Since last summer, the government has sought 
to persuade importing companies to limit crude 
imports to some 1,040,000 b/d. There is no present 
limitation on imports of fuel oil or other products 

Thus far, the program is working reasonably 
well. Nevertheless, some producers—particularly 
in Texas—insist that specific import limitations 
should be written into the law. Coal producers, 
- chafing at exclusion of residual fuel oil from the 
voluntary program, are even more determined to 
get compulsory controls. 

National Oil Jobbers Council, like the importers, 
opposes a mandatory program. But a drive for re- 
strictive legislation will be hard to stop if the 
voluntary effort bogs down by the end of March. 

NOJC feels that any kind of import restrictions 
make for higher prices, which the jobber must 
then defend to the consuming public. However, 
some jobbers in the oil country are convinced that 
imported oil, by contributing to oversupply, pro- 
motes price wars and thereby hurts jobbers. 

Meanwhile, the threat of increased competition 
from Canadian gas has been blunted. Prime Minis- 
ter Diefenbaker has indicated that no new gas 
export permits will be granted until a recently 
appointed royal commission on energy completes 
its study—possibly in two years. If Canada stands 
by this decision, fuel oil suppliers in areas acces- 
sible to imported gas will get a short breather 


3. Gas Bill 


Natural Gas producers no longer have any hope 
of winning freedom from federal control. The big 
question is how big a finger Uncle Sam will keep 
in the producers’ pie from here on. The answer 
is likely to come from FPC and the courts, not 
Congress. 

Phe Harris-Fulbright bill barely passed Congress 
in 1956, only to be vetoed by President Eisen- 
hower on grounds of “arrogant” lobbying by one 


company. Then the President resurrected pro- 
ducer hopes by throwing his support behind a 
new gas bill early this year. 

The measure, which would remove only the 
“worst” features of federal control, bogged down 
at the end of the last Congressional session, when 
Republican leaders refused to lend all-out sup- 
port. It’s now generally conceded that the bill is 
unlikely to pass in 1958, since it still must win 
approval in both houses. If it fails, FPC must 
work out details of regulating gas producers on a 
public utility basis. Many producers fear the next 
step will be federal control over oil production. 


4. Taxation 


Don’t look for tax help from Congress in 1958. 

Hopes for legislation giving small business a 
special tax break were never too bright. But 
they’ve been all but extinguished by the Russian 
sputniks. Higher military spending is now re- 
garded as a “must” by official Washington. Tax 
cuts are out; there is speculation that the drive to 
match the Russians will even bring a tax increase 
within two years. 

The scarcity of tax dollars may intensify efforts 
by industry critics to cut the 272% depletion al- 
lowance enjoyed by oil and gas producers. The 
critics have long contended that depletion con- 
stitutes a subsidy or tax loophole. 

The attack is expected to come in January tax 
hearings by the House Ways and Means com- 
mittee. Efforts to cut or eliminate percentage de- 
pletion have always failed before, but two factors 
make the present threat stronger than usual: 

(1) A Senate committee has gathered evidence 
that some U.S. companies pay no U.S. income tax 
on foreign operations, despite millions of dollars 
in profits; (2) some U.S. producers, particularly 
in Texas, are tempted to join the attack on their 
foreign depletion in order to reduce foreign oil's 
competitive advantage over the domestic product. 

Marketers are threatened more directly by in- 
creases in the gasoline tax. Congress voted a 1¢ 
gal. increase in 1956 to help pay for the new road 
program. Now experts fear the road program will 
cost much more than originally planned, because 
of inflation. If so, the administration is bound to 
request another increase in the gasoline tax—but 
probably not for at least another year or two. 

Meanwhile, Congress is showing no interest in 
two tax proposals put forward by NOJC: 

e A provision under which jobbers would pay 
the gasoline tax upon sale of the gasoline, rather 
than upon purchase, as at present. 

e A measure allowing refunds on products de- 
stroyed in natural disasters such as flood and fire. 
Congress may go part way by authorizing refunds 
for gasoline destroyed in a national disaster de- 
clared by the President. NOJC considers this in- 
adequate. z 
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‘age "from Western New York and Pennsylvania 
‘ee Tehishous its ten-state marketing area, “A-Plus” 

has scored a toarsirike! Every day, new drivers make the discovery that no other gasoline 

compares with “A-Plus!” From their first tankful, they can feel the powerful 
difference of the world’s most revolutionary super fuel! 

And it will make a powerful 
difference in your sales, when 
you start supplying your 


ASH LAN D customers with “A-Plus!” 


REN. OG £:Y 





January 


TENNES S Fé 


The B-e.us5 power-story is being steadily 

hammered home to prosperous midwest mass ASHLAND OIL & 
markets . . . by radio, TV, newspapers and word- REFINING COMPANY 
of-mouth reports from A-Plus users. Heme Office: Ashiend, Kentucky 


ALTON, ILL., 528 Henry Street— BUFFALO, N. Y., 800 


q ave alea shian : : Ellicott Square — CHICAGO, ILL., 6 N. Michigan Ave 
If you are not already an Ashland distributor, CINCINNATI, 0., 1402 Federal Reserve Bonk Bide 


jobber or marketer, then join the Ashland A-Plus CLARKSVILLE, IND., 214 Center St. — CLEVELAND, 0 
Standard Bldg. — DETROIT, MICH., Dearborn P.O. Box 

promotion to booming sales ... call us now! 6025—EVANSVILLE, IND., 2500 Broadway—FINDLAY, O., 
P. 0. Box 210--FREEDOM, PA.—LOUISVILLE, KY 
1202 S. Third St.— NASHVILLE, TENN, 5 E. Main 
PADUCAH, KY.—PITTSBURGH, PA. 711 Park Bldg 
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ALCOHOLS 


-OR GLYCOLS 


Akon you can anifrooge - 


whatever you can... cal/ on 





can with CROWN 


There are CROWN containers for any size package 
. internal coatings against any ingredients... 

colorfully lithographed for maximum eye appeal... 

delivered to suit your production schedules. 


Complete package design and merchandising assist- 
ance...modern lithography equipment and 
techniques . . . experienced research and engineering 
service... all come with that extra touch of CROWN 
personal attention. 


Write for your copy of ‘Mr. Packager” . . . infor- 
mation on CROWN’s automatic filler control system. 
Crown Cork & Seal Company, Inc., Can Division, 
9302 Ashton Road, Philadelphia 36, Pa 


CROWN CORK & SEAL COMPANY, INC. 
MANUFACTURERS OF CLOSURES, CONTAINERS AND MACHINERY 


NATIONAL PETROLEUM NEWS «© January, 1958 





Brief But Significant 


About the latest retail sales figures 


new 


suggestion plan... Phillips’ margin changes 


@ Estimated 1956 retail sales by serv 
ice stations totaled $13,738,000,000 
up 11% from 1955, the 
Bureau estimates. Service station in 
$649.8 


Census 
increased 7% to 
while accounts 
to $380.9 million. 


ventories 

million, 

grew 8% 
SIGNIFICANCE: The station rise is way 
ahead of the 3° hike for all retail 
sales. Station inventories and accounts 
receivable are also up more. 


receivable 


a The 
West Coast in its voluntary 
restriction plan. West Coast companies 
had planned to import 348.000 b/d in 
1958—well government's 
target ol 275.000 b/d. With the Four 


Corners crude line slated to start oper 


government will include the 
imports 


above the 


ations in February, companies will be 


asked to cut back still further to (0), 
OOO b/d 
SIGNIFICANCE: The oil surplus has 
spread to the Coast, previously ex- 
empted from restrictions because of 
shortages. Only the Pacific Northwest 
remains in deficit. 


@ the | 
polling members to determine thei 
attitude toward the 
Bill (S. 11) 
SIGNIFICANCE: The Chamber's stand 
could be an important factor to mem- 
bers of the Senate Judiciary Commit- 
tee, still considering the proposed bill. 


S. Chamber of Commerce is 


Patman-Kefauve 


BA group of Corpus Christi, Tes 


independent refiners have reportedly 


turned down a plan to lay a product 
line from Corpus to Beaumont 
pose ol the pre posed ling Va 

stern Little Inch 
being 


into the Texas I 

Plantation lines. For the time 

the refiners will stick with barge trans 

port between the two points 
SIGNIFICANCE: The Beaumont line idea 
was good, observers say; only the price 
was wrong. 


@ Diversion of | state 

taxes for non-highway purposes r¢ 

ed an all-time high of $325 

in 1956, says the National Highw 

Users Conference. This w ) 

every highway tax dollar in 1956 
SIGNIFICANCE: makes it 
harder to meet demands for highway 
facilities and raise money for them. 


,00 000 


Diversion 
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@ Results of a West Coast 
on brand imagery will be released late 


SUFVey 


Seven major companies 


this month 
are participating in the project, which 
will analyze strengths and weaknesses 
of the companies symbols and rep 
utations 
SIGNIFICANCE: Ihe study, one of the 
first cooperative ventures on such a 
large scale, will participating 
companies how they compare with 
each other. 


show 


@ J.D. Streett & Co 
brander (Zephyr gasoline), is discon 
tinuing its TBA program, except for 
Howevel! Zephyr 
dealers are expected to continue sell 
ing TBA, buying elsewhere, Most of 
Streett’s stations are dealer-operated 
SIGNIFICANCE: Streett officials say they 
weren't making any money on_ their 
wholesale line. 


Midwest private 


batteries many 


@ A major ol 

pecial SULLE 

tiles personnel 

mven Tor top dea nm tne ies pro 
channel 


rom d 


motion line. Ther 

for the suggestions 

trict to headquarters 
SIGNIFICANCE: It's a new twist to 
the ideasof employe suggestion pro- 
grams that could pay off in increased 
Station sales. 


@ Signal Oil & Gas of Lo 

cquired Scudder Food Products and 
Blue Bird Potato Chiy rr SS5S.870,000 
It's the company enture i 
to. diversification ignal pur 

t half interest 
ident steamship line 

SIGNIFICANCE: 
good to. big 


looks 


marketers—as well as 


Diversification 


small ones like consignees (see page 
92). 


all bu 
SIGNIFICANCE: With more and more 
requests flowing from non-oil sources, 
Cities is scoring a unique and success 
ful public relations beat. 


@ Phillips Petroleum Co. has a new 
margin setup for its branded jobbers 
It's based on a flat margin, instead 
Jobber margin 


2 76 Ag 
3.75¢ tor regular 


of a_ sliding § scale 


will be 3.25¢ and 
and premium respectively. In depress 
ed areas, Phillips says, it will share 
price drops with jobbers on a 70/30 
basis, instead of 80/20 as the old 
sliding scale provided. Low-stop fot 
jobber margins will be 2.5¢ per gal 
SIGNIFICANCE: For all practical pur- 
poses, the original sliding scale plan 
is out. The 2.5¢ low-stop is higher than 
most and may spread. 


@ Electric heat is 
field. Mass., 


have long 


invading Spring 
where heating oil men 
scoffed at electricity 
Western Mass 


rates on 


chances of success 


Electric Co 
Dec. | in an effort to snare part 


reduced Its 


of the home heating market now split 

between oil and natural gas 
SIGNIFICANCE: The Springfield 
may be a forerunner of things to come 
as electric heat intensifies its drive in 
areas where electricity is cheap. 


move 


@ American Petrofina idding i 
$2-million Platformer and alkylatior 
unit at its Mount Pleasant, Tex., re 
finery. The unit, scheduled to go on 
stream in about 10 months, will be 
devoted exclusively to the production 
of motor tuel, Petrofina says 

SIGNIFICANCE: It’s another step in 
Fina’s program to expand marketing 


facilities. 


@ Nylon oil 
new sea test, say Cambridge Univer 

A 67-foot tubular nylon 
10-ton cargo easily rode 
Scientist 


nt ress alter a Ve 


barges have 


ity scientists 
bay with a 
aly ull 
work 


out rough weather 


rapid and most encouraging 


SIGNIFICANCE: Completion of the ny 
lon ocean “tank” could help beat the 
rising cost of tanker construction. 


cottish oil consumption ts risit 
n though demand in the rest of th 
Kingdom is droppin Produ 

» Scotland tor the ! 

1 POs 4.6 ( 
riod of 1956. United Kus 
dom demand declined 6 in the sam 


1 | 
( 


SIGNIFICANCE: The proverbially frugal 
Scotch are scotching their own rep 
utation. 








Want to Buy a Private Brand 


After years of legal complications, the government is ready to 
sell the controlling interest it holds in Spur Distributing Co. 


The next question: Who wants to buy? 


ONE MAN who wants to buy—very badly—is 
Spur president J. M. Houghland (picture). Says 
Houghland, who presently owns 42% of Spur: “I’ve 
prayed, bled, sweat and died to get the sale started.” 
A Supreme Court action has set the stage for 
a public offering of the government’s Spur holdings 
(NPN-—Dec. °57, p85). But the wheels are turn- 
ing slowly. And although certain majors are re- 
pertedly interested in buying, there’s a catch. 
Under an old contract, Houghland has the right 
to match the highest bid made. Otherwise he can 
sell out. Some have questioned the validity of this 
option, but Houghland says it’s good as gold. 


Why the Government Has the Stock 


Phe Justice Dept.’s office of alien property holds 
about 55.5% of Spur stock—73,039 shares. How 
it got them is part of a complicated story of inter- 
national finance and litigation. 

The Legal Maze—Houghland lost control of 
Spur in 1932, when he needed financing. He got 
it from Uebersee Finanz-Korporation, a Swiss hold- 
ing company. Although Uebersee was ostensibly 
owned by German auto manufacturing heir Fritz 
von Opel, it was largely administered by his father 
Wilhelm. Houghland had a contract right of first 
refusal on any sale of the Uebersee interest in Spur. 

In 1939, Fritz von Opel paid the normal fee of 
$10,000 and became a citizen of Lichtenstein, a 


neutral state. But in 1942, American stocks owned 
by Uebersee—including Spur—were seized by the 
U.S. as alien property. 

To get its Spur stock back, Uebersee brought 
suit in District of Columbia Federal District Court 
in 1944. It claimed it was not an enemy company 
and that none of its seized property had been held 
for the benefit of an enemy. However, the district 
court, the appeals court, and finally the Supreme 
Court (in 1952) all held that for practical purposes 
Uebersee was owned and controlled by Wilhelm 
von Opel, an enemy national. That was enough 
to kick Uebersee out of court. 

But the Supreme Court decision left a loophole 
for Fritz. If he could prove he was an “innocent 
stockholder,” free of enemy taint, he would be en- 
titled to return of his interest in the seized property. 
So Fritz began his own litigation. 

In June, 1955, Chief Judge Bolitha Laws ruled 
in district court that “enemy influence and benefit 
permeates the interest of Fritz von Opel.” The case 
went to appeals court and then (last November) 
to the Supreme Court, which upheld the lower court 
ruling and denied the appeal. 

The Outlook Now—With all claims out of the 
way, the coast is clear for public sale of the Spur 
assets. But here’s what remains to be done by the 
government: 

e Registration statement and prospectus must 


NATIONAL PETROLEUM NEWS °* 





January, 1958 


‘You cant buy better 
QUALITY 
-you can pay more 


SAVE*'SPUR 





I MES et 





Marketer? 


be cleared by Securities and Exchange Commission 


eThe Attorney General must announce the 


offering, setting terms and conditions of sale. 

e About two weeks after the offer, all interested 
bidders must answer a qualifying questionnaire. 

e Finally, the successful bidder must pay most 
or all expenses of the sale. 

How long all this will take is problematical, but 
prospective bidder Houghland doesn’t expect to see 
any deals closed before early spring 


What's Behind the Spur Brand Name 


Mason Houghland began with a novel idea that 
worked: putting stations near railroad spur lines 
to permit tank car delivery. The first one was built 
in 1928; many are still operated that way. Here’s 
a thumbnail sketch of the company today: 

Market Area—Includes 20 states and D.C. Fou 
corners of area are (clockwise) Pennsylvania, Flor- 
ida, Louisiana, Illinois. About 307 stations. 

Volume—Gasoline, about 
motor oil, about 1.6-million gal. 


130-million — gal.; 


Stations—New ones have 8-10 pumps; long ap- 
proaches (150-200 ft.); glass-and-metal, or glass 
end-concrete-block construction; well-kept lawns 
and flowerbeds. Stations cost about $30,000 plus 
land, are now aimed to do 70,000 gal. a month 
and up. Primarily on major highways 

Products—Two gasoline brands with stated oc- 
tane ratings of about 89 and 97; generally sell 
2¢ under majors. Motor oil about 10¢ qt. off 
majors. Most stations sell kKerosine at pump. No 
IBA. Popular brand cigarettes sold at sharp 
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Houghland: “I've prayed, bled, sweat and died” 


discounts, primarily as a station traffic-buildes 

Services—Emphasis on oil, water and battery 
check, windshield wipe, motor oil change. No lube, 
wash, car polish, battery charge, tire repair 

Merchandising—Advertising held to bare mini- 
mum. Spur depends mainly on price and an old, 
well-organized premium plan 

Distribution—Draws 90% of product from Gulf, 
balance from other majors and Hartol. Follows Gull 
distribution system, but not area; owns no terminals 
or bulk plants. Uses contract haulers—mostly sub 
sidiaries of Direct Oil Co., owned by Houghland’s 
son Calvin. Stations take full transport loads; newer 
ones have storage of 25,000-30,000 gal 

Personnel—Employs 1,200 (10 executives, 35 
field managers, 300 station managers, 800 attend 
ants, 50 office workers). Station managers earn up 
to $6,500 plus bonuses on motor oil sales. Attend 
ants earn prevailing wage 

Financial Status—Spur’s 1956 earnings came to 
about $39,325,000 in gross sales and $1,100,000 
net profit after taxes. Book value is carried at $6.7 
million, but market value is considered to be much 
higher. Over the last 20 years, Spur has consistently 
financed its growth from earnings. Net fixed assets 
increased from $2.7-million in 1952 to $5.6-million 
in 1956 

Expansion 
to acquire or build 


Spur spent over a million in 1956 
21 modernize 
about 25 older ones, and buy station sites 


new stations, 


There’s speculation that if Houghland wins con 
trol of Spur, hell merge with Direct Oil—a “baby 
Spur” that sells Spur products through 50 stations 
in the Southeast. Houghland insists he’s never heard 
of such a thing. As for future Spur plans, he com- 
ments wryly: “If I succeed in making this govern 
ment deal, I shall have to devote the rest of my 
life to trying to finance it w 











THREE SELOIL CABINETS... 
A Model For Every Need 


Shop here for 


Top QuaLiTy «SERVICE 
w 


+>» Change it requiariy 


2 el Be os 








LOWBOY MODEL 56 DELUXE MODEL 72 TBA MODEL 60 


SFLOUAL helps the man on the driveway! 
SFLO/A puts more motor oil at eye-level display! 


Because it makes the selling job easy, SELOIL helps the The new TBA 60 SELOIL Cabinet has two shelves on 
man on the driveway sell more Motor Oil. It saves time and each side for display of TBA specialty items plus a built-in 
steps. It puts everything needed to complete the sale at windshield tissue cabinet which holds one standard-size 
his fingertip Motor Oil, can-cutter, and easy disposal pack of towels. Overnight locking covers are easily converted 


of empty can to be used as A-Type sidewalk signs. 


PRICES (FOB Greensboro, N. C. 
@ Lowboy Model 56 $ 84.60 
driveway salesman. Promotes better housekeeping because @ Deluxe Model 72 $ 92.60 
empty oil cans are drained and disposed of within the @ TBA Model 60 $138.00 


cabinet. You'll keep a cleaner station, give better service, * 
< Increase Motor Oil Sales 


and get more sales when you organize Motor Oil selling 


with a SELOIL Cabinet ‘. Speed Up Driveway Service 
‘, Promote Station Cleanliness 


SELOLL places a colorful, mass display of Motor Oil at 


easy-to-see eye level near the customer and near the 


All three models are equipped with overnight Locking 





Covers to eliminate lugging displays in and out of the sta- 
tion at night WITH 


Send Orders or Inquiries To: 


MODERN METAL PRODUCTS COMPANY 


P.O. Box 1798 « Greensboro, N. C. 
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The Jobber Is Bewildered 


An analysis of jobber comments and opinions on today’s 


deteriorating’ marketing conditions 


FRUSTRATION, BEWILDERMENT and dissat- 
isfaction were the keynotes of the recent National 
Oil Jobbers Council meeting. These feelings were so 
pronounced that many jobbers had a difficult time 
articulating their wants and needs. 

“Somebody’s got to do something about the job- 
ber. | don’t know who or what, but something’s got 
to be done,” was a typical comment. 

What’s Happening? — This time jobbers weren't 
just talking about more margin or commercial ac- 
count problems. They covered the range of market- 
ing. There was more talk about their dependence on 
suppliers. Many jobbers seemed less sure they'll be 
wanted or needed in the future. 

The reasons jobbers give for their continued 
existence are changing too. They used to talk mostly 
about their independence, willingness to work 
harder, knowledge of local conditions and efficiency 
Now they talk more about how the industry needs 
them to “fight off government control.” 

Underlying the discussions was a feeling that 
many jobbers don’t quite know what’s happening, 
or what to do about it. To make things worse, there 
was a pretty general belief that suppliers don’t know 
either. 

Everything wasn’t black, of course. Most of the 
jobbers attending are successful businessmen. And 
few, if any, are in danger of going under. But job- 
bers who go to NOJC meetings are doing a good 
bit better than the average. 

You can get some good clues to the jobber’s 
predicament from the meeting of its contracts sub- 
committee. After several hours of heated discussion, 
one jobber cried out: “Fellows, we've been talking 
for two and a half hours and we've come up with 
absolutely nothing.” 

Finally, a three-man committee was named to 
“see if you can’t make something out of this.” The 
report they came up with, which was passed by 
NOJC, called for the elimination of. 

e “The so-called normal tank wagon price, o1 
if there must be one, let it be realistic.” 

e “The so-called sub-normal or temporary tank 
wagon price.” 

e “The discriminating practice of selling through 
brokers or others at prices below what they sell to 
their franchised jobbers.” 

The report concluded: “We again stress the im- 
portance of all suppliers giving earnest and sympa- 
thetic considerations to these suggested corrective 
measures, if it is their desire and/or their intention 
to continue marketing through jobbers. If the con- 
ditions prevailing today are not corrected, then it 


January, 1958 * NATIONAL PETROLEUM NEWS 


will be impossible for the jobber to remain in the 
picture.” 

Jobbers aren't just worried about their own in 
dividual futures, however. Many of them are just as 
worried about marketing conditions generally 
lhey’re concerned because they feel too many job 
bers are in jeopardy, due to conditions they have no 
control over. 

Some jobbers have concluded it’s silly to attend 
NOJC and API meetings and try to settle problems 
through discussion. It’s all talk, nothing ever gets 
done,” says one prominent jobber 

Pricing Methods Biggest area of immediate 
concern for jobbers is the industry’s pricing struc 
ture. Most jobbers have strong views about what's 
wrong. But for every suggested improvement, there's 
usually a jobber who says it won’t work 

For example, several influential jobbers tricd to 
get NOJC to reaffirm its support of a sliding scale 
margin. This move was voted down, I8-8. NOJ( 
Officials later said the vote “was not a repudiation 
of the sliding scale 

Despite this, there are some areas of general 
agreement among jobbers 

¢ Tank wagon prices—-Jobbers feel they're too 
high above the spot market. Result: an increasing 
number of branded jobbers are buying part of thei 
needs from other sources. Some are switching a few 
branded outlets to private-brand status. Most of the 
rest are just discouraged 

e Margins—There’s a growing minority of job 
bers who say higher margins won't help the jobbe1 
Many say margins don’t mean much anymore; price 
protection is the thing that counts. They say mint 
mum margins are too low, making the jobber beat 
too much of a price cut 

e Price wars—Many jobbers charge its the 
majors who cause them. (“The majors are so jittery 
they jump every time some little fly-by-night lower: 
his price.”) They're very critical of temporary al 
lowances that enable some dealers to make more 
money during a price war. They say dealers don't 
have enough incentive to end price wars because of 
guaranteed margins 

e Private branders—Jobbers can’t understand 
how suppliers justify sales to private and unbranded 
marketers at prices “much lower” than the jobber 
price. (“If there’s a surplus, why don't they just 
lower our price or cut back runs?”) They criticize 
suppliers as greedy, and say they've created a mon 
ster that’s grown out of control 

It’s easy to see that jobbers aren't as optimistic 


as they once were & 





YES: Diversifying helps build business, say agents J. D. Seymour and Charles Luther 


Should a Commission Agent 


SOME 30 Texas commission agents thrashed out 
this question as part of the Petroleum Marketers 
Assn. of Texas’s annual convention in Houston. 
Most of them seemed to think it might work. But 
the feeling wasn’t unanimous, and few could 
agree on how far an agent should stray in adding 
new lines 

A four-man panel of agents (see pictures) 
argued pro and con, and many more participated 
from the floor. The majority feeling: diversification 
is okay—to some extent. But an agent should ask 
himself these questions: 

Do I really have all the oil distributing business 
I can get in my area? 

Do | have the finances, the health, and the 
ability required to handle more than one business? 

Am I willing to sacrifice my personal life? 

Am I thoroughly informed about the sideline | 
plan to go into? 
) 


Does my supplier know what I'm up to? 


Ihe dissenters countered that an agent is his 
supplier’s representative in his area, and as such 


By MARVIN REID 
NPN Southwest Editor 


should devote all his time to his supplier. They 
maintain the agent can’t spread himself out and 
give his supplier a fair shake. 

On the affirmative were two agents who have 
diversified: J. D. Seymour (Texaco), Columbus, 
and Charles Luther (Gulf), Palacios. On the other 
side were two who stick strictly to their agency 
operations: H. L. Allen (Continental), Houston, 
and Clarence Boone (Humble), Refugio. James 
Taylor, a professional panel moderator from the 
University of Houston, ran the show. Here’s how 
it went: 


YES: ‘It Picks Up the Slack’ 

In their opening remarks, agents Seymour and 
Luther left no doubt about what they think of 
diversification. 

@ Seymour said he, his brother and other mem- 
bers of his family have been in several types of 
business in Columbus for years—including his 
Pexaco agency, a lumber business, a hardware 
firm, and even an oil field mud _ distributing 
company. 

“We've been successful,” he said. “And we are 
giving Texaco the representation they want in 
Columbus. Through diversification, we have the 
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NO: it’s more likely to hurt business, say agents Clarence Boone and H. L. Allen 


Diversify His Operations? 


and if he has the health, the money, the knowl 
edge, and the desire, then he is justified in 
diversifying.” 


chance of picking up slack when one business 
doesn’t do what it should. 

“An agent knows when he has developed his 
supplier’s business to what it ought to be. His 
supplier knows this. He needs to devote 100% of 
his time to developing his agency, but after he 
gets his business built up, I see no reason why he 
can’t spread out. 

“I would say the average agent should try some- 
thing allied to his oil distributing business first. 
He has to know where and what his businesses 
are doing at all times. Also, if the agent doesn’t 
have any extra time, then he shouldn't diversify.” 

@ Consignee Charles Luther, an automobile 
dealer—among other things—said no agent should 
think of diversification if he still has room to grow 
in his agency. Also, Luther said, the agent should 
go into something he’s sure he can succeed in. 

“Nobody wants to be a failure,” he said. “And 
once you start adding other businesses, you have 
to give up a great deal of your own time. Your 
family should understand this. If they aren’t with 
you, don’t try it. 

“The agent has to ask himself can he satisfy his 
mind, his supplier, his family when he diversifies. 
If he can give an unqualified affirmative answer, 
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NO: ‘You Don’t Have To’ 


Boone and Allen gave strong reasons why 
agents should be agents, and nothing else. 

@ You don't have to diversify, said Allen 
“regardless of what area an agent is in, he can 
still make money.” But he did say that some 
agents should probably start thinking more about 
investing in stations, and even about operating 
the stations themselves, in some cases 

“There is a great shortage of service station 
dealers today, said Allen. A good dealer will net 
$1,300 to $1,500 a month. Did you ever think 
about operating these stations yourselves? That 
will occupy your time, youll make more money 
and you won't have to diversify. 

“And you can do a lot of diversifying and still 
Stay close to the oil business. Some majors are 
now building restaurants in conjunction” with 
service stations. 

“I’ve put my own money in station sites. I’ve 
never taken a nickel out of my business and in- 
vested in anything else. | now have a number of 











Management 





(Begins on page 92) 


stations, and I wouldn't trade them for anything 
else. | know as long as I can keep my health, | 
can make money out of them.” 

@ Agent Boone said diversification wasn’t for 
him because his agency takes up all his time. 

He pointed out that he has built his business 
from 40,000 gal. per month in 1932 to about 
167,000 gal. About 55% is retail, moving through 
eight outlets. The other 45% is distributed among 
a great number of farm, ranch and commercial 
customers. Most of the latter are oil well drillers 

“It takes all of our time,” Boone said, “to call 
on and serve these accounts. | have neither the 
time nor the desire to diversify. If we have to 
have help, I think we should look first to out 
suppliers. 

“Pm against diversification because it would 
mean giving up valuable time | need to properly 
serve my supplier.” 


Scattered Shots From the Floor 


Questions started popping thick and fast after 
the panelists had made their points. Many con 
cerned Allen’s arguments. 

@ Magnolia agent John F. Adams, Corsicana, 
wanted to know what else an agent can do, if his 
competition is such that he can’t make the money 
he needs out of his agency. 

“Invest in service stations,” Allen answered. “If 
you do, you get rental income and you are per- 
petuating your business. Then you have something 
to leave your family. If you are plowing yout 
profits back into your business this way, and still 


feel your profits are too small, | know of no sup- 
plier who would not extend your territory to give 
you more potential.” 

e Another agent cited the “cancelling out of 
agents, even those who have done a good job. For 
this reason alone, wouldn’t it be wise for agents 
to diversify?” 

“If an agent has been a good one,” answered 
Boone, “some other company will want him.” 

“You people think of diversification as a means 
of security,” Allen said. “I say diversification is 
the worst kind of security you could seek. You'll 
get the security you want by investing in stations, 
by perhaps building restaurants in conjunction 
with them. You can get your security by putting 
your money in your oil business—a business you 
know something about.” 

e Clyde Austin (Gulf), Kenedy, jumped Allen 
about agents operating their own service stations. 

“Pve tried it,” said Austin, “and I’ve never been 
able to answer my other dealers who feel Pm in 
competition with them.” 

Allen said he wasn’t advocating checking out 
vyood dealers, adding that he couldn’t see where 
the consignee operating one or two stations was 
in competition with his other dealers. 

e Reagan Parker (Gulf), Lufkin, asked Luther 
if he thought he was a better oil marketer because 
of diversification. 

“Yes,” said Luther. “Through association with 
others, | have been able to develop business.” 

Parker asked Allen the same question, and 
Allen said he didn’t think he was a better agent 
because of non-diversification—"I know IL am.” 


“The reason | asked that question,” said 


The Texas Commission Agent: He Looks to 


MOST TEXAS AGENTS today are worried, and 
some believe every present marketing trend points 
to their eventual extinction. At the annual PMA'‘l 
meeting, the consensus ran something like this: 


“Big” agents—generally operating in metropol 
lan or heavily concentrated farming areas—are 
in pretty good shape. Over the years, most have 
acquired stations and other marketing properties 
They control enough business to make them highly 
desirable to their suppliers 

But rural agents aren’t in good shape. They’ve 
fought droughts, an LPG invasion, and the migra 
tion from farms and small towns to big cities. 
They see rising operating costs every day, in the 
face of declining—or at best, steady—gasoline 
volume. Some of these smaller operators frankly 
see few reasons why their suppliers should fight to 
keep them. 


I'wenty-five years ago, the rural agent in the 


Southwest was in his day of glory. Oil companies 
were after farm business; local agents were one 
way to get it. A farm-area agent could set up 
shop with little capital, work hard, and create a 
thriving business. Big-city agents weren't so pop- 
ular. Most suppliers wanted city jobbers, who 
could build stations at no cost to the supplier. 

But product distribution changed from tank cars 
to transport trucks to pipe lines. “Direct delivery” 
and “bypass” became synonymous with poverty 
and starvation to the rural agent. 

Many rural agents in the Southwest have felt 
lor several years that their suppliers were skim- 
ming the cream off their businesses by delivering 
direct to better-volume stations. Some can’t argue 
with the practice. But they still feel it hurts them. 
Many are left with littke more than farm business 
and a few “dog and cat” retail outlets. 


Most majors still cater openly to farmers. But 
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Parker, “is because | wonder if a man can serve 
two masters. | wonder can he scatter himself out 
like buckshot and really be a good consignee?” 


“The trouble with Reagan Parker,” piped up 
Yeager Markins (Gulf), “is that he is so loyal, he 
won't even think diversification. I'm in LPG, and 
glad I am. If I hadn't gone into that business when 
I did, | wouldn’t be a consignee today. I sold more 
last year and made less than the year before. I'll 
sell more this year than in 1956, and again Ill 
make less. | wonder just where are we going if 
we don’t diversify’ 


o> 


@ Wayne Pettit (Gulf), Falfurrias, asked if the 
general supplier attitude hadn't changed. 

Yes, said Luther. He said most suppliers are 
now looking more favorably on agents going into 


sideline businesses. Allen disagreed 


@ Larry Arnold (Gulf), Marshall, wanted to 
know if Seymour's outside interests had resulted 
in Texaco having to give him more help. Sey- 
mour’s answer was no. 

Bill Gaines (Texaco), Dublin, said maybe the 
reason Texaco accepted Seymour's diversified 
operations so well was because Seymour con 
trolled most of his business. How much, he asked, 
did he control? Seymour said it was 98% 


Then the panel and the floor decided to see just 
what they meant by diversification. Some thought 
going into TBA meant diversification, others didn’t 
Clarence Boone said he wouldn't even consider 
LPG as diversification 


Most agreed, however, that the selling and dis 
tributing of gasoline, oil, grease and TBA products 
are all part of a commission agent’s normal opera 


Diversification for Help 


agents sa_’ this is for political reasons, not for profit 


Adds one, “There probably isn’t a major today who 
doesn’t figure farm business here is for the birds 
or rather for LPG sellers who have done such a 
hellatious job of converting farmers away from 
gasoline.” 

Phe rural agent knows this. Fewer farmers buy 
TFhose who do believe they should buy at “farm 
prices,” and only the smaller ones still burn gaso 
line in their tractors. Agents serving farmers find 
delivery costs up, volume and profit down 

Fake the case of a typical agent in South Texa 
He’s been in business for almost 25 years; in 1952 
he had a sizable gallonage of 250,000 gal. a month 
But from 1952 through 1955, his farm gasoline 
business dropped 75,000 gal. a month. Reasons 
conversions to LPG and a drought. In 1955 he 
borrowed money and went into LPG on the side 


“Going into butane saved me,” he says now. “I 
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H. L. Allen: “I say diversification is the 
worst kind of security you could seek... 


tions. Anything else would be diversification, the 
agents decided 

Most ‘Texas commission agents are concerned 
about their future. This is especially true for the 
smaller ones. As one said 

“My potential is limited. | have to add outside 
lines, and my supplier knows this. I think a man 
doing less than 100,000 gal. a month today has 
to diversify to live. Now Allen, his potential ts 
unlimited, so he can talk the way he does.” 

\llen is among the country’s biggest consignees 
But he didn’t agree that his potential is unlimited 
and others are not 

Phe Texas agents—at least most of those pres 
ent at the PMAT meeting 
need more profits, and more security. Diversifica 


seemed to feel they 


tion, the majority felt, is one way to obtain both 


had no other choice. It meant investing a hell of 
a lot of money, which | didn't really want to do 
at my age, but it was either that or close up shop. 
Many Texas consignees are in the LPG business 
today. Some have done well with it, picking up the 
slack they lost on farm gasoline. Others haven't 
because its a complicated, highly competitive 
business. Some have chosen to become motel 
operators, lumbermen, automobile dealers, or in 
vestors in other types of business 
Agents now crying the blues think such diver 
ification is an answer for them. By becoming 
multiple-business operators, they believe, they can 
keep their agency business. Others are thinking 
seriously of going jobber 
No matter what happens, several PMAT mem 
an count on one thing: in a few 
you'll see in rural areas will be 
agent a 





Management 





Vhey paid their own way to this convention, so dealers Little and Yonan (right) 
listen carefully to GP’s Baxter Ball. GP says... 


This Meeting Builds Prestige 


GENERAL PETROLEUM held a 
meeting in San 
It wasn’t a product 


new kind of dealer 
Francisco recently 


merchandising lesson of 


pitch or a 
even a simple gripe session. 

It was a business convention, and 
about 300 Mobil dealers paid their 
own way to get there. The dealers’ be- 
ing on their own time and money em- 
phasized their status as independent 
businessmen, say GP officials. 

Ihe dealers came trom seven west- 
Alaska. About 150 
brought their wives, too. 

lop GP executives talked to the 
operators as businessmen. President 
Robert L.. Minckler warned them that 
U.S. business faces threats 
from. inflation, which can only be 
eased by meeting huge capital require 


erm states and 


serious 


ments trom. savings 

Marketing vice president Baxter F 
Ball said the ability of the independent 
dealer to know the needs of his local 
customers makes him the greatest 
station business 
beyond the 


force in the service 
today. “This 
reach of a big concern managed from 


ability ts 


i headquarters miles away,” he de 
clared 

But Ball also 
trad:tional temptation — for 
men—to want to enjoy the privileges 
of independent business without the 


responsibilities 


warned against a 


business 


Ihe past two years can be regarded 
us “maturing years” for retail oil 
marketing, sald George D. McDaniel, 
of dealer-distributor rela- 
Mobil, GP’s parent 


in’ charge 
tions for Socony 
company 

It has been during these years that 


retailers and suppliers have come 
to the realization that they have some 
mutual interests and stakes in the 
over-all economy of the country, in 
proposed legislation . ” he said. 

Among the other speakers at the 
convention were W. G. Spengier, Jr., 
San Francisco Mobil dealer; Rep. 
Craig Hosmer (R., Calif.), of the 
House small business subcommittee; 
and J. Roger Deas, vice president for 
public relations of American Can Co. 

Ihe dealers seemed to like both the 
speeches and the question-and-answer 
panel sessions with GP’s division man- 
agers. Their reactions are important: 
if the results are favorable when 
they’re all in, GP will probably hold 
other conventions in other cities. 

“This meeting is something we can 
all profit by,” said Phoenix dealer 
Paul Cronin. “We’ve asked for it for 
a long time, and we need it . . . We'd 
do it again.” 


Have Some Hints on 
Finding Manpower 


HARD TO FIND good station at- 
tendants now? There may be worse 
times to come. “In the next five years, 
you'll see the greatest peacetime 
shortage of good trained manpower.” 
That’s what Nebraska jobbers heard 
recently from Russ Hand, director ot 
Nebraska State Employment Service. 

It pays to employ youth as_ part- 
time workers during the school year 
or as full-time workers during sum- 
mer vacations, Hand says. That makes 
them better acquainted with oil mar- 
keting opportunities when they’ve fin- 
ished school and are out hunting jobs. 

He also thinks it’s cheaper to invest 
money in training part-time workers 
than in hiring men from competitors 

Employment recruiting in oil mar- 
keting is hampered, Hand believes, by 
lack of adequate job descriptions, 
adequate listing of job requirements, 
and a good job dictionary. 

Otis Cutright, manager of con- 
trolled marketing for Frontier Refin- 
ing, offered the Cornhuskers this list 
of possible manpower sources: 

e Your own personnel may know 
of a good man looking for a job. 

e Your competition may have a 
good man looking to better himself. 

e Your customers may have some 
leads. 

e Your local schools and colleges 
can guide you to part-time manpower 

and guide it to you. 

e You can check employment 
agencies or other local businessmen. 

e You can advertise, in the papers 
or by a sign in your stations. 

e Your area’s new-car agencies may 
have good lube men. 

e You should have job-seekers fill 
cut application blanks so you'll have 
a backlog of names when there’s 
another vacancy. 


Memos on Management 





e Emotional health is something 
your employes must have to do a 
good job. They must believe the work 
they do is important, and that they’re 
personally acceptable to colleagues and 
employers. They must have a sense 
of personal security. 

Also, each employe should have a 
clear concept of his job’s privileges 
and responsibilities. Management must 
provide clear-cut lines of authority. 
Employes should know of chances for 
advancement 

That’s the essence of what Dr. Jack 
R. Ewalt told a medical and health 


NATIONAL 


session at the November API meeting. 

e Vital statistics on the oil busi- 
ness’s industrial relations: the industry 
paid 24.5% of its total payroll in 
fringe benefits in 1950, compared to 
18.5% for all manufacturing. 

Average hourly earnings — totaled 
$2.46 per employe compared to a 
manufacturing average of $1.88. 

Oil men had only 7.83 disabling 
injuries per million man-hours worked 
in 1955, when they worked an aver 
age of 1.084-billion hours per year 
That represents a 36% improvement 
over the 1950 safety record. 
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Oil Ratios Swing Down Again 


SPRING-SUMMER motor oil ratios have taken 
their biggest nosedive in seven years. 

NPN’s semi-annual survey for spring-summer 
1957 shows the national average motor, oil ratio was 
1.10, off 13 points from the spring-summer 1956 
ratio of 1.23. (The NPN ratio represents the num- 
ber of gallons of motor oil for each 100 gal. of 
gasoline sold through service stations ). 

Total sales of motor oil through retail outlets 
dropped about 9% from the previous reporting 
period. A 3.6% rise in car population wasn’t 
enough to check the effect of tumbling ratios. 

Consumption of motor oil per car, key factor in 
the decline, is down 12.5% from spring-summer 
1956. In that period, the average car consumed 
16.49 qt. In 1957, spring-summer consumption was 
14.43 qt., a loss of two qt. per car. 

NPN’s figures are based on motor oil ratio re- 
ports submitted by 25 companies, not on total sales 
figures. Together, the 25 companies make up 43 
marketing units in five Petroleum Administration 
for Defense districts. Of the 43 units, 39 reported 
ratios lower than last year. 


Here’s the breakdown district by district 
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Fight marketing units in the NPN survey reported 
oil ratios below the level of 1% in the latest sur 
vey. This is the largest number of units ever to fall 
so low. In spring-summer 1956, only one unit re 
ported a ratio under 1% 


The disappointing performance in spring-sum 
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mer 1957 comes on the heels of a relatively good 
fall-winter 1956-57. In that reporting period, the 
motor oil ratio dipped only two points. The average 
number of oil changes turned upward 

Those gains were wiped out in the spring-sum 
mer reporting period. The average number of quarts 
of refill dropped from 11.54 in spring-summer 1956 
to 10.10 in spring-summer 1957. The average num- 
ber of oil changes slid from 2.31 to 2.06. And the 
average distance between oil changes moved up 
from 2,176 mi. to 2,388 mi 

There’s more bad news for lube marketers in 
the drop in crankcase capacities of 1958 cars. Pre 
liminary information from car makers indicated that 
capacities might rise from 4.8 qt. in 1957 to 5.6 
qt. this year. Final data from the Automobile Man 
ufacturers Assn. shows that capacities have actually 
been reduced to 4.6 qt 

The decline in ratios takes On more meaning 
when you look at its effect on an individual station’s 
sales. For a 15,000-gal.-a-month station, the drop 
of 13 points in the motor oil ratio represents a los 
of 19.5 gal. in monthly oil sales. That’s 234 gal., or 
At the markup of 20¢ a qt., the 
loss in station revenue would be above $185 a year 


936 qt. a year 


Lube oil men are working double time to try to 
stop the downtrend in sales. The API Lube Com 
mittee has set up a special panel to find out what 
happening to the oil ratio and what can be don 


Want More Details? 
NPN has prepared tables showing (1) motor oil 


ratios for service stations in 43 marketing unit 

(2) breakdown of 18 units that report both ove! 
ill and station-only ratios; (3) breakdown by in 
dividual consumption; (4) station oil sales ratio 
for spring-summer periods 1951-57 You can get 
them by writing to Reader Service Department 
NATIONAL PETROLEUM News, 330 West 42nd St 

New York 36. N.Y Ask for Data Sheet MO-|] 





~ Le ne Rede 
k Plants and Terminals § 


Maine jobber Ken Gifford has his key facilities under one roof now. Facing the street: a modern office-station 


How a Jobber Solved Problems 


Ken Gifford’s operation was being hampered by a scattered layout... 


FALK ABOUT HEADACHES—they used to 
have a prize assortment at J. S. Wadleigh, Inc., 
down in Hallowell, Me 

Phe company’s structure was (and ts) ambigu- 
ous—American Oil Co. commission agent on gaso- 
line, independent jobber on heating oil. Properties 
were spread all over the map, some in unstrategic 
locations. Insufficient storage and shaky supply 
were perennial problems 

Phat’s all over now, thanks to a handsome new 
headquarters (office, station, fuel oil bulk plant) 
in Hallowell. Company president Ken Gifford re- 
ports he’s doing about 3-million gal. of fuel oil and 
1.8-million gal. gasoline annually, and expects to 
grow. But it wasn’t always that way 


BEFORE: Headaches by the Barrel 


Gilford’s troubles under the old setup were 
pretty comprehensive 

e@ Location. The company used Amoco’s bulk 
plant in Augusta for gasoline, No. 2 and kerosine 
The office was over a mile away. Storage for TBA, 
heating supplies and equipment was in a barn halt 
a mile from the office. Diesel storage was a mile 
and a half from the office. 

‘You didn’t accomplish much if you spent your 
time running back and forth,” says Gifford. “If you 
stayed in one place, the rest would go to pot.” 

Close supervision of personnel was difficult, says 
Gilford. “Everything had to be relayed to drivers 
via the bulk plant dispatcher. There was a good 
deal of phoning back and forth.” A direct line to 
the bulk plant cost $40 a month 


Time was wasted in getting men back on the 
road. Drivers assigned to pick up a load of diesel 
oil, or burner men in need of supplies, had to go 
to the office to get keys or authorization before they 
could get under way. 

The office was cramped into a site on a one-way 
street without parking space. “Some of our cus- 
tomers didn’t know where we were,” says Gifford. 
“We had no personal contact.” 

The bulk plant’s location was just as bad: at the 
foot of a hill that taxed full trucks, on a street 
choked with traffic twice a day. Pumping speeds 
were only 200 gpm and the rack had one lane 

@ Space—aAt the office, there wasn’t room to 
merchandise oil heat. “We had a 20x15 ‘display 
room’ in which we had TBA, heating supplies, and 
desk space for two men.” Other TBA and heating 
equipment was stored in a two-car garage. 

e Storage—Capacity of 68,000 gal. wasn't 
enough for a growing business; there wasn’t room 
to erect more tanks. Yet in the last three years 
heating oil volume had risen 40%, gasoline 35%. 

e@ Supply—Because he didn’t own his plant, 
Gifford had no say in how product came in. And 
Amoco still uses rail transport in his area. 

“During winter peaks, we'd have about a day's 
oil supply on hand,” says Gifford. “We'd have to 
wait for the next rail delivery. If it snowed, we 
were really sweating it out.” 

Rail service was limited: “We’d get one switch 
a day. Because our yard was small, we could only 
take two tank cars, or 20,000 gal., when we could 
use more.” Even in summer there were problems. 
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In the ‘back yard’; a new 310,000-gal. bulk plant. Total cost of office, station and plant was about $125,000 


By Centralizing His Facilities 


... Now there's a nerve center — and business is on the upswing 


“We'd run out of gasoline and have to wait up to hot water system and central air conditioning. 11 
five hours for the train switch. It was uncomfort old building had oil space heaters 

able—and costly, because we had to pay for the 
driver’s idle time and then figure on paying over- 
time to get the stuff out.” 


e Storage—On heating oil, Giflord thinks he 
has the storage he needs for efficient operation, with 
plenty of room to put new tanks if necessary. No. 2 
: storage is 250,000 gal., plus two 20,000-gal. kero 
AFTER: New Horizons for Business sine tanks and one 20,000-gal. tank for diesel. The 

Poday all fuel oil operations are consolidated in old diesel storage plant (10,000 gal. underground) 
the new headquarters and the Amoco bulk plant has been sold 
handles gasoline only. The new plant was finished 
in May 1956, at a cost of about $125,000. Gifford 
expects it to pay for itself in ten years, thanks to 
the problems it solves . . 


On gasoline, Gitlord feels he’s in much better 
shape With fuel oil out of the Amoco plant, Ne 
increased storage by converting a 17,000-gal. fuel 
tank with only the cost of cleaning and adding ne 

e@ Location—For company personnel, shuttling pipe connections. Another 17,000-gal. tank | 
from point to point is all over. The only movement standing by on reserve. Storage breakdown ts nov 
is between the fuel oil and gasoline plants. in the same 2-1 ratio as regular-premium sale 

The new plant is on a main highway. Customers 34,000 gal. regular, 17,000 gal. premium 
know where it is. There’s plenty of parking area 


e@ Supply—Gilford’s setup with Amoco ts still 
for everyone 


the same. But with the extra storage, he’s not so 
@ Space—The ground floor of the new two-story concerned about gasoline delivery by rail 

office is a glassed-in display area for oil heat equip 

ment. On the top floor is 1,000 sq. ft. of space 

(against 820 at the old stand) 


Heating oil supply is on an entirely new basi 
now. Wadleigh has a wholly-owned subsidiary 
Kennebec Oil Corp., which buys product at Port 
land, 60 miles to the south, hauls it to the Augusta 
area and resells it to Wadleigh for distribution from 
plants at Randolph and Winthrop (about five and 
ten miles away, respectively). This was the only 

On the ground floor, the display area and the possible arrangement when Wadleigh operated tron 
heating equipment sales manager’s desk take about the Amoco plant. Now Kennebec can deliver to th 
450 sq. ft., with a small office for the dispatcher new plant too, and get more mileage out of it 
There’s also a 30x56 ft. warehouse for TBA, heat transport. There will be a saving, Gifford note 


rhere’s close to 400 sq. ft. of general office area 
The rest is divided this way: Gifford, 150 sq. ft.; 
vice president, 120 sq. ft.; office manager, 121 sq 
ft.; credit manager, 121 sq. ft 


ing supplies and heating equipment We can buy more oil in the summer, when pric« 


The building is centrally heated with an oil-fired (Continued on page 100) 


} 
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(Begins on page 98) 


ure low. That way we are able to save $3,000- 
$4,000 a year. 

New Horizons—Gillord is aggressive. He’s one 
of the few independent jobbers in his market with 
his own plant, his own heating equipment sales de- 
partment, and a burner service setup. With supply 
and delivery no longer a problem, he can reach 
for new accounts with assurance. 

He now does about 2,100,000 gal. of No. 2 and 
900,000 gal. kerosine annually, serving over 1,500 
accounts in a 25-mile area. Equipment sales are 
about 80 units annually. Most come from upgrad- 
ing existing installations and converting coal and 
wood units. There isn’t much new-home building 
in the area. 

Gifford also expects to get a million gal. of 
under-the-fill business that he couldn’t handle at 
the Amoco plant. He’s had some at Randolph 
Annual gasoline gallonage of 1,800,000 goes to 
$ accounts. Five are service stations, including 
the new company-operated station that abuts the 
office. Gifford thinks its highway location is a 
good spot to get summer tourist business, and he 
hopes its two oversize bays will help him grab his 
share of local trucks and vans for oil changes and 
lube jobs. 


sy 


What's in the New Bulk Plant 


Gifford knew how he wanted his plant laid out. 
“1 had some basic ideas,” he says, “but I called 
in Gould Equipment Co., Portland, for recom- 
mendations on the type of equipment we needed 
to get what we wanted.” Here’s what he has: 

Tanks—All are Buffalo welded. The big one fo 
No. 2 oil was built at the site; the others are pre- 
fabs. All tanks have McDonald 3-in. lock-type 
valves with built-in pressure relief, McDonald 
6-in. emergency pressure vents set at 1 Ib. psi, and 
McDonald 3-in. double-screened atmospheric vents 
Phere’s remote gaging via Petrometer Type 5531 
gages and Type 1553F board (in dispatcher’s 
office), with Lufkin tape plumb bobs on the tanks 
for monthly inventory readings. 

Piping, Valves—All lines are 3-in. welded steel 
fitted with Dresser expansion-contraction couplers 
at the pumps to take up shock and vibration. Trans- 
port connections are 3-in. Evertite quick couplers. 
Lines are fitted with McDonald 3-in. rising stem 
valves, OPW 1175 check valves and McDonald 
20-mesh strainers. 

Filter—Purolator’s POG 1200S is on the No. 2 
oil line. It filters at a rate of 1,200 gpm during 
summer weather (80° or over) and at 250-275 
gpm at O° and below. 

Pumps, Motors—Dual-purpose pumps—used to 
unload transports and load retail trucks—are in- 
stalled. On the No. 2 oil line, there’s a Marlow 322 
HEL-7 pump powered by a 10-hp Type J U.S 
motor. Marlow 32 HEL-11 pumps and = 7.5-hp 


Gifford: His new plant means new business 


Type J U.S. motors are on the other lines. 

Loading Rack—A 22-ft. steel double-loading 
rack with handrails, it was erected by Gould. Air 
climinators on kerosine and diesel lines are Brodie 
Model K-20’s. The air eliminator for No. 2 oil 
is built into the filter. All lines use Brodie D-3 
strainers, Brodie B72-D meters with Brodie totaliz- 
ing printer heads, and OPW Model 794H counter- 
balanced loading arms that can be swung to any 
side of the rack. Loading speeds are 250 gpm for 
kerosine and diesel and 275-290 gpm for No. 2 

Electrical System—Model 11206, a Westing- 
house combination disconnect and magnetic starter, 
is used on all lines. Reset buttons are manual. 

For easy product identification, all lines, valves, 
motors, pumps, meters, are color-coded: green tor 
premium gasoline, yellow for regular (same as 
Amoco’s pump colors), brown for No. 2, white for 
kerosine and blue for diesel. 

Gifford hasn't put all his effort into this one 
plant. Improvements have been made at Winthrop 
(27,000-gal. storage) and at Randolph (535,000- 
gal. storage). 

At Winthrop, which handles 900,000 gal. a year, 
pipe sizes went from 2-in. to 2.5-in. (welded), a 
S-hp Marlow pump replaced a dual Viking 3-hp 
pump and meters from the Amoco plant were 
installed. Loading speeds went up to 250 gpm from 
100 gpm. Future plans call for more storage, and 
a combination service station-office with heating 
equipment display room. 

At Randolph Gifford added 20,000 gal. storage 
for kerosine, replaced 2-in. pipe with 3-in. pipe 
(welded) and put in dual-purpose pumps (Marlow 
32 HEL 13 and Marlow 322 HEL); bigger motors 
(Wagner 7.5 hp and 10 hp); Brodie B 72-D meters 
with swivel-head imprinters; OPW 1749 loading 
arms, and Petrometer remote gages. 

As at the main plant, all motors, pumps and 
lines are color-coded 
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To be sure ODOM USES GORMAN-RUPP 


Four O3C-B centrifugal pumps that prime are always on the job 


for this South Carolina jobber 


A successful bulk terminal operation is the result of 


deliberate planning. Everything is keyed to fast turn- 
arounds. Delays due to faulty equipment cannot be 
tolerated. 


Says Mr. L. A. Odom, owner of this fine, new plant at 
Spartanburg, ‘‘Pumps are crucial to a business like ours. 
We can afford only the best. And, to our knowledge, 
these Gorman-Rupp Pumps are exactly that. Our dual- 
purpose 03C-B’s unload trailers and also deliver to the 
loading rack. We are proud of this terminal’s outstand 
ing efficiency.” 


Ask your Gorman-Rupp Distributor about the exclu- 
sive features of ‘‘O”’ Series Pumps. Safer—no check 
valve means freedom from dangerous, high pressures 
from confined, heat-expanded liquids. More efficient— 
straight-in suction removes entrance restrictions, in 
creases priming lift. 


: Gs 


Installation details: Four O3C-B Gorman-Rupp Pumps with 5-hp explosion-proof 
motors; 3” lines, strainers and valves; air eliminators; 20,000-gal. storage 


tanks. Delivery to tanks, 225 gpm; to loading rack, 200 gpr 


THE GORMAN-RUPP COMPANY 


Mansfield, Ohio 
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Merchandising 


Ad Forecast: Caution Ahead 


Some call it a return to normalcy—others blame it on fear 
of a recession. Whatever the reason, it looks as if there'll be 
mighty little expansion in oil's 1958 advertising programs 


1HE NOTE OF OPTIMISM seems to be disap 
pearing from the talk of oil advertisers 

Ot 18 major companies surveyed by NPN, only 
three expect to do more advertising in 1958, and 
even this could be changed 

Some companies were still struggling with 1958 
budgets late in December. A number of ad man 
agers say they're under pressure to cut advertising 
and promotion budgets wherever possible. One of 
them says, “There’s a lot of fighting going on be 
hind closed doors 

Even where final approval hasn't come through, 
ad men are unusually cautious about this year’s 
plans. One big reason is the continuing rise in the 
cost of media. On the average, media costs are up 
6% over 1957. The trend is already several years 
old. 

That means it’s going to cost more money to get 
the same media coverage this year. But only eight 
companies told NPN they were trying to raise their 
budgets to cover cost increases. Five say they hope 
to hold costs in line by cutting back some coverage 
Iwo say they are reducing budgets 

There’s another good reason for caution, mat 
keters say. Business last year was good, but not 
good enough. Many companies hit record sales, but 
a smaller number reported record profits. Mat 
keters lay the blame on unsteadiness in markets 
and prices. Some say they see more of the same 
coming in 1958 

One sales promotion manager puts it this way 
“Why should we go all out to advertise when we 
won't make any more money on a higher volume? 
An advertising manager adds, “We're headed into 
a buyer’s market. We want to sit back and look at 
our objectives before we lay out a lot of money.” 

Oil’s seeming reluctance to increase coverage 
runs counter to a pet rule of business economists: 
“In slow times, you have to prime the pump.” 


Media Forecast: Watch Local Markets 


Phere'll be more and better promotional mate 
rial at the point of sale in 1958. But oil marketers 
will keep a tighter rein on point-of-sale than ever 
before 

Seven companies indicate they Il emphasize point 
of-sale promotions this year. Others say they'll buy 
more local advertising—radio, TV, newspaper and 
billboards 


Poo often in the past, many marketers say, deal 


ers and salesmen have shown a lack of interest 
in keeping promotion material up to date and 
using it to best advantage. There'll be a renewed 
drive, they predict, to get more out of pole signs 
banners, throw-aways and special promotions. 

Changes in Media—A few companies will come 
up with new ad outlets. Socony Mobil Oil Co. 
enters the network TV field with a new show, 
“Trackdown.” The show is a western, a hot cate- 
gory in audience survey reports 

At least two companies might be open to pro- 
posals from producers and program packagers 
Gulf Oil Co. dropped “The Lite of Riley” in June, 
but hasn't lost its taste for network TV. One 
other major is ready to drop a popular, long- 
running TV show, but negotiations have not yet 
been completed. 

Frontier Refining Co. will hit local TV in its 
Rocky Mountain marketing area. A’ series of ani- 
mated cartoons will star the ebullient “Fronties 
J. Horse” and the vaguely familiar cry “Hi-O Plati 
num.” (Platinum is the brand name for Frontier's 
premium grade gasoline.) Frontier will also intro 
duce a new promotion at its stations—steak knives 
(For more on this, see p 105). 


Return to Norma'cy? 


Some ad managers say almost hopetully they 
expect a relatively calm year after the big splash 
made by third grades and improved octane gaso 
lines. Some look for a return to advertising of 
housebrands, others expect corporate ads to take 
the spotlight 

\ few managers snort at the idea of “nor- 
maley.” One points out that only two really big 
marketers—Esso and Gulf—are fully committed to 
three grades. Sun has five. Company-wide, Cities 
Service is only partly converted. The rest, says 
this manager, could break loose any time. “This 
gives the market a potential instability that might 
spell trouble 

Some companies say “service” will take prece- 
dence over “power and zoom” in ads. But there’s 
at least one notable, and successful, exception. 
Companies selling Boron-additive gasoline—Stand 
ard of Ohio, D-X Sunray and Richfield of Calitor- 
nla—are cashing in on the sputnik, muttnik and 
missile craze. Their ads emphasize that Boron ad- 
ditive is also a component of high-energy missile 
fuels ° 
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Gates ence and PROFIT 


Turnpike, toll road, expressway, thru-way... whatever you call 
them, the new super-super-highways present both problems and 
opportunities. 

Location leases come high. So does traffic volume. Your problem 
is to attract your share—and more—of this traffic. LUSTERLITE 
Porcelain Enameled Service Stations—clean, bright, modern—will 
sell more at these high-traffic locations. And they build good will 
that pays off in increased sales for your other locations. 

LUSTERLITE Service Stations give you all this—plus thrifty 
maintenance. You need never repaint your LUSTERLITE Stations. 


For prestige and profit over many, many years... 
learn about LUSTERLITE Porcelain Enameled Service Stations. Write... 


CHICAGO VITREOUS CORPORATION « CICERO 50, ILLINOIS 


USTERLIT 


PORCELAIN ENAMELED SERVICE STATIONS 




















shows you how to achieve that ‘new look” :.. 





with architectural 
porcelain enamel 











If your stations have a dated look, here is the 
ideal way to modernize them .. . with a gleam- 





ing, colorful porcelain enamel pylon. Engineered 
to your specifications, these Avoncraft pylons are 
executed in your company colors to bear your 
insignia — colorfully bright by day, lighted by 
night. They may be mounted on your existing 
stations or incorporated into the design of all-new 
Avoncraft “package” stations. For full details, 
contact... 








architectural products 


fr 


AVONDALE MARINE WAYS, INC. 
P.O. Box 1030, New Orleans 8, La. 
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Merchandising 





Socony’s New Signs: They’re 24-Hour Advertisements 


EVEN ON DARK HIGHWAYS, 
this Socony Mobil transport stands 
out. Its signs are made with Scotch 
lite reflective sheeting—a plastic 
material with millions of tiny glass 
lenses embedded in it. Light from 


glare-free brilliance as much as 150 
times brighter than white paint, says 
Socony. [The signs are printed from 
50-yard rolls of the reflective mate- 
rial and applied on the trucks at 
Socony Mobil field shops. 


headlamps bounces off it with a The new truck design is part 


of a total redesign program under 
taken for Socony by Peter Schlade1 
mundt, industrial designers (NPN 

Nov. °56, p90). Beside the ad 
vertising value, Socony says, the 
reflective signs have an important 
highway safety valuc 


What's News in Merchandising .. . 


A Cut of the Market: Two western suppli- 
ers figure they can slice off a bigger piece of the 
station business with a new giveaway promotion: 
steak Knives. 

Champlin Refining Co. was the first to try the 
idea. Now Frontier Refining Co. is going to try the 
same thing. 

Champlin uses the plan for openings of new sta- 
tions and to bolster sagging gallonage spots. Fron- 
tier plans to concentrate mainly on the latter. 
Champlin says that dealers who have used the 
plan at troubled stations report sales increases of 
100% or more in a short time. 

Here’s how it works: 

A crew of professional interviewers is sent into 
the neighborhood adjoining the service station. 
Iheir goal is 500 personal contacts with house- 
holders. 

The interviewer gives the housewife a free steak 
knife, explaining that a full set of six can be ob- 
tained for only 25¢ each. With each knife, the 
customer must buy 10 gal. of gasoline. As the 
interview draws to a close the housewife is invited 
to make out a credit card application 

In Champlin’s plan, the campaign is supported 
by radio, newspaper and point-of-sale advertising. 

Ihe knives come from Japan. They're made of 
“high quality” stainless steel, in a modern pattern. 

Champlin reports that out of 200,000 knives 
disposed of so far, nearly 90% have been self- 
liquidating—that is, they’ve been sold to customers 
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who bought 10 gal. of gasoline. What’s more, say 
Champlin, 60% of the interviews have resulted in 
completed credit applications 

Individual dealers are enthusiastic about the 
plan, it’s reported. An Omaha, Neb., retailer says 
his daily sales rose from 200 gal. to 500 gal. be 
cause of the steak knife promotion. A dealer in 
Lincoln, Neb., reports his sales went from 170 gal 
to 450 gal. per day. 

Company-wide, the Champlin promotion has 
been so successful that it is being extended to farm 
sales of lube oils and greases. And for custome 
who have completed their steak knife sets, Cham 
plin is now offering a four-piece stainle tecl 
hostess serving set, also in modern design 


Anyone Need Change? The long-awaited 


dollar bill changer is now a reality 


Vending machine researchers have been work 
ing for years under near-secret conditions to pro 
duce a machine that can efficiently make silver 
change for a dollar bill. 

Now a Chicago firm, the A. B. ‘TI. Corp. (a sub 
sidiary of the Atwood Vacuum Machine Co.) ha 
put one on display. The machine 
dollar bill and gives two quarters, three dimes, and 
four nickels in return 


CXamines al 


Ordinary paper, counterfeits, foreign not 
higher denomination bills are rejected. No date ha 
been announced for full production of the machin 





Flexibility is the key to this modern, functional station. It shows how .. . 


Shell Tailors Stations to Fit 


@ One basic design covers a wide gallonage range 


e Minimum stations can be expanded later on 
e@ Building costs start around $11,000 
e Older stations can be converted to the new design 


CAN YOU DEVELOP one basic station design 
for use on back country roads, superhighways, and 
crowded metropolitan locations? 

Shell Oil Co. says the answer is yes. Shell's new 
S-type stations are going up in all marketing divi- 
sions, on all but special problem sites. 

Shell, of course, isn’t the first company to try out 
one design to cover a wide range of station needs. 
It’s an old goal of marketing engineers. Some com- 
panies already have such a plan in action. 

But the design is unique for Shell. The company 
thinks its low cost and flexibility may help it come 
close to the ideal. 


How the Station Is Designed 


S-type stations sport modern slope roofs and 
wide showroom windows. Lighting fixtures re- 
cessed in the roof illuminate the face of the station. 
Most have a solid red pylon 24 feet tall, faced with 
the yellow Shell pecten. 


Within the basic design, three types serve most 
gallonage needs: 

e SIOA is the maximum facility station. It costs 
from $21,000 to $24,000, depending on local con- 
ditions. It has sloping salesroom windows, ceramic 
tile rest rooms, and a separate storeroom. 

Optional features include a suspended plastic 
ceiling and porcelain enamel sidewalls (cost: 
$2,600 extra). Design plans call for three bays. 

The salesroom has a pegboard rear wall for dis- 
play of TBA and equipment items. Smaller stations 
will have regular stock shelves. 

e S20B is the medium facility station. It costs 
from $19,000 to $22,000. In most cases, it will 
have a pylon, but will lack sloping windows and 
plastic ceilings. Plans call for three bays. 

¢ SIOC is the minimum facility station. It costs 
from $11,000 to $14,000. It has no porcelain siding, 
no partition between salesrooms and lube rooms, 
smaller rest rooms and open joist ceilings. The py- 
lon is optional (cost of the pylon is $500 at con- 


NATIONAL PETROLEUM NEWS * January, 1958 





struction, $1,200 later.) S1OC is designed for two 
bays, but in “unusual” conditions might have one. 

There are numerous combinations within’ the 
series. An $23B model, for instance, can be built 
with or without pylon for about $17,000. There is 
an $23C model with barest facilities and a rock- 
bottom price. 

How to Gage Size—Shell’s aim is to put up 
buildings that will closely correspond to the ex- 
pected business of a location. One marketer sug- 
gests that Shell probably spends about $1 on con- 
struction for each gallon of gasoline per month in 
anticipated business. 

Retail manager O.F. Minor says the ratio isn't 
that close. “It varies from 35¢ to $2 per gallon per 
month. There are other important factors to con 
sider—neighborhood development patterns, cost 
of real estate, and anticipated service revenue.” 

The Conversion Factor—Oflicials predict the 
pylon will become a “Shell landmark.” That's why 
(they're converting) model 52A, formerly the 
standard Shell station, to S-type features. 

For approximately $5,000, Shell can put a slope 
roof, pylon and other S-type features on a 52A 
station. A conversion plan is already circulating in 
all divisions. The only point of visible difference 
sloping windows in the salesroom proved too 
costly for conversion. 


How the Design Developed 


About two years ago, a questionnaire was sent 
to divisions asking for criticisms and suggestions 
for station design. Consensus seemed to be that 
any new building should have adequate flexibility 
in design to cover high and low gallonage opera 
tions. No change in basic floor plan was recom 
mended. 

Other items asked for by the field included a 
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pylon, recessed lighting, flower boxes, a compact 
pump island and a vending machine shelter 

Pilot Model—Following the replies, 14 minia 
tures were made. Features of these were com 
bined into a prototype design, the 56N, which had 
a slope roof and pylon, but came in only one size 
its cost was approximately $23,500 

The SON was built in Utica, N.Y. to test public 
reaction. A modified, slightly cheaper model was 
put up in Rochester, N.Y. After some changes 
Shell released the first S-type drawings to the field 
in March. Construction began late this summer 


What Shell Is Looking For 


\s building costs rise and competition grows 
keener, the oil industry is continually looking for 
cheaper, more flexible station designs. 

Some companies say they already have a single 
plan tor use at most locations. Others say theyre 
frankly envious of Shell's development. One com 
pany, now using two basic station plans, say 
Shells idea is not new, but “if they can make 1 
work, that is news.” 

Marcel Bogstahl, Shells manager of marketing 
engineering, says, “The old design has been a fin 
serviceable structure. But this new one is cutting 
costs because of Its simplified lines 

Shell's Progress—-The new design is getting 
good reaction from the field. Jobbers like not only 
the station, but also Shell's offer of free engineer 
Another plus factor 
some new buildings are going up with brick siding, 


Ing service In construction 


cutting costs still more 


Ihe construction rate is ahead of original 
schedules. Between 70 and 100 S-types are already 
up. Conversion of 52As is quickening, too. Nearly 
170 pylon conversions are now completed. Shell 
expects many more i 


Luxury for Truckers 


That's what Reinauer Bros., 
a Mahwah, N.J., jobber is 
shooting for in this unlikely 
looking truck stop. More and 
more jobbers are getting into 
the lucrative truck — trade. 
Many are putting up modern 
facilities like this one. 

Phe Reinauer building has pri- 
vate bedrooms, a TV lounge, 
air conditioning, an intercom 
system, and tiled 
rooms. The station also has 


shower 


two 50-ton scales, ice, tire 
service and a notary public. 
\ 24-hour diner is located on 
station property. 





108 


For further information, write or call: 


Marking Equipment Co. 


232 Palisade Ave., Garfield, N. J. 


PRescott 7-8041 


IMPRINT 


AUTOMATIC PRINTER 


IN CONSTANT USE BY THESE MAJOR PRODUCERS: 
Socony Mobil Oil + Cities Service * 
Esso Standard * Union Carbide * 

and others. 


Now you can imprint 5-gallon drums 

and pails in your own plant, at a cost of 
one-seventh of a cent apiece, in production- 
line speeds of 15 to 25 a minute. No longer 
need you carry a large inventory of 
pre-printed cans. The Algene 5-gallon Can 
Automatic Printer produces sharp, clean, 
high-quality printing, using any color you 
want, with inks that dry in 10 seconds to 
prevent smearing. You can imprint the full 
circumference of the can. Text may be 
altered in 15 seconds to 5 minutes, 
depending on the size of the change. 
Algene eliminates the constantly climbing 
cost of lithographic and silk screen 
imprinting, ends inefficient hand labeling 
and hand marking. Your savings in 
imprinting the first 50-75 ,000 cans will 
cover the full cost of the machine — after 
that it’s all bonus! 


HERE'S HOW THIS PRODUCTION LINE COMPONENT REDUCES 
HANDLING TO AN ABSOLUTE MINIMUM: 


The can rolls along rail system into 

printing chamber on gravity feed. 

Revolving cylinder prints automatically. 

The can is up-ended automatically, 

moves smoothly forward, ready for filling. 
A BOON TO ALL WHO HANDLE GOVERNMENT CONTRACT 
WORK: Prints government-approved white or 
yellow on olive drab cans. 
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sportation 


Rough Channel Ahead for Bargers? 


“ANYONE lines 
haven't hurt the 
crazy. There would be 
barges in operation today if it hadn't 
been for pipe official 
of a large waterway carrier. 

He’s typical worry of 
waterway oil haulers. Their share of 
oil transport is steadily declining: it 
was 34.5% in 1950 and only 
1956. Pipe lines increased their per 
centage of crude and products move 
ment in the same period from 38.8% 
to 43%. That's the 
for the barging’s 


WHO SAYS 


barge 


pipe 
business Is 
50% more 


lines,” says an 


voicing a 


30% in 


considered main 


reason decline in 
share. 

These figures are cited by Petro 
leum Week, NPN’s sister publication 
from American Waterways Operators 
Inc. and the Committee for Oil Pipe 
Lines. 

Barge men find some hope, how 
ever, in the fact that thei 
up—from 104,169,000 net 
crude and products in 1950 to 129, 
348,000 in 1956. 

Products Lead 
portant to barge business than prod 
ucts, says PW. In 1947, water 
hauled 1S of all 
moved in the U. S. Product pipe lines 
then handled 10°. By 1955, the per 
centage was 38° for the 
and 20% for the 

the 
been 


tonnage Is 


tons ol 


Crude is less im 
carriers 


about products 


water Cal 
lines 
But tonnage 
has greater in products than in 
crude. Barges carried 39,192,000 tons 
of motor fuel in 1956, for 


riers pipe 


increase in actual 


Instance 


@ Only 200 miles from the Arctic 
Circle, these men are unloading sup- 
plies for what will be a major inter- 
national airport. It's at Frobisher Bay, 
on Baffin Island, and it’s the main 
refueling point on the polar air route 
from the West Coast to Europe. 
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against 31,195,000 tons in 1950. But 
, 


than 2-million, 
1950 to 28. 


crude went up less 
from 26,111,000 tons tn 
O81.000 in 1956 

Barge competition with pipe lines 
is of course the reason that bargers 
are trying so hard to block conversion 
of the Little Inch pipe line from 
natural gas to petroleum products 
Physical almost 
plete, but 
held up indefinitely 
men fight in court 

What’s Ahead 
arent entirely 
the fact that their oil 
than they think healthy, their 
operating costs go up. They're driving 
to keep their oil business, which ac 
one-third of the total 
traffic on inland 


conversion Is 
the 


while 


com 
may be 
the 


use of line 


barge 


Barge 


pessimistic 


operator S 
despite 
lowe! 


rates are 


while 


counts for over 


commercial wate! 
Wavs 

One way to do it. 
by further 
efficiency 


larger 


they believe, is 
their operating 


that 


increasing 

Basically 
payloads moving 
now from 
tons to 10,000 tons (top capacity only 
5.000 


means 
at good 


speeds lows range 7,500 


recently was tons) lPowboat 


increased to 
the 


horsepower 1S being 


move greater-capacity barges at 


Same speed 


Bargers also intend to more of 
the 


Petroleum 


get 


specialty product business, 
Week 


coming 


Savs 
their big 
from hauling 
paraffin, asphalt, lube oils and LP-gas 


And they'll be asking for 


[hey see 
vest increase 


longer-term 


Shell Oil has built a 3,360,000-gal. 
avgas storage tank there. The tank 
holds enough for 10 months’ refueling 
while harbor. Fuel is 
pumped from ocean tankers through 
underwater pipe lines to the tank, 
which cost $320,000, 


ice closes the 


they haul 


chiet 1d 


OTM Hara 


contracts on 

Waterways men see th 
vantage in flexibility. As 
line official Pip 
one point of origin and one 
destination Barges 
pick up and 
points 
kind of flexibility 
be room for 


all products 


puts it lines hav 
point ol 
howe 

delives il 
Pipe lines just can 
So the 


OUP Ope©r 


Air Suspension Can 


Pay Off Five Ways 


AIR SUSPENSION its a 
but it 


luxury on 


passenger cars may become 


bread-and-butter item on tru 
Some operators are already using 
D. J. LaBelle of GMé truck 
coach division of General Motor 
these five advantage can b 
pected trom it 
e Reduce tare 
2,000 Ib 
e Cut fifth whe 


inches o1 more and in 


e Decrease 


operating 


cause of lower mainte! 


ments 
e Provide constant flo 


easier loading and unlo 


e Increase riding co 
easier on drivel i 
ment 

Air) suspension 
valve 
same height 
LaBelle A d 
place his floor 


butld his 
mum legal 


leveling 


and 


required by 
then become 


What 


reduced hn ill 


MOE € 


he substituted 
ith higher ta 
Haulers 

ty ilf 

the ta 

( sually 

mileage 

must 

vets 

ducing 

Nahe 

under 

With 

vsitem 

ind therefor 


j 
ma 





Wore] ga) o)(-3c—) 
Tefalhitela 
analysis — ONLY 
scope... 


me Mp, YT 


NOTHING MORE 
ou ONT TO BuY/ 


FEATURING 


.the exclusive Du 
Mont plus. Each cylin- 
der shown as a com- 
plete, separate line, 
simultaneously. The right 


Here it is... the biggest news in automotive test equip- car te tak baciaa 
ment...the new Du Mont lIgnitionScope. A complete ee 
ignition analysis scope for only $495 — and absolutely 

another Du Mont 


nothing else to buy — no special adapters, connectors or SSF ciciusive! No need to 

other bothersome gadgets. Worth its weight in gold for PY PERO. Nenignition wires. Se. 
ee : : Z ; "4 1-Cli lip righ 

fast, accurate ignition trouble tracing, both electrical and SKSOA) wire insulation and 


presto! you have the 


mechanical. 707 answer 


.and for COMPLETE ENGINE ANALYSIS... 


the, cbadows- 7 
Automotive Equipment Division 
ALLEN B. DU MONT LABORATORIES : 
CLIFTON, N.J 


() Arrange a demonstration at my convenience 
(J Send complete details. 
The heart of a 


NAME____ 
complete test center. 


COMPANY _. - So good it’s Ja 
competition 100 to 1! You’ve 
eee cies got to see it in operation to 
appreciate what it can do for you... 


*Trade Mark 
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“If it burns oil, I want to service it... 


That’s why I say... 


‘Don't Snub Pot-Type Burners’ 


HEATING OIL jobbers and distributors make a 
serious mistake in not servicing pot-type burners 
on a wider scale, says J. Hollis Albert (above). He’s 
the head of Operators Heat, Inc., Baltimore private 
brander, and he’s well regarded by men in Oil- 
Heat Institute’s distribution division. 

Albert argues that homeowners buy oil from sup- 
pliers who give burner service. He says he’s willing 
to service pot-type burners because he can prove 
it’s good business, even though No. 1 oil isn’t his 
top-gallonage product. His reasons: 

It helps cut service department losses. 
No. | oil gallonage goes up. 


Profit per gallon goes up, too 


It sets up new prospects for equipment sales 

e@ It slows conversions to gas heat. 

Albert has been servicing pot-type burners on a 
policy basis since 1950, although he started taking 
them on without contracts at the end of World 
War Il. Today he has close to 400 pot-burne 
accounts on his books, each burning an annual 
average of 1,100 gal. of No. 1 oil. (Gun-type 
burners in Albert’s market burn 1,600-1,800 gal. 
annually.) 


How the Service Pays Off 


Income from service contracts and sales of No. | 
oil, says Albert, is business that would have gone 
clsewhere—or would have changed to gas heat 
Here’s how it’s helping Albert instead: 

e@ Service department losses are down to a point 
where Albert will soon break even on his over-all 
service operation. Contracts sell at the same price 
($19.50 a year) as gun-type policies, but there’s 
much less to go wrong with a pot-type burner. This 
keeps service expenses low. Fewer working parts 
(no nozzle, no pump, no motor) also means a 
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smaller parts inventory and less capital tied up in it 

e@ “My No. | oil gallonage is increasing about 
10% a year,” says Albert. His No. 2 gallonage 
grew at about half that rate, but No. 2 lately has 
been “fairly static” because of gas heat. No. 1 now 
represents 25% of Albert’s gallonage. Of the rest, 
35% is No. 2, 40% No. 4 

e@ Because the margin on No. 1 is longer than 
on No. 2, Albert makes more profit selling about 
440,000 gal. a year than he does on the same 
He keeps delivery costs down by 
having all No. | accounts tied to 275-gal. storage 


volume of No 


@ Pot burners give Albert a lead for equipment 
upgrading sales. He’s been selling about eight gun 
type burners annually to replace pot-type burners 
Along with this, he sells hot-water heat 

@ These sales may be small in volume (they 
run about 2% of Albert’s annual equipment sales) 
but he looks at it this way: “These accounts now 
have better heat through hot-water systems—and 
at least they're continuing to burn oil not gas 


How to Promote Pot Burner Service 


Albert pushes pot burner service the same way 
he pushes gun-type burner service: special mailings, 
letters, Yellow Pages ads and stickers on all equip 
ment that read “We service this equipment,” giving 
Operators Heat’s telephone number 

Poo many oil men look on pot burner service 

dirty, messy work,” Albert says. “Many burner 
men think it’s beneath them.” Albert got around 
that with his own crew by putting his son on pot 
burner service. The example worked 

Poo often,’ Albert sums up, “oil men don't 

know the number of pot burners in the'r areas. If 
they’d do a little preliminary checking they'd be 
amazed at how many there still are, and what a 


market they represent a 





Fuel Oil 


hat Users Think of Oil Heat 


Here are the findings of a new Esso motivation study to determine 


the ‘acceptance and imagery’ of oil as a home heating fuel .. . 


ABOUT 50% of oil users have negative feelings 
about the fuel. They say: 

e Oil is not particularly clean. 

@ It’s associated with fumes and offensive odor. 

@ Delivery, storage and service are problems. 

@ Oil is dangerous 

Only 10% of gas users have such negative feel- 
ings about gas. In addition, here’s how users of 
both oil and gas rated their respective fuels: 

e@ Oil is favored 3-1 on economy. 

@ Oil and gas are rated even on convenience. 

e@ Gas is favored 5-1 on cleanliness. 

@ Gas is favored 2-1 on delivery and service. 

Oil users generally dislike the need for burner 
service—and they don’t like paying for it. Few 
gas users mentioned any such problems. Users of 
oil and gas do agree on these points, however: 

e Dirt, dust and smudge are additional undesir- 
able traits of both fuels 

@ About 33% of all surveyed blame oil fur- 
naces for smudge and film—though a majority 
feels cooking is the main cause 

Some 40% of oil users are considering using 
gas, because they think it’s the fuel of the future. 
They don’t think it’s the ultimate fuel; many men- 
tion atomic energy, solar heat and electric heat as 
the ne plus ultra. 

More oil users say they'll convert to gas than 
remain with oil. A separate Esso survey finds 72% 
of recent oil-to-gas conversions were caused by: 

@ Trouble with equipment. 

e Price of oil 

® Cleanliness appeal of gas. 

’ 

« 


Cost of burner service. 


The oil user is pictured as an ordinary guy 


lives in an older house and is economical—but not 
miserly. In a few cases he’s described as one who 
doesn’t know any better. 

The gas user is pictured as modern in outlook, 
intelligent and living in a modern house. He can 
afford the better things, wants them and is willing 
to pay for them. He thinks more highly of gas than 
the oil user does of oil, and he looks down his nose 
at oil users. 

Says Esso, “What we learned confirms the need 
for a strong promotional effort by the oil heat in- 
dustry if deep inroads by competitive forces are to 
be arrested.” In short, the industry needs an organ- 
ization like the American Gas Assn. 

Adds Dave Barrett, Esso’s fuel oil sales manager, 
in a subcommittee report to American Petroleum 
Institute’s fuel oil committee: “It points to the ne- 
cessity of a coordinated effort to improve the stature 
of oil to the point where oil will be equally accept- 
able as gas heat on dependability, supply, economy, 
cleanliness, efficiency, convenience and modern 
aspect. 

“A long-term, complex investment by oil's chief 
competitor has unquestionably made its mark . . . 
our customers and prospects are being impressed by 
the sheer weight of a skillful, long-range campaign, 
amply financed and unopposed in kind . . . a critical 
self-analysis reveals we have no adequately de- 
veloped line of communications to the public . 
there is no effective mechanism for conveying the 
facts of automatic oil heat to assure growth in its 
acceptance ... where once automatic oil heat spoke 
for itself, it has become a small voice.” 

Esso used an outside organization to make this 
motivation study. The group polled consisted of 
about 300 homeowners in Springfield, Mass., subur- 
ban New York, and Washington, D. C al 


February 1958 begins NPN’s 


5O , | ANNIVERSARY YEAR 


as the magazine of OIL MARKETING management 
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Driver's choice in the Emery fleet. ‘A major factor in our success with 
Macks has been our drivers’ pride in these superb units,”’ says President 
Ratner. Emery’s Mack COE’s make the long Midwest-East Coast runs. 


Emery rates their 40 Mack diesels 
Tops in dependable, economical operation 


“Macks are excellent, all-around 
performers,” President 
Milton Ratner of Emery Trans- 
portation Company, “‘as depend- 
able as they come. They’re well- 
matched with any of our types 
and lengths of trailers. 


Says 


“We're highly pleased with fuel 
and upkeep economies as_ well. 
Our Mack COE’s, for instance, 
are averaging 7 miles per gallon 
pulling 32,000-lb. loads. Despite 
schedules that take them from 70 


to 90 thousand miles per year, 
down time on all 40 units has been 
negligible. 


“We operate 200 tractors right 
now,” says President Ratner, ‘and 
our 40 Mack diesels are the back- 
bone of our long-haul operation.” 


If operating costs are a headache, 
why not find out soon from an 
actual Mack user how you can 
have outstanding economies plus 
the finest in reliable performance. 


Call your Mack dealer. Mack 
Trucks, Ine., Plainfield, New 
Jersey. In Canada: Mack Truck 
of Canada, Ltd. 


MAC K 
first name for 


TRUCKS 


921 





NOW Four batteries will handle almost any car on the road, says Globe-Union . . . 


Here's Globe's Answer to the 


THE KEY: Hold-down brackets that anchor batteries in any compartment 


THIS FIRST MOVE to reverse the trend toward 
an almost hopeless multiplicity of battery sizes of- 
fers hope of relief to overburdened service stations 
and other marketers. Globe Union’s new line is 
designed to bring these five benefits 

@ Drastic stock reduction with no sacrifice of 
complete market coverage. 

@ Broader sales opportunities because of mini- 
mum capital investment. 

@ Reduction of warehouse and stockroom space 
at all levels. 


e@ Simplified installation, with only four basic 
batteries to choose from. 

@ Batteries to supply most of the foreign car 
market, without increasing inventory 


Since 1953, no car model year has failed to add 
more original equipment battery sizes onto the 
swelling total. Some were soon dropped, but only 
after a few hundred thousand cars took their place 
in the replacement battery market. Instead of the 
five sizes that served through the preceding 20 
years, the total has swelled to 14. 

Fourteen to Four—Globe wants to get back into 
workable limits. Its new line is designed to do the 
trick. 

To begin with, Globe already had a one-piece 
cover on its premium battery line. For added 
strength, the one-piece cover is standard on the 
new line. 


The covers have been redesigned to add a 
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INSTEAD OF i4 battery sizes generally used in the indusiry 


Battery Inventory Problem 


ridge all around the outside edge. New hold-down 
brackets with a U-shaped lip clamp over this “grip 
ridge.’ With these two new features alone, a single 
size battery can be used for a variety of installa 
tions. 


In addition, two channels run the length of the 
battery. Called “Sure-lok” channels, they permit 
using shorter, wider batteries where narrow end 
to-end batteries are original equipment 

The Answer: Brackets—Internally the batteric 
are much the same. Globe’s thin-wall case, already 
in use, provides more space for electrolyte and 
permits building more capacity within slightly 
smaller over-all dimensions. The new flexibility 
in application comes chiefly from the brackets 

They were designed after an extensive study, in 
stigated by Globe vice president Walter E. Ande: 
son. Globe engineers took measurements in the 
field of every car in use today. More than 300 
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ving battery compartments were thi 
point for selecting the four basic battery size 
hape vhich, with their companion hold 
bracket form the heart of the “MOSI 
(MOST stands tor More Opportuniti 
and Turnover) 
\dditional flexibility is provided | 
slots in some of the battery cases. One or 
the an be mated with ridges in battery 
ent floors, to handle all width 
lhere are two bracket size i long and a short 
fhe bracket price hasn't been set yet, but probabl 
vont run over SI a pair to the customer 
compare favorably with the 
ind often ol 


runnin 
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Globe’s Anderson: He started the revolution 
(Begins on page 114) 


battery in place. But they've been designed to give 
way before breaking the battery top, if they should 
be drawn up too tight. 


Anderson turned to the bracket idea after joint 
industry attempts at standardization came against 
a blank wall. As chairman of a standardization 
committee of the Assn. of American Battery Manu- 
facturers, he took part in efforts to reach agreement 
between battery companies and motor car people 
on fewer battery sizes. 


These efforts were fruitless. Meanwhile, Ander- 
on learned from a Globe survey of 3,000 service 
stations that their average battery stocks were only 
’.S batteries per station. He felt that dealers could 
not cope with the continuing increase in battery 


SIZeS 


Help For Dealers—Globe will market the four 
new sizes in three price lines under its own “Spin- 
ning Power” brand. Thus 12 batteries will enable 
a dealer to offer three price levels, if he so desires, 
in place of the 42 sizes he needs today. 

Ihe same price options will be available to the 
oil marketing companies for whom Globe makes 
private brand batteries, but they may decide to 
carry something less than all twelve. Their plans 
have not yet been announced. 


Phe only cars that can’t be fitted with the new 
battery-and-bracket combinations are the 1953 to 
1956 Cadillacs, says Globe. For dealers who espe- 
clally want to keep a battery in stock for custo- 
mers with these cars, Globe will supply a_ fifth 
SIZe 


Aside from that minor fraction of the market, a 


ie 


Globe’s bracket: It’s the key to the system 


dealer can always have a battery in stock for any 
customer by following Globe’s recommendation of 
a minimum stock of eight to twelve of the new 
line. 

What Globe calls its “MOST” system lines up 
like this: 


AABM GROUP 


Six-Volt: GLOBE’S NEW SIZES 


Premium Deluxe Special 
1M 


2M 1M—100 IM 5 1M—60 


21 

2HE 

2E 

2N 

3N 

INR 

Twelve-Volt: 

27SH 
24-S \ 


Future Trends—There’s no sign of any halt in 
the addition of new original ecipment battery 
sizes. At the same time, other TBA lines have also 
become far more complex. All the way from tires 
down to fan belts and radiator caps, new styles and 
sizes have doubled and tripled the TBA inventory 
for the dealer and all other oil marketers. 

Globe’s attempt to do something about simplify- 
ing one major TBA line may ease the burden for all 
IBA merchandising. It may also spark other efforts 
toward badly needed simplification all up and down 
the TBA front. . 
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SPECIAL 


DESIGN Tanks shown are part of a shipment to a major oil 
company’s terminals in the Midwest. These tanks are 
PORTABLE specially designed with triangular frame and caster 


wheels so they can be moved easily by one man in the 
METER terminal loading rack area. Warner Lewis Company 


welcomes the opportunity to submit designs to meet your 
CALIBRATING special requirements. Write for complete information 
TANKS 


DIVISION OF CORPORATION 


Representatives 3 ) ties 
Canada. FRAM CANADA LTD tratf 
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Sell them with confidence and profit... 


new Super Rayon tire cord gives 


far superior Ride, Safety, Wear 


QUIET RIDE. Your customers dont get these annoying LONG RIDE. A carefully controlled driving test recently 
thumps and bumps with rayon. They do get the quiet ride showed the treads of Super Rayon cord tires wearing 14 
they paid for in a car. Scientific testing by Goodtfriend to 20°¢ longer than treads of tires made with the other cord. 
Associates —top acoustical authority — proves Super Rayon Super Rayon clings to rubber tight. flexes with it right, 
cord tires up to 3390 quieter than tires made with the resists shrinking and stretching. So there’s less stretch and 


other cord. strain on the rubber around it. There’s longer wear. 


HERE’S WHY. Super Rayon is a vastly improved 
cord over the rayon of a few years ago—virtually 
a new cord, Unflagging research has made Avisco 
Super Rayon 50°. stronger, 10007 more flexible. 
50°¢ higher in impact resistance. Result: rugged 
Super Rayon is today’s premium performance tire 
cord. Vell and sell your customers—rayon makes 


the difference! 








Keep your eye on the way we’re telling your 
customers of the difference rayon makes—in 
national advertising throughout 1958! 


SAFE RIDE. Stunt drivers like this Tournament of Thrills IRE RAYON 
driver are convinced of rayon’s priceless safety. Day after T 

day they bet their /ives on their rugged Super Rayon cord 

tires. And test drivers at Motor Vehicle Research, outstand- 

ing independent testing authority, prove it. By hitting gran 

ite blocks at speeds up to 60 m.p.h. they dented rims— but 

didn’t hurt their rayon tires! AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York 1, N.Y. 
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How to Help Dealers With TBA 


Here's one dealer's advice to the Oil Industry TBA Group: 





@ Simplification of present TBA lines is a pressing need 
@ Dealers can use a hand in training driveway salesmen 
@ They'd like more courteous, “customer-like’ treatment 
e A voice in promotion and merchandising plans would help 


DEALERS are being snowed unde 
by the multiplying types and sizes of 
IBA products, says Bob Fulghum, 
who operates a Humble station in 
Fort Worth, Tex. Following last year’s 
example, the O'l Industry TBA Group 
invited a dealer to speak before the 
annual convention at St. Louis in late 
November. 

Too Much Inventory 
lines have a_ three-way 
dealers, Fulghum says. 

e First is storage space. “It stands 
to reason that if we are asked to 
handle a complete line of tires, bat- 
teries, spark plugs, filters, fan belts, 
gas tank caps, radiator pressure caps, 
plus innumerable other items, we 
must be able to store these items in 
a manner which will assure that they 
will be safe and in presentable con- 
dition for sale to our customers.” 

e Second is display space: “We, as 
dealers recognize the need for nice, 
attractive Fulghum. 
“However, let’s face it. With increas- 
ing numbers of items in our TBA 
lines the possibilities for effective dis- 
plays of these same items are being cut 
down tremendously 

e Third is capital. 
customers properly, the dealer has to 
invest more money in inventory, Ful 
ghum points out. “And today’s money 
picture isn’t as bright for many busi 
nesses, including many service stations, 


Larger TBA 


impact on 


displays,” says 


To service his 


as it has been in recent years,” he 
Says 

As an example, Fulghum calls at 
tention to one fan belt in his own 
line that fits a number of cars. In 
another supplier’s line, five belts are 
needed to fit the same cars 

The problem is serious and needs 
prompt action. A dealer today may 
have to drop a given TBA item, says 
Fulghum, “solely because it has ex- 
panded beyond his reach in increased 
costs, crowding out display space and 
jamming storage facilities.” 

We Have to Train—Because of the 
high rate of turnover in station labor, 
says Fulghum, the average dealer is 


fighting hard to keep a crew of good 
driveway salesmen—‘the men who 
really do the big selling job in to- 
dzy’s modern service station.” 

time, and 


adequate 


There’s a shortage of 
few stations have 
“where we can get the men aside and 
hold their attention while training 
them.” Nor do we have the money 
to rent facilities for training our men 
properly, Fulghum adds. He has no 
ready solution but suggests that a co- 
operative effort by manufacturers, oil 
companies and might have 
good results. 

We're Customers!—Dealers for sev- 
eral companies, says Fulghum, tell 
him they get little, if any, “customer 
when dealing with company 


space 


dealers 


service” 
personnel 

The dealer is human and appreci- 
ates common courtesy and a little 
recognition, too, says Fulghum. Not 
the “red carpet,” but something on a 
par with the treatment a dealer ac 
cords his own customers on the drive 
way 

The answer, says Fulghum, may be 


found in an old saying: “Familiarity 
breeds contempt.” Close relations be- 
tween oil company and dealer are of 
real value, he said, but the dealer’s 
status as a customer is too easily sub- 
merged. “A litthe courtesy and im- 
proved service can lead to much bet- 
ter cooperation 
groups,” Fulghum says. 

We Promote, Too—Dealers of all 
companies have wondered for years 
who dreams up the sales promotion 


between our two 


and merchandising programs they are 
expected to use, says Fulghum. While 
many are sound, he thinks dealers 
could suggest improvements 

He likes Humble’s recent practice 
of giving dealers a voice in planning 
merchandising and promotional pro 
grams for the coming year, and re¢ 
ommends the idea for all who have 
not tried it 


Dealer Needs Get Answers 


Walter E. Anderson, vice president 
of Globe-Union, Inc., Milwaukee, en- 


(Continued on page 120) 


Meet the TBA Group's New Chairman 


THE OIL INDUSTRY could double 
its present TBA volume and still be 
a long way from supplying all the 
IBA needs of its gasoline customers 
B. Sloneker, TBA manager of 
Phillips Petroleum Co. He’s new na 
tional chairman of the Oil Industry 
IBA Group 

A former tire dealer in Plainview 
lex., and a longtime Firestone sales 


says | 


executive, Sloneker has seen a rise of 
300% in the oil industry’s TBA sales 
in 10 years. “I see no reason why 
we can't go ahead another 10% in 
1958,” he says. “That’s double the 
rate of growth for TBA generally.’ 

ihe Sloneker 
daughters and four 


family boasts two 
grandchildren 
He's been married 31 years and still 
regards his wife as his favorite bridge 


partner. 
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119 





Tires—Batteries—Accessories 





TBA MANUFACTURERS chose these men as their 1958 officers: (left to right), 
Edward E. Stevens, Mansfield Tire and Rubber, secretary; Hugh Bullock, Olin Ma 
thieson, vice chairman; Harold L. Danziger, R. M. Hollingshead, chairman 


(Begins on page 119) 


dorsed Fulghum’s views on TBA sim- 
plification. “Industry can’t be com- 
placent about the dealer’s inventory 
problem,” he said 

Anderson told the TBA group he 
was sure the battery industry’s engi- 
neers could find the ingenuity to solve 
minor dimensional variations in bat 
teries “to the complete satisfaction of 
both dealer and consumer.” 

Line simplification, said Anderson, 
follows concepts of cost reduction 
that are basic to the growth of the 
American economy. He went on to 
predict that in 1958 some marketers 
will offer battery lines that will make 
it possible to service all cars with as 
few as four batteries. (See page 114). 

loo Many Tags—Another idea for 
making life simpler for the dealer 
Lightburn, gen- 
eral sales manager, Purolator Prod- 
ucts. He suggested that TBA manu- 
facturers work out among themselves 
a simple way of cataloging accessories. 

If 10 companies make a particular 
accessory for the same model car, 
each will have a different name or 
code number, Lightburn pointed out. 
‘It would be far simpler,” he said, 
“if the dealer could know that all oil 
filters marked ‘M-57’, for example, 
were used on 1957 Mercurys. A little 
standardization, which would take very 
little effort on our part, would save 
hundreds of man-hours every week.” 

foo Many Tires—The future may 
bring more kinds of tires instead of 
less, said BE. F. Tomlinson, president 
of B. F. Goodrich Tire Co. 

Low-profile, 13-in. tires, collapsible 
spares, and perhaps even 2-ply tires 
may make their appearance, he said. 

There’s a way, though, for dealers 


came frem James B 


120 


to help themselves. They can concen- 
trate on the equipment level tire, 
which Tomlinson believes offers the 
best buy. And if they want to further 
simpify their inventories they can 
cease carrying tubed varieties of 15- 
in. tires. 

More Warehouses—Both ‘Tomlin- 
son and R. B. Carpenter, TBA man 
ager, Standard of Kentucky pointed 
out that there are now more TBA 
warehouses backing up the dealer 
than ever before. 

Carpenter said his company now 
has 10 regional warehouses and 14 
sub-depots, for a total of 24 company 
supply points. In addition, TBA stocks 
have been set up in 380 bulk plants 
now operating on a distributor basis, 
aimed at giving dealers better local 
service, 

Move Antifreeze—One way a 
dealer can ease the inventory burden 
a little is by early antifreeze sales. 
Some tips on how to do this were 
presented by A. I Tongue, 
manager, Olin-Mathieson, in a film. 


sales 


New TBA Group Officers 


For the coming year, the Oil In- 
dustry TBA Group chose L. B. Slo- 
neker, Phillips Petroleum Co., na- 
tional chairman. Vice chairman will 
be W. J. Matson, Tidewater Oil Co., 
Western Division. Secretary will be 
E. D. Digweed, Cities Service Oil 
Ce... 4 hicago. 

Chosen chairman . was 
George K. Ezeard, Cities Service Oil 
Co., Ltd., Toronto; Eastern chairman, 
M. W. Wolfe, The Texas Co., New 
York; West Coast chairman, G. S 
Wheatley, Standard of California. 


Canadian 


NATIONATI 


Battery Boom 


Goodrich executive sees 
record replacement sales 
in the coming year 


RECORD SALES of 27.3-million re- 
placement batteries were predicted 
for 1958 by G. F. Stenger, B. F. 
Goodrich Co., at the annual conven- 
tion of the Assn. of American Bat- 
tery Manufacturers held at Chicago 
in late November. The figure is 5% 
higher than theexpected total for 
1957. 

Average battery life is increasing 
slightly in spite of an “unhealthy” rise 
in the proportion of second line bat- 
teries sold. Replacement ratio is esti- 
mated by one member at 0.385 per 
car, said to be the first time it has 
dropped below 0.4 batteries per car. 

Newly elected president of the 
battery manufacturers’ group is D. 
Nevin Smith. Smith is vice president 
of the Electric Storage Battery Co., 
Philadelphia. 

John Duncan, Gulf Oil Corp., Pitts- 
burgh, was elected 1958 chairman of 
the AABM_ Merchandising Section. 
Vice chairman is John Casserly, Elec- 
tric Storage Battery Co., Cleveland; 
secretary is W. F. See, Western Auto 
Supply Co., Kansas City. 


What's New in TBA... 





Distributor points 


. called Blue Streak Lubripoint sets, 
have built-in felts called Lubri-wiks 
for controlled cam lubrication. Man- 
ufacturer claims Lubripoint sets pro- 
vide continuous lubrication of cam 
high points without grease build-up 
on the flats of the cam and minimize 
rubbing block wear. Sets are factory 
pre-assembled for easy installation. 
Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, 
New York, offers point sets for all 
popular cars 


Plastic replacement lenses 


are said to meet or exceed orig- 
inal manufacturer specifications. Line 
includes red lenses for stop and tail 
lights for Plymouth, Dodge, Chevrolet, 
Ford, Buick and Pontiac models 
through 1957; and clear lenses for 
parking, back-up and directional sig- 
nal lights. Catalog sheets and price 
lists available from Alco Div., of 
Auto Lamp Manufacturing Co., 2909 
Indiana Ave., Chicago 16, III. 


(Continued on Page 122) 


PETROLEUM NEWS * January, 1958 





- MILESTONES. IN” 
“POWER PROGRE SS 


(NO. oi “iN 4 SERIES) 


<a < 


1888 — The first practical pneumatic tire — by Dunlop 


1955 —Globe was first with ‘one-package delivery’ of 
those go-togethers—dry-charged batteries and acid 


Tires and cars — acid and batteries — 
inseparables, each valueless without the 


other. And Globe was first to develop 


the package that delivers dry-charged 
battery and acid together, as they be- 
long. One package, but all ingredients — 
and method — for the swiftest, simplest 
activation of an inert battery into a 


brand new source of starting punch. 


First end to waste, measuring and guesswork 


Bringing a Globe to life is this simple and sure. Slip each 


unbreakable, disposable bottle of pre-measured electrolyte into 
safety sleeve provided. Snip off bottle spout — and pour in the 
fresh Globe power. Battery may be on display for months, but 


suddenly it’s new when it’s a just-now-activated Globe. 


Another milestone in power — another first for Globe! 


SPINNING POW,, 


: uBE 


ee so ost 


First for faster, lower-cost delivery 


Compact cartons and lightweight plastic electrolyte 


bottles cut shipping costs. Globe's 
strategically located, with fourteen 
charged batteries 

ATLANTA, G 

HOUSTON, TEXAS 

MEMPHIS, TENN 

PHILADELPHIA, PA 

CALIF HASTINGS-OP 


iio GLOBE-UNION INC. 


MILWAUKEE 1, 


WISCONSIN 


If it’s Petroleum-powered there’s a GLOBE-BUILT BATTERY right from the start! 











OIL SUCTION AND 
DISCHARGE HOSE 


Ni Quality Pays Off... Cetra Jowice Life! 


Everything in Goodall’s many years of hose-building experience has 
contributed to the design and construction of ‘‘Oil King” to insure utmost 
reliability in oil and gasoline suction and discharge operations between 
tanker and dock. 

Tube is a smooth, tough ‘Synplastic’’” compound which offers minimum 
flow-resistance and withstands, throughout its long service life, the 
deteriorating action of oil and gasoline. It is inseparably bonded to the 
carcass, which is of multiple-ply, high-tensile fabric construction, with 
steel wire reinforcement to assure maximum resistance to bursting. 


sR 


The durable bonded-on cover is also “Synplastic!’” —highly resistant 
to abrasive wear and weather. 

Despite its rugged build and great strength, ‘‘Oil King” is extremely 
flexible—and stays that way. Made in sizes 4" to 12", 1.D., and in 


maximum lengths of 50 feet. 


“If it’s GOODALL it MUST be GOOD!” 


Contact Our Nearest Branch for Details and Prices 


Standard of Quality—Since 1870 ) HOSE + BELTING - FOOTWEAR + CLOTHING 
AND OTHER INDUSTRIAL RUBBER PRODUCTS 


Y Rubber Company 


GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 


BRANCHES AND DISTRIBUTORS THROUGHOUT THE UNITED STATES. 
IN CANADA GOODALL RUBBER CO OF CANADA LTD., TORONTO. 
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Ammeter kit 


is designed for installation on 
late-model cars whose warning-light 
no-charge indicators do not show the 
charging rate of the battery-generator 
system. Meter is calibrated in the full 
60-0-60 amp operating range with an 
expanded scale between O and 30 
amps. Universal bracket simplifies 
mounting on lower edge of all in- 
strument panels. Fits either 6 or 12 
volt systems. Made by Hoyt Electri- 
cal Instrument Works, 42 Carleton 
St., Cambridge 42, Mass. 


Mirror line 

. is designed to meet the growing 
foreign and sports car market. Line 
consists of four new rear-view mir- 
rors, under the trade name of Super- 
site, for mounting either on front 
fenders, on doors or above headlights. 
Mirrors list from $2.90 through $5.20, 
packed 24 to a carton. Manufacturer 
is Supersite Corp., 302 Seymmour 
Ave., Derby, Conn. Canadian sales 
are handled by Dominion Auto Ac- 
cessories, Toronto, Canada. 


Combination battery-charger 

called the Pelco-Pak is a new 
all-metal unit designed to carry either 
a 6 or 12-volt battery alongside a self- 
regulating battery charging unit. Has 
sturdy carrying handle and hold-down 
bracket attachment with quick snap 
fasteners for easy installation in an 
outboard motor boat, fishing shanty 
or anywhere the outdoorsman needs 
electric power or light. Battery is re- 
charged by plugging the built-in charg- 
ing unit into any 110-volt, 60 cycle, 
AC outlet. United Motors Service, De- 
troit 2, Mich 


NATIONAL PETROLEUM NEWS * January, 1958 








Farm tire specifications 

. are contained in a new 4-page 
pamphlet that can be carried in a 
pocket and is also three-hole-punched 
for including in a binder. Also in- 
cluded are capacities of tractor tires 
and tire antifreeze data. Copies avail- 
able from advertising department, 
Dunlop Tire & Rubber Co., Buffalo 
a N.Y 


Super power torch 


called the Satellite, is a light- 
weight portable 6-volt lantern weigh 
ing only 22 oz. This new four-cell 
torch is designed to combine the com 
pact handiness of the family flashlight 


with the long distance power of port WAM Me I) 
able lanterns, but without the bulk 1a *NEW 
: | 5 s 
and weight of conventional 6-volt ‘MN quall e° ’ 
lights. Retail price $3.29. Burgess HA ih | LOW OIL SAFETY CONTROL 


Battery Co., Freeport, Ill 





is standard equipment on most 
Champion compressors. Auto 
matically shuts off both motor 
and compressor when oil level 
4 drops below the safety mark. 
Western TBA meeting . Effectively prevents machinery 
The Western Division of the Oil | : \ breakdown and costly work 
Industry TBA Group will hold its | stoppage! 
1958 annual meeting at the Santa 
Barbara Biltmore hotel in Santa Bat 
bara, Cal., on March 31st and April 
io ee ~ portable; upright or horizontal; electric or gasoline. 
formation is available from John C. 
Harris, arrangement chairman, Sea- Write for YOUR copy of new 
ig and ee ee ree Champion Catalog FE today. 


What Suppliers Are Doing . . . 








83 models—sizes from '% hp to 20 hp; stationary or 





our 38th year 


Auto-Lite-Chrysler contract | MARA oa Oo ae 


: covers Chrysier’s requirements | 

| MATIC MACHINERY CO 
for next three years for starters, gen- | PNEU c ° 
erators, coils, voltage regulators. dis } 825 N. Pleasant Street, Princeton, Illinois 
tributors and ignition wiring. Auto 





Lite also agrees over this three-year 
period to provide technical training 
for Chrysler’s expanded staff of igni 


tion specialists to the end that Chrys | WHY _DO OIL MARKET ERS) ( BECAUSE ITS FULL OF 
ler can manufacture its own electrical N READ NPN 5 = = e gonried / 
equipment for 1961 models. Auto e \ \ MAKING IDEAS | 


Lite will have the right to supply 


Chrysler's replacement requirements Y NX Bo >= 
through at least the 1968 model year a SE 
Ss 2 








New contract leaves Auto-Lite free 
to bid for other original equipment 
business at least by 1961; and leaves 
Chrysler free to dicker with other 
suppliers. Unaffected are Chrysler | 
purchases of Auto-Lite spark plugs, | 
miscellaneous electrical items and | aa 
large volume of automotive trim such 


as radiator grilles | * National Petroleum News 


. } "hy any) for oil rhet mad } 
£¢ ontinued on page ] »4) The WiAGaZINE 0 wa ( “wow Loewe 
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(Continued from page 123) 
Bottery manufacturing plant 
will be built by 
I impa Fela 
lion dollar 


(slobe-Union in 
to cost more than a mil 
omplete with machinery 
and equipment. Site has been acquired 
Industrial Park area, 

ind completion is 
pring of 1958. Part 


expansion program, 


n lampa’s new 

north of the city 
cheduled for the 
of a long-range 

the new plant is Globe-Union’s six 
teenth branch factory 


Harrison thermostats 


have been added to the TBA 
line by Tidewater’s Eastern Division. 
fo launch the new line with Tide- 
water Harrison is offering 
them a special package of 30 thermo- 
stats, plus a Columbian all-metal ice 
chest (retail value of $9.95) for an 
extra $3.95. Dealers who buy the 
recommended assortment of 30 ther- 
mostats also combination 
metal storage and display cabinet. 


dealers, 


receive a 





OILCO 


Spring- Matiee 


SIMPLIFY 








TRANSPORT 


LOADING 


No. 450-AM 
3” and 4” 


Oilco Spring-Matic No. 450-AM_ provides all the 


elements for trouble-free loading, ease of operation, 


compactness, greater flexibility, less evaporation 


losses, and minimum cost. 


Available in different models and sizes 


to meet all applications 


Representatives in all leading cities, U. $. and Canada 


OIL EQUIPMENT MANUFACTURING CO. 


INCORPORATED 
3100 VERMONT AVE., LOUISVILLE 11, KY. 


NATIONAL 


Management Program 


.. .for tire dealers will be held at the 
University of Akron Feb. 3-8. As in 
the previous three years, it will be in 
charge of Dr. Warren W. Leigh, dean 
of business administration. Fee of 
$150 includes tuition, luncheons, din- 
ners and banquet. 


Extravagant battery claims 

... have appeared recently from new 
sources. That miraculous fluid that 
made so much stir in Washington a 
few years ago is now being marketed 
on a mail-order basis by a_ newly 
formed Eastern concern. “Recharges” 
dead batteries, runs the claim, and 
makes them last and last. Only pro- 
vision is that they must be “mechan- 
ically sound”. And there’s another 
$40 battery being sold from Southern 
California, claimed to outlast the own- 
ers car. Brand name is that of a 
metal often costly, 
special-purpose batteries of European 
origin. Some of the metal is said to 
be incorporated in a new grid alloy, 
thus providing the battery with its 
magical powers 


associated with 


Aluminized steel mufflers 

. have an average life expectancy 
of 58 months, or double the 29.3- 
month uncoated _ steel 
mufflers, according to Armco. Steel 
Corp., Middletown, Ohio. Armco is 
circulating data assembled from road 
tests on more than 100 privately 
owned cars to support its claims. 
There is a growing public demand 
for better replacement mufflers, Armco 
believes, because of the more costly 
muffler systems used on modern cars 
Also, says Armco, conventional muf- 
flers wear out because 
of higher engine horsepower, lower 
car designs——which mufflers 
away from the engine so that they 
cool too quickly—and slow warm-up 
of one side of dual exhaust systems 
in some cars 


average of 


faster today 


force 


Champion Spark Plug Co. 


has begun work on a million- 
dollar engineering and research proj- 
ect adjacent to the company’s present 
Toledo plant. Two buildings will be 
erected with total of 35,000 square 
feet. One will house offices, drafting 
rooms and research laboratories. The 
second building will contain the en- 
gine laboratory for determining spark 
plug requirements and testing spark 
plug performance. 
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Tubeless tire use 


. Stands at 35°‘ of all cars on the 
road this year, as aga.nst 26% last 
year, Look magazine 
Acceptance is growing too, the Look 
survey finds, with 39% of all owners 


according to 


saying their next tire purchase will be 
36 last year. A 


paradox also disclosed by the survey 


tubeless as against 
is Increasing dissatisfaction with tube 
less tires. Last year 15 of tubeless 
users had complaints of some k.nd, 
while this year the figure rose to 21% 

Biggest complaint concerned 
air leakage and loss of pressure. Next 
on the list was the difficulty or ex- 
pense in repairing punctures. The first 
group totaled 39%, the second 16% 

Look conducts the annual automotive 
survey formerly sponsored by Crow 
ell-Collier 
azine is at 484 


York 22, N. \ 


S.ngle 


Headquarters of the mag 
Madison Ave., New 


Service station supply 
Angeles has been ap 
IBA merchandise 


service stations 


of Los 
po.nted supplier of 
for Wilshire Oil Co 
SSS distributes a 
IBA merchand.se 
Station 


complete line of 
with the exception 
of tires—plus supplies and 


small tools 


New belt-hose program 


has been devised by B. F. Good 
rich for these two 


products. Plan comprises new fan belt 


merchandising 


packaging; new radiator hose con- 
struction and labeling; one belt price 
and only two hose prices; an inven 
tory aid in the form of a Recorder 
Fab that can be torn from the pack 
age at the time of sale and used for 
reordering; and a new merchandising 
dispenser that holds combination stock 
radiator hose. All 


$2.50. price 


of fan belts and 


fan belts now carry a 
Radiator hose prices are $1.75 under 
S50 tor 10-in. and over 


1} ¢ 
1G-in., and $ 


You'll make the MOST 
from the LEAST with 


SYSTEM 





Valvoline antifreeze 

. In both glycol and methanol types 
has been introduced by the Valvoline 
Oil Co., Ashland Oil and Refining 
subsidiary, Freedom, Pa. It is being 
marketed by Valvoline and by 
Ashland 
Frontier, Galena, plus R. J 
Co., and their 


these 
Aetna 
Brown 


other subsidiaries 


each of distributor 


outlets 


Pennsylvania Tire Co. 


has established new 
ind warehouse tacilities 
Pacific Northwest are 
Ore. Finley W. Leas 
sules activities in Oregon 
ington, has charge of th 
assisted by Christopher ©. Sh 


Warehouse Maunave 


(¢ 


ew JOYCE “A 3” 


DRIVE-ON SUPERSTRUCTURE 
HANDLES ZZ CARS! 


“a ~ takes "em low! 


= 


takes ‘em standard! 


=£ FY 
| ====., 
2 , 


Now ... increase profits... give every customer faster, better 


service—no matter what car he drives . . 


. large, medium, small 


... low slung... Foreign or Domestic. 


takes ’em low! 

New, lower 5” overall height 
superstructure (2'2” lower than 
former superstructure) quickly, 
easily handles lowest, longest 
modern cars . . . no more under- 
car damage. 

takes ’em small! 

New 2” wider runways welcome 
small, narrow tread cars .. . in- 
cluding Nash Metropolitan... 





new width between guiding 
edges of runways is 38'2”. 


takes ’em standard! 
Overall superstructure width is a 
big 77” —sufficiently broad for 
fast, safe placing of all standard 
tread cars. 

SEVEN MODELS... all with Proven 
JOYCE Drive-on Superstructure 
Features and Famous JOYCE 
Jacking Unit. 


Write today for descriptive Bulletin 146-L! 


THE JOYCE-CRIDLAND CoO. 


U.S.A.: DAYTON 3, OHIO 
CANADA: Midland Foundry & Machine Co,, Lid., Midland, Ontario 
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Tires—Batteries-—Accessories 





Heavy-duty brake fluid 


that conforms to SAE specifica- 
tion 7OR1 is now the only kind that 
can be sold in Pennsylvania. Penn- 
sylvania is the 12th state to outlaw 
the light-duty, low vaporiz.ng type of 
brake fluid 





News About People... 





Horizontal 
Wraparound 


William C. Weirath has been pro- 
moted to manager of commercial tire 
sales for General Tire & Rubber Co., 
from his former post as assistant 
manager. He joined General in 1944 
as an engineer on the Kraft system 
of retreading and recapping. 


ILLINOIS 


CHICAGO 47, 


Jack S. Truax has 
been promoted to 
zone Manager at 
Minneapolis — fot 
Fram Corp. He 
was formerly dis- 
trict manager at 
Omaha. He will 
be responsible tor 
Fram distribution 
and = merchandis- 
ing in North and 
South Dakota, 
Minnesota, and parts of Wisconsin 
and Michigan 


PNoMT-Uixer-te Mey llaleM- Lite Me la-t-1(-lme- isi let-sel ent 


Te Motelailel(al-emcelme cal: Mel e-t-1¢-1- a7. LOL 
district manager or write direct. 


Tam alelar4eliic- |i Maile lal diate Mim ate) ar-Colellevelar-1 


Tadielauir-Lecelamerelile- (ein ’2ell] me (eler-1 Otel inl olor) 


Truax 


George Spaulding has been named 
to the new post of director of research 
for Electric Auto-Lite Co. A graduate 
of the U. S. Naval Academy, Spauld- 
ing has been with Auto-Lite since 
1948, most recently as chief ignition 
engineer. Auto-Lite is expanding its 
research and development program 
for the three-fold purpose of improv- 
ing present products, extending prod 
uct lines to markets not now served, 
and to develop products in entirely 
new fields 


WW 
aid 
a 
Ww 
> 
< 
=) 
2 
< 
a 
a 
Yn 
= 

fy 
S 
in 
N 
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Harry I. Good- 
enberger has been 
made manager ot 


ee 


the service sales 
and equipment 
division of Good 
year Tire & Rub 
ber Co. He suc 
ceeds Max F. 
Moyer, who has 
been placed on 
special assign 
ment work fol 
lowing recuperation from a recent ill 
ness. Goodenberger was previously as- 
sistant manager of auto tire sales, and 
before that was manager of Good- 
year’s racing tire headquarters in Day- 
ton, Ohio 


Goodenberger 


Service Station 
fot e) |, | ad Of © More) 1 te) 7 Wale)” 


trendsetting 
lighting... 


design for 
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Gashoy § CUodets... 


CONSUMER-COMMERCIAL PUMPS 


For 7Horxe efficient and 
profitable dispensing of 
petroleum products 


on FARMS 
FLEETS 
INDUSTRY 
CONSTRUCTION 
SERVICE STATIONS 
RAILROADS etc. 


rédua aced models 


from which to choose 


There s a Wilson pump, hand or 
electric, for every size consumer 
commercial account. Manufacturing 
GASBOYS, KEROBOYS, OILBOYS, 
AND ROTABOYS for the Oilman ts 
our full-time business This 
specialization is the reason for the 
overwhelming popularity of Wilson 
pumps and outfits 


Backed by over a quarter of a 
century of engineering and manu 
facturing experience... every pump 
and outfit is designed, engineered, 
machined, assembled, tested and 
shipped from within our modern 
plant all adding up to greater 
value and performance for GASBOY 
KEROBOY, OILBOY, and ROTABOY 


users 








ae LANSDALE, PA. 
Write today for NEW MANUFACTURERS OF GASBOYS. KEROBOYS. OMBOYS AND ROTABOYS 
Complete Catalog 
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Removing vacuum hose from hook creates suction. .. for cleaning floor, seats and ashtrays of cars 


Vacuum Cleaning: New Twist in 


@ At West and Southwest stations, the vacuum hose is joining 


the gasoline hose at the pump island 


@ It's all done with a built-in, commercial-type vacuum plant 


WANT A GIMMICK to make service at your sta 
tions stand out? Here’s how a Dallas jobber and a 
San Francisco discount house are doing it 

@ They've built’ central vacuum cleaning sys- 
tems into new stations, with outlets at islands 

@ Vacuum hoses are hung on hooks between 
pumps 

@ Attendants vacuum the inside of every cus 
tomers car as a tree (and easy) Customer service 

Knox Oil Co., Deep Rock jobber of Dallas, Tex., 
has eight new stations equipped with central vac- 
uum cleanings systems. Charles Knox, president of 
the firm, says that today—with most stations offer- 
ing about the same service—even one new idea 
ean attract new customers 

Jack Rising, manager of the Marin Associated 
Consumers station in San Rafael, outside of San 
Francisco, says: “We give the customer everything 
we ve got while he’s in the station. Once he pulls 


out we no longer have a chance to impress him. 
Except when we have other customers waiting, 
the extra service doesn’t cost us anything. There’s 
no sense giving the car a lick and a promise, get- 
ting it Out in a hurry, just to wait for another cus- 
tomer. You might as well spend your time being 
productive.” 


Marin Associated Consumers is a so-called dis- 
count house. The new M.A.C. station is an adjunct 
to the parking lot for the M.A.C. store in San 
Rafael (for news about the spread of gasoline mar- 
keting by California discount houses, see page 
21). 

Offer To All—Except for rush periods, both 
Knox and M.A.C. offer vacuum service to all 
comers. Both coach their men to say: “May I vac- 
uum the inside of your car?” 


Phe suggestion is still a novelty to most custom- 
ers. Often they’re curious enough to get out of the 
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Central unit's dustbags are simple to empty 


sland Service 


car to examine the equipment. Some assume 


there’s a charge, so the free angle needs occa- 
sional emphasis 

About 60% of M.A.C. customers accept the sery 
ice. They evidently pass the word along, since 
new customers frequently mention it. Most who 
turn it down explain they’re in a hurry or just had 
the car cleaned. Once in a while a customer will 
ask to have the trunk cleaned also. 

Why It’s Built-In—A central system is_ bette: 
for several reasons, these marketers say 

They believe it’s more powerful and can do a 
better job. You can easily clean out ashtrays, too, 
and they think customers like that 

Its always available, yet leaves the driveway 
clear. That means it’s less trouble to use, so it’s 
more likely to be used often 


All the trash is carried to a central point where 


it’s easily disposed of. 
Strongest of these reasons Is instant availability 
The users like the multiple outlets at the island 


hey point out that all you have to do is lift the 


hose off the hook and you've got suction 
They think it’s important to make the extra serv 
ice as easy and natural to render as possible. They 
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also believe both customers and employes are im 
pressed by the very fact that the system is a built 
in part of the station 

Both these marketers passed up the idea otf 
special service islands combining air, water and 
vacuum cleaning, located at the side or rear of the 
driveway. These have been installed as self-service 
facilities by a few independents 

Self-service islands have also been tried by 
some major companies, but so far they haven't 
caught on. One independent who uses them is the 
Saveway chain of large multipump stations in the 
Philadelphia-New York area 

Knox sees some value in adding vacuum clean 
ing at the side or rear along with air and water 
Although he hasnt put such islands in any of hi 
stations yet, he thinks they might effectively sup 
Instead 
of self service, his idea is to station a man at the 


plement vacuum cleaning at the pump: 


special service island to render the cleaning sery 
ice at times when there’s a rush of business at the 
pumps. 

Easy Installation—The vacuum cleaners in the 
Knox and M. A. C 


hotels. commercial buildings and for numerou 


stations are the type used in 


industrial applications. Both concerns bought vac 
uum units from the Spencer Turbine Co., Hart 
ford. Conn., and had the plumbing contractot 
install the underground pipes 

Cleaning units, called vacuum producer: 
available in a range of motor horsepowet 
from 2 hp up. A 5-hp or 7! 
of the average station. Knox figures a complet 
installation adds about $1,500 to the cost of 
Station 

M. A.C. paid $900 for the equipment in its ne 
San Rafael station, plus $300 for installing 
underground lines. It’s also possible to run o 


hp unit takes care 


head lines of 16-gage steel tubing tn station 
canopies. Cost Is estimated at about S1IOO 
island 

Main suction lines are 3-in. diamet 
feeders. Feeders are coupled to light 
pump island. Poles must be plugged 
maintain vacuum 

Mhere’s vacuum in the system tim Out 
lets in the light poles are normally cl 
valve operated by the hose hook Pakine 
off the hook allows a spring to 
creating suction immediate] 

Old Idea, New Form —Vacuu 
the car is included at many stati 
wash job. Some deale: 
lube customers, too. Oil market 


perforn 


long approved both practice 
the theory of 


customer 


VacCuun 


In ma ’ these perm 
and M. A. C. have gone be 


laid down h ird Casi 





No car has ever obsoleted the Weaver Twin Post Lift! 


i J /\ L / 
. 1958 
AGAIN PROVES i 
WEAVER’S 
ABILITY to 
design lifts 


that do not 
/ 


become obsolete! 
L 


oT “\ is 


1958 EDSEL is shown above raised on Model EC-102 Twin Post Lift. 


Performance in handling 1958 cars--as well as earlier models--proves 
WEAVER TWIN POST LIFT 


is the best “number-one?” lift 
For Oil Company service stations 


IT WILL PAY YOU, in many ways, to standardize on MODEL EC-103 Electrical-Oil Operated Full Hydraulic 
the Weaver Twin Post Lift... T 


This great “ALL-PUR- Twin Post Lift has a capacity of 16,000 Ibs. (8,000 Ibs. 
POSE” lift makes stations more profitable. per piston). 





To you, as a buyer—and also from the standpoint of 
rendering profitable service—it should mean a lot to know 
that no new model car has ever obsoleted the Weaver 
Twin Post Lift... It handles 1958 models—or older 
models—long, medium or short wheelbase. 








oo ——_ 
P 


--* 
ooo” 


This great a/l-purpose lift is rail-less, and provides 
unobstructed chassis accessability—lifts cars at outer ends 
of lower control arms for completely relaxed front suspen- 
sion and proper ball joint lubrication—the safe way to 
handle Air Suspension cars . . . Current model Weaver 
Twin Post Lifts, with standard adapters easily handle 
jobs that can wot be raised safely on other make lifts. 


WEAVER MODEL EC-102 is capable of handling vari- 
ous wheelbase lengths. An ideal combination is 76” mini- 


: ° dle 
mum to 160° maximum—which permits lift to be the mone 
Lreatest possible 














profit making piece of equipment for 





all purpose use. 


ADJUSTABLE FRONT and REAR SADDLE ADAPTERS 

are standard on EC-102 and EC-103 Twin Post Lifts. 

MODEL EC-102 Air Operated Full Hydraulic Twin Illustration above shows range of Adapter adjustment. 

Post Litt has a capacity of 11,000 Ibs. (5,500 Ibs. per Adjustable Rear Adapter and Saddle Assembly available 
piston) © 150 p.s.a. air pressure. ‘ for early model Twin Post Lifts. 


FOR DETAILS — Ask for Bulletin NPN-457. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts .. . Triple Post Lifts . Single Post Roll-on, 
Free-Wheel and Frame Type Lifts . . . Unit Lifts . . . Bumper Lift . . . Car Washers 

. . Wheel Alignment Equipment . . . Headlight Testers ... Brake Testers . . . Wheel 
Balancing Equipment. . . Jacks . . . Wheel Dollies . . . and Air Compressors. 
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i 


o~ ~ 


Tyo Yen 


At Troy Oil, They've Gone on the Wagon 


the beverage-type wagon, that is. 


Troy, an Indianapolis Tidewater 


jobbership, prefers this truck to the vans or panel trucks generally used for 
motor oil, TBA and other package merchandise. | oading and unloading is 
said to be faster and safer, and there’s no center aisle to take up space 
The truck is operated by a driver-salesman who calls on service stations, 


garages and commercial accounts. 


What's New in Equipment .. . 





New credit card system 

a method of coding dollar 
New 
series of 
dot 


ties in 
amounts on the charge ticket 
imprinter 
imprinting a 
amount of 


credit card has 


movable dials for 
code to sal 
along with conventional figures 
Cards at the central accounting 
office are fed into a translator between 
two the 
upset an electronic The up 
setting of the balanced 
circuit puts the information into the 
translation unit for 
version into punch card, punch tape 


represent 


sensitive heads, where dots 
circult 
previously 
and storage con 
magnetic tape or magnetic drum com 
puter language. Process eliminates 
manual key punching. Standard R« 
ister Co., Dayton 1, Ohio 
Circle No. 1 on coupon 132 


page 
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Island merchandiser 


offers full-view picture window 
IBA products from every 
angle on 38 sq. ft. of 
Othe: 

weatherproot doors 
locks, 40-watt fluo 


rescent lamps with heavy duty ballasts 


display for 
shelf displ 1) 
include full 


area features 


leneth sliding 
with instant-start 


and bumper guard door 
Shelves 


cun be used for tire display 


protectors 
Lop 
A\ ailable 
Stands 
wide 
land 


will support batteries 


in all-white or station colors 


30)-in 


Var 


long 
Co 572 UW 
Vinn 


No. 2 on coupon, J ve Is 
| pare 


67-in. high, 54-in 
Oesco Mie 
St. Paul 3 


Cire le 


Three superstructures 

for roll-on lifts are offered 
Ihe first uses 
those on pre 
but set slighth 


uses 


now 
as customer option 
the same runways 
models 
the second 
but with the 
third is a new 
with 


vious roll-on 
closer together 
runway 2” wider 
] height; the 


wider 


STV 
lower 

and design sufficient 
ince fol } \ t cars ind vith 
runways enough together te 
handle the most 1 
d Co 0) 

$ Ohio 


No. 3 


1rOw 


C ire le 


Equipment 


New Ford trucks 


for 1958 have new 


design carbu 


retors; higher capacity pumMNys 


walel 
> to | compres 
] 


models ot 


on 8-cvl. engines, LO 


sion ratio. Heavy-duty 


optional automatic transmission called 


Transmatic Drive and an optional 


high 
the 


capacity rear tandem axle. !n 


heavier series, optional tuel tan! 
capacity up te | Ih 
rged elects 


ont axl 


mecrease 0 gal 


have subm 
New 
an eight-speed 
\ new 40 
tor is provided on three 
the 
have new 
Motor Co 
Vic / 
No 


new tanks 


fuel pumps heavier t 


and transmission 


also available imp gen 
model 
and hea 
larger bi ike 


P ) Bo 


units in medium 
line 

I ord 
Dearborn 


Cire le 











Island display unit 


hor inned motor 


product 
MOTOTISTE-CV¢ 
Flat top pi 


I 
for 


Drama 


into 

may be 
ill four 
to open 


1 





ceptliac le 


picked up Viste 
automatically 


hovel OF 


{imerica 0) 


nylon filter tor 
without 
motor: ball 


Hild 


Equipment 


Mobile dispenser unit 


includes a detachable waste re 
vith a screen top for salvag 
thle Oil-Dri absorbents 
Slot 


delivers 


re-us from 


type release 


absorbent to 


dispenser floor for easy pickup Handy 


bracket is provided for hanging 
Oil-Dri Corp. of 


Michigan Ave., Chi 


COOP 


No 0 on 


COUPON 


Vacuum cleaner 


weighs 19 Ibs 
tank 
pick up 


bypass 


iS allealuminum 


four-gal. aluminum with 
dry 
h.p 
cushion casters 
Co., Ine 1217 
Chicago 7, Ill 


on coupon 


wet oO! 


filter 


change; 34 
bearing 
Mac Hlinle 


ton Blvd 


| le Ter 


Washi 


e FOR FURTHER INFORMATION 


On equipment or literature described 
below. Fill in the reply coupon, clip and 
® Readers’ Information Service 
NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N. Y. 


Vehicular desk 


fastens to truck dash by means 
of mounting bracket. Equipped with 
l-in. deep basket welded underneath 
to carry additional papers. Spring clip 
holds papers on working surface. Ball 
point attached at with 
chain neck light connects to 
vehicle electrical system. Product De- 
velopment Cor, id 0 Box 789, 
Norwalk, 


pen one side 


( pOOSC 


Conn 


Circle No. 8 on coupon 


Filter gun 


is a new tool for cleaning heavy- 
filters. Attached 
to an air line, a series of holes in the 
metal nozzle direct a metered air 
stream cleans the filter cartridge from 
top to bottom Provi- 
dence 16, R.1 

Circle No. 9 on 


duty carburetor air 


Fram Corp., 


coupon 


in this issue: CIRCLE THE NUMBER 


mail to 


Your Inquiry will be forwarded to the manufacturer. Void after Apr., 1958 





S 8g 
2 23 29 25 26 


Oo 6 2 as 4 «095. IG 17 
zt X28: 729: 30 
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Name 
Company 
Street Address 


City 





Tire merchandiser 


is designed to give driveway tire 
displays better impact by means of a 
novel stacking method. The No. 500 
rack stacks 15 tires in both horizontal 
and pyramid form 
high to top of spinner; 66-in. long, and 
20'4-in. wide. Weight approximately 
75 lbs. Price $30 with 
$33 with 5-in. casters 
nessy Co., Inc., 12 
L-nelewood, N ‘a 


Circle No. 10 on coupon 


Dimensions, 93-in. 


3-in. Casters, OF 
Jack P. Hen- 
Depot Square, 


Torque wrench adapters 


the range 
wrenches to 


are said to increase 
of small, low capacity 
as high as 900 ft-lbs. Adapters are 
conventional hand that permit 
use of box ends, ratchet ends or drive 
squares for sockets. All may be inter 
changed without altering the proper 
lever length. P. A Co: 
Addison, Ill. 


Circle 


tools 


Sturtevant 


No. 11 


on coupon 


Remote pump 


of the extractable 
removed without 
pipe connections 
fold bolts and breaking the seal 
man can lift out the shaft 
ridge assembly. Other 
clude lifetime sealed-in lubrication; 
adequate protection to permit “run 
ning dry” without damage; and siphon 
attachments for multiple tank 
Available in three sizes, 1/3, !2, 
3 


type may be 


disturbing existing 
By loosening mani 
one 
and cart 


features) in 


use 
and 
4 h.p. Also available is a new man 
hole, cover and pit liner to house the 
pump. Bowser, Inc., Ft Dis 

Ft. Wayne, Ind 


Circle 


Wavne 


No. 12 on coupon 
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. 
Magnetic gage 
for observation of liquid levels | 
is said to provide absolute safety in 


LPG or other installations where it is 
important to prevent the _ slightest Or 


escape of dangerous gases. Changes in 
liquid level operate a_ special float 


which in turn magnetically turns over > 4 
a series of edge-magnetized wafers every an ing jo 
° 3 aS 


No matter how you look at it, there’s a 


comprising the scale. One side of 

wafers is finished in bright red, the 

other in silver. Liquid level is accu- < ir = 
rately shown on the scale as a red 

band contrasting with silver above. 

Jerguson Gage & Valve Co., Adams 

St., Burlington, Mass. 


Circle No. 13 on coupon, page 132 


Self-closing drum faucet 


is claimed to be leak-proof when 
hand pressure is removed from the 
large lever-type handle. New type 
O-ring gasket uses a positive wedging 
action said to prevent any leakage 
due to swelling, shrinking, or crack- 
ing. Available in usual rigid style 
requiring thread compound; or in 
self-positioning, swivel-type spout that 
may be swung to any angle after the 
faucet is snug in the drum opening 
Protectoseal Co., 192 So. Western 
Ave., Chicago 8, Ill. 


Circle No. 14 on coupon, page 132 


Clearance-marker light , o. 

... IS Said to be the first one to be i; e : ” j P M S 
marketed with a reflex lens that pro- e% “ J és arine 
vides the added safety of a reflective A _ | 


surface when the vehicle is parked or | 4 / TT Terminal 


stranded without current. Lens is of aati | i 

snap-grip type, easily removed when Qe, Pum S 
necessary. On the two-bulb models, | —— $ p 
both bulbs are 2-cp, so that if one : 

bulb goes out the remaining bulb still 

exceeds SAE standards. The two-bulb 

models are available with vapor-proot 

fittings. R. k. Dietz Co., 225 Wilkin- 

son St., Syracuse, N. Y. 


Circle No. 15 on coupon, page 132 : 4 c ; » * , “ [sy , [P Gas 


Vapor-lock control \get . Fueling 
called a vapor diverter, has been =a — P ; Pumps 


developed for trucks and buses. De- 
vice consists of a standpipe housed in 
a base casting and glass dome assem- 
bly, mounted in the fuel line next to 
the carburetor! As liquid gasoline Whatever your need, choose from the complete line 
flows through, vapors rise above the Ask for Catalogs Br, Cr, Gr and Ho 
liquid level in the glass dome and are 
vented off through a return line to VI KI Te PUMP fete)’, PANY 
the tank. AC Spark Plug Div. of 
General Motors, Flint 2, Mich. 

Circle No. 16 on coupon, page 132 


Cedar Falls, lowa, U.S.A In Canada, it's “ROTO-KING’ p 
Offices and Distributors in Principal Cities 
(Continued on page 134) See Your Classified Telephone Directory 
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IOWA 





TRI-STATE EQUIPMENT COMPANY 


COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 

E. t4th St., Des Moines, lowa Amherst 2-197 
Member Na nal Oil Equipment Jobber Association 








MISSOURI 





TRI-STATE EQUIPMENT COMPANY 


COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
19 Southwest Bivd KANSAS CITY 8, MO 
Baltimore $568 
Member National Oil Equipment Jobber Association 











NEW JERSEY 


SERVING THE OIL INDUSTRY 


FOR 25 YEARS 


e OPW Valves and Fittings 

e Marlow Pumps 

e Blackmer Pumps 

e Erie Pumps and Equipment 


WE SERVICE THE EQUIPMENT WE SELL. 


TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson 3, N. J. 


NEW YORK 





EDWARD JOY COMPANY 
905 Canal St., Syracuse, N. Y. 
COMPLETE OIL EQUIPMENT IN STOCK 
Buckeye Valves, Tokheim Pumps, 
National Hose, ECO Tireflators 
Rectorseal Pipe Dope, Air Compressors 
Ever-Tite Quick Couplings, Pipe Fittings 








OHIO 





EQUIPMENT SALES CO. 


164 E. Exchange St., Akron 4, Ohio 

Phone—Jefferson 5-8215 

Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich, 
Air, Oil, Hydraulic and Gas 

Hose and Coupling Service 

SALES—-PARTS ENGINEERING SERVICE 











PENNSYLVANIA 


Lzashoy Pues 


For every size consumer- 
commercial account. 
RUTLEDGE EQUIPMENT (CO. 
334 Boulevard of Allies 
Pittsburgh 22, Pa. 








PAUL WAGNER, INC. 


PETROLEUM MAINTENANCE & EQUIPMENT SALES 

DISTRIBUTORS FOR: Wayne Pumps & Equip- 

ment, O.P.W. Valves and Fittings, Gorman-Rupp 

Fill-Rite Pumps, Whiteway Lighting, Saylor-Beall 

Compressors and National Hose 

211 Lincolnway West, New Oxford, Pa. 
MAdison 4-4131 





Equipment 


(Continued from page 133) 


Shock-free valves 


for 3-in. to 10-in. oil lines are 
sald to be particularly adaptable for 
all types of remote control. Known 
as Brodie Model 550 Quantrol valves, 
protection from shut-oll shock is pro 
vided by a spring-loaded valve piston 
Features are light’ weight, compact 
construction and accessibility for serv- 
icing. Designed for working pressures 
up to 150 psi and temperatures to 
ISO F. Described in Bulletin 650 
Ralph N. Brodie Co., San Leandro 
Calif. 


( ircle No 17 ON COUPON, page Paz 


Proximity burglar alarm 


protects safes, cash registers, con 
fidential files or other property with 
out elaborate wiring. Unit is com 
pletely portable, and alarms or signals 
of any desired type can be placed at 
preferred. No 
Approach 


by anyone to protected area automat 


remote locations — if 


light beams are involved 


ically sets off alarm. Werner Co., 8& 
W. Randolph St., Chicago, Ill 


Circle No. 18 on coupon, page 132 


PENNSYLVANIA 








FOR FACTORY 


Electric pipe thawer 


operates from any 110-volt, 15- 
amp. outlet. When clamped in place, 
device thaws out frozen pipes in mat- 
ter of minutes, according to manu- 
facturer. May also be used for sweat- 
ing together copper and brass tubes 
and pipes, and for many soldering 
and brazing operations. Trindl Prod- 
ucts, Ltd., 1807 Clark St., Chicago 
16, Ill., Dept. 16. 


Circle No. 19 on coupon, page 132 


Balancer cones 

for Bear off-the-car balancers 
have been especially designed to fit 
the contour of the bearing race on 
cars with ball bearings in the wheels. 
A complete set of five radii cones fit 
all present} model cars and work 
equally well on wheels with roller 
According to manufacturer, 
the cones are especially useful in 
accurately balancing the — smaller 
wheels on late-model cars. Bear Mfg. 
Co., Rock Island, Ill. 


Circle No. 20 on coupon, page 132 


bearings 


PENNSYLVANIA 





E. O. HABHEGGER CO. 
24th & Fairmount Aves 
PHILADELPHIA 30, PA 

Engineering & Equipment 
BULK TERMINALS TRUCKS 
SERVICE STATIONS 
Member NAOEJ 











RUTLEDGE EQUIPMENT CO. 
334 Blvd. of Allies Pittsburgh 22, Pa 


Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 
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Shock-proof nozzle 


protects fuel line hoses against 
hammer effect of fast closing action. 
Called the Milwaukee Cushion-Close 
nozzle, it has tamper-proof, non- 
adjustable spring loading balanced to 
offset full line pressures from 25 to 
70 psi. Available in two sizes. The 
1%” nozzle delivers 135 gpm at 25 
Ibs. inlet pressure; the 2” delivers 250 
gpm at 25 Ibs. inlet pressure. Mil- 
waukee Valve Co., 2355-75 S. Bur- 
rell St., Milwaukee 7, Wis. 
Circle No. 21 on coupon, page 132 


Trailer double decks 


are provided by a combination 
of special fittings sold under the trade 
name of Tracklock. Cross-beam mem- 
bers hook into slotted metal strips 
anchored at any desired height on the 
trailer’s inside walls. Said to be quickly 
and easily installed or removed. Aero 
quip Corp., 300 South Last Ave., 
Jackson, Mich. 


Circle No. 22 on coupon, page 132 


Blade pressure gage 
has been developed as a sales 
aid for service stations. Manufacturer 
claims it will give a quick, accurate 
demonstration of which wiper arms 
need to be replaced because of in- 
sufficient tension. Readings appear on 
front and back of the shirt-pocket 
size indicator, visible to customer and 
dealer at the same time. The Ande 
son Co., Gary, Ind. 
Circle No. 


23 on coupon, page 132 


Watch for it! 


Maximum @pportunity 
for Gales and Mjurnover 


What's New in Oil Heat... 





Fuel oil additives 


to prohibit gum formation in oil 
stocks, to protect against color degra 
dation and to filterability 
can be used in No fuel oil or fur- 


improve 

. 
nace oil. Line includes six additives, 
each designed to work best with dif 
ferent types of stocks. Armour & Co 
Chemical Div., 1355 VW 30th $St., 
Chicago 9, Ill. 

Circle No. 24 on coupon, page 132 





Let us solve 


LP-gas metering 


assemblies come complete with 
meter, Strainer and diflerential valve 
for use n loading = facilities, tank 
trucks, fueling operations and other 
bulk transters. Available to handle 30, 
50 or 80 gpm, with larger size 
special order. Printing counters can 
be added Ralph NV. Brod Co., Sar 
Leandro, Calif 
Circle No. 25 


your pumping problems 


When you have a “liquid materials handling” problem 


want to be sure of selecting the best pumpin; equip 


available for your installation 


! 


Phe Blackmer organization is ready to review your appli 


tions and make rotary pump 


save you a great deal of unnecess 


Blackmer offers the “know 
perience in the design 
rotary pumping equipment 


experience to your own, for 


materials handling problem 


how ol over ) your 
manulacture 


Why not add this speci 


recommendation that 


ary expense and he clive hie 


and application 
I 


best answer to yout 


“liquid materials handling’ equipment 





R LAC (ME ad 
{ | / | 
\ ‘a t Nad | j 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK e ATLANTA « CHICAGO e« GRAND RAPIDS « DALLAS « WASHINGION « SAN FRAN( oO 


See Yellow pages for your 
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local sales representative 





/ 


4 


a 


CANNERS <>. 
D CAN MAKE* 


\ 


4N 


HE worup ov™* 


Angelus seamers are designed to meet the 
round can closing requirements for all types of 
petroleum products, liquid or solid, from 30 
up to 500 cans per minute. 


Angelus machines are rugged and 
dependable; they are simple to operate 
and maintain; they represent the 
lowest possible initial investment. 


Angelus has over 45 years of experience and 

is the nation’s only manufacturer exclusively 
producing automatic round can closing 
machines. Write today for complete details. 
Specify products, can dimensions and 
capacity requirements. 


‘ « 
Perec? Rae) Wie 





Equipment 


(Continued from page 135) 


Double-bottom tanks 


. with a plasti-bond seal now avail- 
able in’ vertical 275 and 225-gal. 
sizes. Tank steel and double bottom 
hoth 12-gage steel. New _ process, 
manufacturer says, gives three times 
longer life than conventional tanks 
Offered as premium line at $5 addi- 
tional cost. Crown Tank Works, Rail- 
road Ave., Taunton, Mass 


Circ le No. 25 on coupon, page E32 
5S 


Mobile heater 


can be used in such unheated 
areas aS Warehouses and loading 
docks, for thawing out trucks and for 
keeping outdoor workers warm. De 
livers 120,000 btu per hr. at rate of 
950 cu. ft. of heated air per min. 
Burns 0.85 gal. of oil per hr., using 
No. 2, diesel fuel or kerosine. Ignition 
is automatic, with fire starting when 
cord is plugged into electrical outlet. 
Fan hooked to 1/16-hp. motor. Burns 
fuel without fumes or odor. Special 
10-ft. hot-air duct is optional. Stow 
Mfe. Co., 21 Shear St., Binghamton, 
NS oes 


Circle No. 26 on coupon, page 132 
2 


Literature... 





New price list 


. covers prefab steel forms for 
pump island, light pole and air tower 
bases. Also covers permanent steel 
section facings for curbs and bay 
guards. Newherry Equipment Co., 
P. O. Box 293, Memphis, Tenn. 


Circle No. 27 on coupon, page 132 


Carburetor service bulletin 


No. [O05 discusses the function 
of the manifold heat control and de- 
scribes a simple service procedure for 
freeing stuck heater valves and keep- 
ing them free. Gumout Div., Penn- 
sylvania Refining Co., Cleveland 4, 
Ohio. 

Circle No. 28 on coupon, page 132 
(Continued on page 139) 
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DUPONT Zeceé NEWS 


Number 83 in a Series of Bulletins for the Petroleum Industry JANUARY 1958 


New DuPont facilities add efficiency 
in supplying tetraethyl lead 


Phe oil industry has increased its efficiency continually over the vear 





thereby produc ie better and better produc ts for the motoring public 


Highlights in the 
history of tetraethy! dollar than-ever heton 
lead development \ factor in this ace omplishine nt is the wide use of tetraethy! lead 


the most economical method of iner asing octane numbers 


As a result, the industry is today making available more power pet 


1920 
Du Pont scientists take active part in new 


investigations of the cause of knock in 
automobile engine sadllhew te have continued to increase efficiency, toward the end of constanth 
prevent it. 

improving our TEI produ tion and distribution faciliti kor ¢ 


lo keep this economy product readily available we. at DuPont 


1922 ample 
DuPont begins construction of world 
first tetraethyl lead plant at Carney 
Point, N. J 


1924 

DuPont manufacture first ommercia 
quantity of tetraethyl lead by chloride 
proces: assuming responsibility of 
producing total tetraethyl lead require 


ment of the entire oil industry 


1948 
DuPont begins to supply tetraethyl 
lead direct to refiner 


1953 
Du Pont adds new TEL unit at Chamber 
Works makes substantial increase 


in manufacturing capacity 


1957 
New DuPont tetraethy!l lead manufac 
turing plant goes on stream at Antioch 


California . . . further increasing ca 


pacity. 


1957 


New DuPont TEL te | to serve Gulf 
nig aes ge THIS MODERN TANK SHIP, MV P: 


Coast and Midwest refiners goes into 
Ge aned and t t to transport 


operation at Beaumont, Texas 


1957 
First tank ship to carry tetraethyl lead in ! I t i 

bulk, MV Petrochem, starts reqular voy : i eome t Pet 
ages between Carney’'s Point and 


Beaumont 


| 
hibol 











ADVERTISEMENT —Prepared for the Petroleum Chemica 





DUPONT 


| CONTINUED 7 TEL Economies 


in example of thi typ ol ervice, 
And our operation 
prepared to help you with your addi 
tive handling problem Their sug 
lead to new meth 


ods or equipment which can reduce 


restion frequent] 


our treating cost 


Research, too 
Phe fruits of basic research are 


the most dynamic factors in our eco 


ammone 


homic progre Po enable refiners to 
benefit. direeth 
earch, the 


oratory IS 


from our basic re 
DuPont Petroleum Lab 
constantly Investigating 


THIS NEW DuPont tetraethy! lead manufac 
turing plant at Antioch, California, incorporates 
the most modern TEL manufacturing facilities 
in the world. It makes possible fast, short 
distance 


shipments of California-made TEL to 
all West Coast refineries 


actions. And 
we make the results of this work readi 
ly available to the refining industry 
through technical papers delivered at 
the various industry meetings 


combustion chamber — re 


FOA-2 Cleans 
Residual Fuel Systems 


Field tests repeatedly demonstrate 
that the solubilizing action of FOA-2 
tends to break up agglomeration of 
sludve thus permitting individual 
particles to be held in suspension by 
the dispersing property of the additive. 





See the 
"DuPont Show of the Month’ 
on CBS 








group 4 always 





Conia NIVWS 


NEW POSITIONS FOR 
TWO PETROLEUM CHEMICALS MEN 


WESLEY T. DORSHEIMER has been 
transferred to Wilmington as assistant 
es promotion manager of the Petro 
leum Chemicals Division 

He was formerly assistant manager 
of the Petroleum Chemicals Division’s 
astern Region with headquarters in 
New York. 


WESLEY T. DORSHEIMER 


Raking Mr. Dorsheimer’s place as 
assistant 
eastern Region is 


manager of the Division’s 
R. Carter W. 
Mr. Jor s was formerly sales-service 
manager in the Wilmington office. 

Mr. Jones joined the DuPont Com 
pany in 1936 as a chemist at the Jack 
son Laboratory. In 1939 he was made 
manager of the DuPont Petracthyl 
Lead Laboratory. 

From 1941 


Jones. 


1950 he was engaged 


Special Du Pont services 
of interest to 
management men 


Pop management men in oil compa 
nes have 
with our own administrators. Both can 
benefit from a general exchange. of 
information 

Ph Petrol Win 
has al spec ial PMA nit Services pro 


many mterests im Common 


hemicals Division 


gram covering topics of particular in 
terest to oil industry executives. Based 
on DuPont's own administrative meth 
ods, it includes a cost reduction pro 
a chartroom presentation on how 
DuPont measures its performance, dis 


Vrain 
cussion-leading — tec hniques and oil 
industry public relations aids. 

Any of our representatives will glad- 
ly vive you more information. 








in research work at the DuPont Pe 
troleum Laboratory and worked with 
the Technical Section of the Petrole 
um Chemicals Division. He was then 
transferred to the Division’s Sales Pro 
motion Group and made its manager. 

Mr. Jones is a graduate of the Uni 
versity of Virginia with a B.S. degree 
in chemistry. He is a member of Alpha 
( hi Sigma, professional chemical fra 
ternity, Sales Promotion Executives’ 
Association and the Sales Executives’ 
Club of Wilmington. 


R. CARTER W. JONES 


SALES OFFICES — 


Chicago 3 8 So. Michigan Ave RAndolph 6-8630 
Cleveland 15 25 Prospect Ave SUperior 1-1363 
Denver 2 Petroleum Club Building 

16th & Broadway 
Houston 2 

705 Bank of Commerce Bldg CApitol 5-1151 
Los Angeles 17 612 So. Flower St 
New York 20 

1270 Ave. of the Americas COlumbus 5-2342 
Philadelphia 2 3 Penn Center Plaza LOcust 8-3531 
Pittsburgh 22 1 Gatew ATlantic 1-2933 
San Francisco 4 111 Sutter St EXbrook 2-6230 
Seattle 3.4003 Aurora Ave MElrose 6977 
Tulsa 1 1811 So. Baltimore Ave LUther 5-5578 
In Canada. DuPont ‘Company of Canada (1956) Lim 
ited, Petroleum Chemicals, 85 Eglinton Ave. East, 
Toronto 12 Ontario HUdson 1-6461 


In Other Countries Organic Chemicals Department 
Export Division, 7447 Nemours Bldg., Wilmington 
98, Del., OLympia 4-5121, Ext. 2962 


AComa 2-2347 


MAdison 5-1691 


ay Center 


REG U.S. Pat. OFF. 


Better Things for Better Living 
.-. through Chemistry 


DuPont Tetraethy! Lead and other Petroleum Additives 


ADVERTISEMENT —Pre 


pared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (Inc.) 


Printed in U.S. A 





Equipment 
(Continued from page 136) 


Valve chart 


contains maintenance and lubri 
cation information, Size 19 x 24, 
printed in three colors on heavy paper 
protected with metal edges, chart is 
suitable for display on shop, engineer- 
ing and maintenance office walls. Fea- 
tures detailed exploded views of four 
types of Rockwell-Nordstrom valves, 
table of recommended lubricants and 
instructions for valve servicing. Meter 
Div., Rockwell Manufac 
400 N. 

Pa. 

Circle No. 29 on coupon, page 132 


and Valve 
turing Co., 
Pittsburgh 8, 


Lexington Ave., 


Tuneup charts 


. contain latest engineering changes | 
and specifications covering all 1957 
passenger cars. Charts show standards 
of adjustment essential for proper en 
gine tuneup work. Also include spect 
fications on many of the ignition and 
carburetor power packages furnished 
as special equipment on 1957 models 
Price of $3 tor complete set of charts 
wiring diagram booklet 

Electric Assn., 16223 
Detroit 35, Mich 


30 on coupon, page 132 


includes a 

Automotive 

Vieyers Rd., 
Circ le No 


Manufacturers... 





Jerguson Gage & Valve Co. says 
it’s now rustproofing all its liquid level 
gages and valves inside and out as a 
standard manufacturing 
Gages with a 
color on the covers, and black on the 
liquid chambers. Valves rust 
proofed in gray. No painting is neces 
sary, says Jerguson, but plants using 
color coding will find that paint 
naturally adheres to the rustproofed 
surfaces 


practice 


are rustproofed gray 


are 


Tank Car Co. has 
new million-dollar 


repair shop in 


Union 
construction of a 
maintenance and 
Baton Rouge, La. The new shop will | 
serve an area extending from eastern | 
lexas and the halt of 
Arkansas, through Louisiana, Muissis 
sippi, Alabama and part of Georgia 
Over a 10-year period Union Tank’s 
fleet has grown by 48 to its present 
57,000, while gallon capacity is up 
58% to 584 million. About 2,000 | 
ew tank cars were built in 1957 
Union Tank recently acquired Phoe- 
nix Mfg. Co. of Joliet, Il., and its 
wholly owned subsidiary, Graver | 
lank & Mfg. Co., E. Chicago, Ind 


140) 


begun 


Cal 


southern 


(Continued on page 
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? 
Two strands of steel wire add 
strength, conduct static electricity to the 
ground through UL-approved couplings 











Neoprene tube resists high- 
octane gasoline, stays flexible 
at sub-zero temperatures. 

















QUAPRENE gasoline-pump hose 
is compounded to pump the wide 
Its 
synthetic rubber tube is not affect 
ed by hydrocarbon attack. Non 
thick, the 


tube maintains maximum fuel flow 


range of today’s octane grades 


swelling, and smooth, 
throughout its long life, and can’t 


contaminate its contents 


Strong cotton-yarn reinforcement 


is interwoven with two parallel 
strands of steel wire, which prevent 


kinking and act as static conduc 


ee ee eee ee ee ee eo 














QUAKER “QUAPRENE” HOSE 
handles all gasoline grades 


Double-wire reinforced for 
strength and static elimination 


tors grounded to the couplings 


The strong neoprene cover with 


stands severe abrasion and_ the 


actinic action of sunlight 


Available in cut lengths with UL, 


seal long ree} 


QD) 


couplings, or in 


’.D.: 1 


lengths 
For complete information on Quaker 
QUAPRENE hose, write Quaker 
Rubber Division, H.K. Porter Com- 


pany, Inc.; Philadelphia 24, Pa., or 
Pittsburg, California. 


Hi. K. PORTER COMPANY. INC. 


QUAKER RUBBER 


NEWS 


DIVISION 





Equipment 


(Continued from page 139) 


Bennett Pump Div. of John Wood 
Co., has completed a new warehouse 
at its main plant in Muskegon, Mich. 
ihe new facilities make additional 
space available for production and 
permit a realignment of plant opera- 
tions. 


Personnel... 





Karl Pearson 
has been added 
to the national 
fleet sales — staff 
of GMC. Truck 
and Coach Div. 
of General Mo- 
tors Corp., in 
charge of special 
accounts. Before 
joining GMC, 
Pearson was Mid- 
west regional 

manager for Reo Motors, Inc., and 
Was associated with Autocar for ten 
years following World War II. 


Pearson 


+ 
_ te thin bil 
ages, 


: Charles Ww. 
Uniform, high-level illumination is achieved with a combination of mercury lights and incandescent ‘ * . 
floodlights. Ten Revere No. 570-620W rigid poles each mount two No. 3069-D mercury island area Collier IS now 
lights with two No. 1342-K1 mercury light transformers, and two No. 4213-P incandescent floodlights district manaver 

rt 
for the Automo- 
tive Lift Div. of 


Bright, uniform light means : Rotary Lik Co. 


covering the 


good night-time display of products, Toner the Unica 


States. Collier 


increases t ffi d fit | 4 holds a BS de- 
your la IC an pro } — gree in marketing 
Collier ; : x 

from the Univer- 

A modern, well-lit service station is your most sity of Indiana and served with the 

effective way of attracting passing motorists and U. S. Navy during World War II as 

inviting them in. Bright, sparkling lighting puts Lieutenant (jg). He was formerly 

you ahead of your competitors, too. associated with The Texas Co. in 


| Indianapolis and was later Mid-South 
\ ad Whether your needs call for improving existing district sales manager for the O. A 
lighting or building a new service station, light up Sutton Corp 
with Revere! Revere offers a complete selection of ~ 
in. 80008 dependable, weather-resistant components for 
mercury island giving you bright light and lots of it. Urban Doyle has been named 
one manager of the service station lighting 
In addition to the type of service-area lighting division of Steber Mfg. Co., Broad- 
L | shown above, Revere can meet all other service sta- view, Hl. A former oil man, Doyle 
tion outdoor lighting requirements. High mounting was an area representative for Shell 


4, 


/ = ) } 

/ 4 fluorescent floodlights, mercury and incandescent and an assistant division manager for 
' floodlights, 15° horizontal fluorescents, cluster and Skelly. Joseph Sturgus has been made 
x \ island lights, hinged and rigid poles, explosion-proof sales engineer. A graduate of North- 
junction boxes you name it, Revere has it to western, he recently served with the 
incandescent meet your outdoor lighting needs. Write for Revere Corps of Engineers at Fort Belvoir 


No. 4213-P 


floodlight 
eicties catalog now. Before that, he spent six years with 


a Chicago contracting firm on estt- 
mating, layout and field operations. 
OUTDOOR GHT NG Richard Kerwin, with Steber for the 
. 
Li ' past 10 years, has been assigned to 
Manufacturing Pioneer in Outdoor Service Station Lighting the sales department for the special 


Revere Electric Co., GOO9 Broadway, Chicago 40, Ill., UPtown 8-7100 purpose of preparing lighting recom- 
Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto, Ontario mendations and layouts 
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A MESSAGE TO AMERICAN INDUSTRY 


ONE OF A SPECIAL SERIES 


Pay Of College Teachers... 
Where The Russians Are The Capitalists 


This editorial deals with a simple question about 
college faculty salaries: Which country pays its 
teachers better, Russia or the United States? It’s 


a good question, with a sadly embarrassing answer. 


That American college and university teachers 
are underpaid is not a novel observation. But what 
has happened to the economic status of their pro 
fession can be put in more candid terms. As far as 
financial incentives are concerned, we have vir- 
tually socialized the academic profession. Teach- 
ing has become such a poorly paid career, with so 
little prospect of material reward for outstanding 
performance, that it simply does not attract enough 
highly qualified young men and women. 


Ironically, the Soviet Union has deliberately 
and successfully used capitalist incentives to 
improve its educational system. Although the 
Russians show an utter disregard of civil liberties, 
they pay their teachers well and confer on them 
all the prestige and privileges the Soviet society 
can offer. Russian professors, together with party 
officials and scientists, have become the privileged 
upper class of a supposedly classless society. 


Incentives To Be A Teacher 


To be a college teacher requires high intellectual 
competence and long, sometimes costly, formal 
training. Aside from the appeal of academic life. 
what incentive does college teaching offer bright 


Ig 
young men and women? 

In the U. S., the average faculty salary is little 
more than the average income of industrial 
workers. According to the National Education 
Association, the average faculty salary is about 
$5,240. College instructors receive $4,100, associ- 
ate professors $5,730 and full professors $7,100. 
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The average income of U. S. factory workers in 


1956 was $4,580. 


Actually, workers in many industries steel, 
automobile and petroleum, for example—earn more 
on the average than college teachers. And skilled 
workers often earn more than full prolessors at 


some of our colleges and universities. 


In Russia, on the other hand, the young So- 
viet graduate can see that it pays — and ypriss 
very well — to choose teaching as a career. | 1 
head of a department in a Russian university can 
command a salary of about 6.000 rubles a month. 
This is about eight times the income of the averace 


Russian worker, who earns 750 rubles a month. 


The Russian professor comes off very well in 
terms of what his income will buy. It has been es 
timated that, based on Soviet consumption pat 
terns, 6.000 rubles a month is worth about $7,200 
a year or higher than the average professor's 
salary in the U.S. Of course, it is difhieult to com 
pare living standards in two countries as different 
as the U.S. and Russia. But particularly in the 
where the salaries can run to 
it is clear that 


the Soviet professor enjoys a higher real income 


field of science 


15.000 or more rubles a month 


than that offered his American counterpart by a 


rritic h more prosperous economy 


Incentives To Be A GOOD Teacher 


Russia also offers much higher premiums 
than the U. S. to those who attain distinetion 
in teaching. Teachers at the university level earn 
significantly more than teachers in high schools 
and university instructors ean look forward to a 
sharply progressive rise in earning powell as they 


* Soviet Education tor Science and Technology by Alexandet 
Korol of the M.1.T. Center for International Studies 





How Faculty Salaries Compare 


With Industrial Wages 
(Worker’s Wage In Each Country= 100) 


r 


IN THE U.S. IN RUSSIA 


800 


~- WORKER'S WAGE 


155 
125 
90 


Instructor Associate Fu 
Profe r Professor 














advance to higher positions. The spread between 
the income of a full professor and the lowest aca 
demic position is greater than fifteen to one, In 
addition, full professors can earn a healthy bonus 
Wf they are eleeted to membership in the Russian 


Academy of Sciences. 


In the U.S., by contrast. full professors on the 
average earn less than twice as much as beginning 
mstructors. And many college professors earn less 
than public school teachers in large cities. Even 
a full professor's pay does not compare with earn- 
ings in other professions or in positions in industry 
requiring similar training. The point was well sum- 
marized in a recent speech by Marion B. Folsom, 
Secretary of Health, Education and Welfare: “It is 
nothing short of a national disgrace that we are 
discouraging people who want to teach by offering 
salaries that are far below the levels justified by 
their training and far below the levels which others 


are willing to pay.” 


Our colleges and universities. as well as our 
teachers, find themselves in a serious predicament. 
Faced with a shortage of both funds and teachers. 
they cannot reward distinguished performances. 
Limited resources for salary increases have gone 
predominantly to the lower ranks, so that an ade- 
quate number of teachers could be retained. Mean- 
while, potentially fine teachers are being siphoned 


off into better paid occupations. 


The shabby treatment of our teachers threat- 


ens to undermine, not only our educational 
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standards, but our free enterprise system itselt. 
There is the recent example of a liberal arts college 
which discovered that five of its graduating seniors 
were being offered starting salaries higher than 
those paid any of their professors. It would be sui- 
prising if experiences like this did not place a 
strain on the enthusiasm with which these pro- 
fessors deal with some key aspects of American 
capitalism. 


Also important is the role education is playing 
in the cold war with the Soviet Union. The Rus- 
sians have made great strides in raising the quality 
of their education — particularly in science and 
engineering. Both the number and the technical 
calibre of their graduates are impressive, as recent 
Soviet achievements testify. These successes owe 
much to the generous economic treatment the Rus- 
sians have given their teaching profession 


A Standard For Faculty Pay 


Earlier editorials in this series have outlined 
various ways American business can help relieve 
the financial plight of our colleges and universities. 
They have suggested that private contributions to 
higher education should average at least $400 mil. 
lion a year over the next ten years if faculty salaries 
are to be raised to adequate levels and our colleges 
are to be able to meet increasing operating costs. 


Another standard for raising faculty salaries pro- 
posed by an American businessman is this: “When 
a teacher’s income gets up to a point where you 
will suggest to your boy that he ought to give some 
thought to teaching as a profession, then we may 
be approaching the right figure.” 


Russia clearly has set her teaching salaries 
well above the “right” figure. We are nowhere 
near it. What this adds up to is that the Com- 
munists — not we — have become the shrewd 
capitalists in the vital field of edueation. 





This message ts one of a series prepared by the 
WecGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments. Per- 
mission is freely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts of the text 
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It Isn't This Time of Year at All 


@ Petroleum markets have that odd June-in-January look about them that unsettles 
the whole oil industry. It shows up in all products. Ask a refiner how his distillate 
sales are coming along and the answer comes out something like this: “Well. my con 
tract sales are pretty good.” 





But it’s not always what's left unsaid that points to trouble. A | much-hurting | 
supplier of heavy fuels in the Chicago area said with obvious irony that the heavy | 
oil market is just fine. “All we need,” he adds, “is a string of 30 zero days (with 
resulting cut-off of industrial gas) and for steel to quit pretending it’s a year-long 
holiday.” 

And anxiety spreads unseasonally over into gasoline. While no refiner expresses 
too loudly his worry over sales, he is aware that domestic demand is 14 below | 


expectations. When 1957 figures are tabulated, he most likely will show a gain of 
only 2.5% to 2.7% in domestic gasoline sales over his 1956 figures. What really 
worries him over and above this drop is that he knows a 1% difference can 
swing a market against him. When inventories are top-heavy (as they are now). 
it Means increased pressure on weak sellers with running price troubles in whole 
sale and retail markets. It certainly puts a thicker frosting on the cake of the open 
market buyer. 


MARKET OUTLOOK 


Formal forecasts for 1958 aren't so bright, either. Refiners are predicting in 
creases in domestic demand ranging from a scant 2.1% to 4%. The low figure ts 
only 0.1% higher than the expected rise in Gross National Product (page 76), and 
well below the 6% increases in the years following World War Il. Demand for 
motor fuel in 1958 is expected to rise only 2.5% to 2.8%. This prompts one 
branded marketer to comment, “We can expect every sales gimmick in the book.” 





@ The Season's Greetings 


It was like a big hole in the stocking to suppliers, but Santa Claus was especi 
ally good to eastern cargo buyers last month when they were given a 0.2¢ rebate 
on summer purchases of distillate. Costly summer-fill programs, spelling million 
to suppliers to keep off-season liftings from sagging, meant another $l-million. to 
$2-million dip into the cash drawer just before Christmas on summer busines 
Some suppliers wondered what to do with nine-month financial reports already at 
the printers—obviously now in error. But the big question was in the mind of a 
large reseller who asked, “If discounts fail to do the job, what happens now? 


@ Association Stamp Plan Coming? 


Northwest Petroleum Assn. will consider establishing its own stamp plan on 


a non-profit basis for its jobber members at its annual January meeting. Man 
association members look on stamps as an “economic monstrosity,” but the jobber 
say they need to find a way to halt the flow of cash to stamp companies. At. first 
flush, association stamps are thought to be “physically and mechanically feastbl 
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COMPLE Tg 
LAMP ang FLASHER 
REPLACE Me ny 
SPECIFICATIONS 
FOR PASSENGER one 
AND Trucks 
1949 1958 


MORE INFORMATIVE, MORE HELPFUL THAN EVER! 


New 


TUNG-SOL Lamp & Flasher 


Cervicing Guide Spure Sales 


Here’s the industry’s only complete head- 
lamp, miniature lamp and flasher servicing 
guide. It contains specifications and installa- 
tion instructions for every domestic car and 
truck, and leading foreign cars, from 1940 
thru 1958! 

Step-indexed for rapid reference, the new 
edition features other timely, informative 
sections, too: how to install and aim new dual 


LIGHTING SERVICE IS MORE 
PROFITABLE WITH... 


headlamps... the profit in a 5,000 mile aim- 
ing check campaign ... how to build a profit- 
able TBA program .. . service tips—all 
geared to help you get your share of the 
growing lighting service market. 

If you haven’t received your free copy of 
the 1958 Tung-Sol Lamp & Flasher Servicing 
Guide by mail, see your jobber. He'll rush 
it to you promptly 


LAMP went TUNG-SOL ELECTRIC INC. newark 4, nu. 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Texas; Denver, Colo.; Detroit, Mich.:; 
Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: Montreal, P. Q. 
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Refinery and Terminal Prices 








All prices are supplied by Platt’s Oilgram Price Service, NPN’‘s sister 


publication. Arrows indicate upward or downward movement of the 


price preceding the arrow. Last listing: Nov. 11 
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Atlantic Refining Imperial Oil 
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| = ias . i 
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TANK WAGON PRICES 
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PETROLEUM CALCULATOR CARDS 


ONE RATE ON A CARD. CARDS AVAILABLE FROM .07 TO .351 IN 1 10c STEPS ONLY 
EACH CARD SHOWS 1 TO 999 GALS. GALLONS PRINTED IN RED, PRICES IN on 
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Gasoline Consumption by States, July 1957 
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above regular, except Utah & Idaho pre 
mium grade 3.0¢ 


Texas Company 


Fire Chief 

Gasoline 

Reaquiar) Gaso- Kerosine 
Dealer line Dealer 
¥ Taxes T.W 


Dallas, Te 
kt. Worth 
Wict 


Amarille 


ta Fa 


for min 


A. price 


Paso 


7 Months Ending With 
July 1957 July 1956 
Gallons Gallons 


567 000 
636 000 
789 000 
343 000 
107 000 


000 513 


531,367 
214.000 
000 317 
OOo > 046 


000 S65 


383 
ROO 


945 


OOO 
000 
D00 
000 
OOO 


4) 
O55 
071 
852 


20 


OOO 
O00 
000 
000 
000 


OO) 
000 
O00 
OO 
000 


397 
781 
151 
934 
R31 


000 
000 
000 
000 
000 


7.246 
230 
O48 
543 

679 

225,000 

776,000 

168 000 

599 000 

718,000 


OOO 
OOO 
OOO 
000 
000 


061 
lf 


1 
i 


) 
) 


32 


bt 


) 
) 
) 


) 


000 
000 
943 000 
GRR OOO 
52 000 


7,964 
030 


354 
346 
563 
941 
109 


OOO 
000 
O00 
000 
000 


000 
000 
000 
000 
2,000 


O00 
O00 
000 
OOO 
000 


659 
633 
907 
912 
847 

nw 

2,000 

000 
000 
000 


000 
IRR OM) 
5 88S 000 
434,000 
138 000 


218 


, 000 
000 
0) 
5,000 
000 


3,000 
2,000 
2,000 
000 
000 


136 
386, f 
182,% 


610,934,000 
) 585,112,000 
149,820,000 
47,944,000 
689,748 000 
535,494,000 


000 
000 
00 
000 
000 
000 
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American Petroleum Institute Figures) 
Tax Rate} Month of 7 Months Ending With 
July June 1957 July 1957 July 1956 July 1957 July 1956 
Cents Gallons Gallons Gallons Gallons Gallons 


West Virginia t 39,218,000 45,859,000 43,874,004 287 380,000 
W isconsin t 111,501,000 130,858,000 16,706,000 716.073 004 
Wyoming 5 17 ,636 , 000 20,793 000 19.343 .000 04.825 .000 


otal 48 States and D. of 4,991, 428,000 5, 388,716,000 1, 858,903 000 1 000 
Daily Average 166,381,000 173, 830,000 156.739.000 56.529 000 
(Change from previous year 
otal change 
Percentage change in Daily Average 


813,000 >, 218 000 


10.904 1s 


tThese are State tax rates per gallon. In additio 
a) Massachusetts gasoline tax increased one-half cer 
b) South Dakota gasoline tax increased one cent (le 
Vermont gasoline tax increased one cent (1¢) July 15 
tevised. May revised to 16,304,000 
NOTE: Federal gasoline on June table st 


Gasoline Prices for 55 U. S. Cities 


Dealer tank wagon and retail prices for regular-grade (house-brand) gasoline, and taxe 
in 55 representative S. cities on December 1, 1957 as compiled by National Petroleur 
News are shown below. Figures are in ¢ per gal and (d) indicat rease or decrease 
as compared with November 1, 1957. Tax column indicates only 1 wr fuel taxes levied 
ich 
Service Tax Service N.D 
Dir. T.W Station incl. 3¢ Station Huron, 8. D 
ex tax ex tax federal incl. tax Omaha, Net 


Average U.S d-16 46 ‘ XY 92 d-30 1 
Portland, Me 14.40 d 0 d-28 90 
Manchester, N. H d-14. 40 d a0 ’ d-27 90 
Burlington, Vt 18.10 4 40 Y § 5 90 
Boston, Mass 10.90 d-15 40 5 d-23 90 
Providence, R. | d-10.40 ‘ a0 d-21. 90 
Hartford, Conn d-11.40 5 

Buffalo, N. Y 16.40 3.70 

New York, N. Y 16.30 4 60 

Newark, N. J 14.90 19.90 

Philadelphia, Pa 13 d-17.90 

Wilmington, De 16 d-17. 90 

Baltimore, Md 16 1) 

Washington, D. ¢ lt 22 90 

Charleston, W. Va d-16 § 

Norfolk, Va d-15.2 

Charlotte, N. ¢ 14 

Charleston, 8. ( 

Atlanta, Ga 

Jacksonville, Fla 

Birmingham, Ala 

Jackson, Mis 

Memphis, Tenr 


GASOLINE MARKETS 





End cold weather damage ~ 
to your Gas or Diesel Engines A * Uniform High Quality 


Dependable Supply 


INSTALL Naphthas & Solvents 


KERR - Mc GEE 
OIL INDUSTRIES, Inc. 


306 N. ROBINSON 
PHONE RE 9-061) 
OKLAHOMA CiTy 











KIM HOTSTART plugs into the electri: 
ASY STARTS circuit when engines are not in use. It 
Capald draws cold water from the engine, COMING SOON 
7) heats it, then circulates it back through 
the engine. No need for heated ter- 
minals. Engines remain warmed-up; 
ee start quickly. You don’t use as much 
i] = fuel and spend less on repair bills 
Four KIM models are available. In- 





stallation is simple. See your automo- 
tive supplier or write for literature 


seauces Enaiee Wen SYSTEM 


KIM HOTSTART MANUFACTURING COMPANY Maximum @pportunity 


West 917 Broadway, Spokane 1, Washington for Bales and tdurnover 
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_ THE OUTLOOK 


LADY DRIVERS TO INCREASE 
35.8% by 1961 


the women’s influence will be seen more and more at 
service stations during the coming years, aS record 
numbers of lady drivers swell station volume. 

Station design has already been changed by many 
companies in a manne) that is sure to attract more 
women, as well as men. Ditto for packaging. 

All that remains is for dealers to develop a special 
touch with the ladies (and many already have) to cap- 
ture more than their share of this great and growing 
market 


THEY’RE NEW! 


Striking new pole signs 
typify station modernization 


Determined to gain an even 

bigger portion of service 

station business and im 

plant itself more firmly in 

the motorist’s mind, Cities 

Service is now furnishing its 

stations with bright, newly ; 

designed pole SIgNs. ’ CITIES SERVICE } 
Unusually distinctive and eo a we 

clearly read froma distance 

the hew signs have won acclaim from all dealers and 

prov ide mounting evidence that Cities Service is on the 

march to new sales heights tor ’57. 


iz 











Brand New Gasolenes Boost Volume 
for Cities Service Dealers 


Fuels are 4 years ahead of their time 


In the boldest marketing 
move in many years, Cities 
Service has. supplied its 
dealers with totally new 
gasolenes for each grade, 
not just a new premium. 

Literally fuels of the fu- 
ture, these new gasolenes 
have octane ratings as high 
as the predicted industry 
average for 1961! 

Motorists have been 
quick to observe this fact 
in increased performance. 

Meanwhile, Cities Service Dealers have already reported that 
this marketing strategy is ringing up large sales gains. 

In the past, the rate of increase in Cities Service gasolene 
sales has far exceeded the petroleum industry. With these new 
fuels, Cities Service is expected to take an even greater lead. 
Average tire costs about 

7 
one tenth of a cent per mile 
Recent figures indicate that ill ore 
the average automobile tire 
travels 27,000 miles. 
This means that it actu- 


ally costs your customers 
about one tenth of a cent 
per mile ...a mighty good 
buy in anyone’s book. 
What’s more, whatever 
the motorist’s normal tire — 
mileage is, he can expect it to increase by 25%, if he’s riding 
on Cities Service Tubeless Milemaster Tires. Another good 
reason Why Cities Service TBA sales are soaring. 


Cash in on Bigger Profits as a 
Cities Service Dealer or Distributor 


Never before has the outlook for Cities Service 
dealers and distributors been more profitable. Nevet 
before has Cities Service offered so much incentive, 
so much assistance to new dealers and distributors. 

If you're interested in the full Cities Service story 
write: Cities Service Oil Company, Sixty Wall Tower, 
New York 5, N. Y. 
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This ls NOJC’s New Presi 


He's Miles M. Mills, Sr., 
Longtime jobber leader 


THEY LAUGHED when Miles Mills 
asked that the 1959 API midyear 
marketing meeting be held in his home 
town of Des Moines. More glamorous 
convention cities like Minneapolis and 
Seattle were under consideration, and 
they told him Des Moines couldn't 
accommodate the turnout. 

But the 1959 convention will be 
held in Des Moines. That’s a testi- 
monial to Mills’ tenacity and_ polit- 
ical acumen. lowa officials gave him 
data to prove that Des Moines could 
handle the meeting; then Mills per- 
suaded big lowa customers of some 
supplying companies to put in a good 
word for the Hawkeye State. Result: 
Des Moines got the green light. 

Some disconcerted marketers grum 
bled, “That really put one over!” 
Mills chuckles, “They didn’t think | 
could do it. But theyll enjoy Des 
Moines. | promise them that.” 

New Influence—Mills will have a 
good chance to use his powers of 
persuasion as president of the Nation- 
al Oil Jobbers Council—the latest step 
in the career of a marketer who start- 
ed out filtering lube oil in a Minnea- 
polis plant. 

Today the 57-year-old Mills heads 
OILS, Inc., a Des Moines jobbership 
handling Skelly gasoline and fuel oil 
A tall, barrel-voiced man built along 
the lines of a heavy cruiser, Mills has 
long been an NOJC warhorse. He 
served two years as head of its 
economic concentration subcommittee. 
moved up to vice president in 1956 
At last November’s meeting he was 
unanimous choice to succeed outgoing 
president Clint K. Elliott. 

Career Man—Mills “impetuously” 
left Dartmouth after three years, went 
to work filtering oil to pay a whopping 
dentist's bill. He became assistant plant 
manager, then a salesman for Pure 
Oil in the Dakotas. A stretch of as 
signments in the home office led to 
a zone managership in Des Moines in 
1933. 

Five later, Mills and 
partners bought Pure’s Des Moines 
assets and formed OILS. In due course 
the new firm bought four other job 
berships and switched to Skelly 

Industry Man—Mills works 
for oil. He’s a member of the 
Independent Oil Jobbers Assn., the 
25-Year Club and the American Pet 
roleum Institute’s marketing division 


years two 


hard 
lowa 
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Mills: Persuasion does big things 
general committee. He also put in 
three years as chairman of the Oil 
Industry Information Committee in 
lowa. He’s been on the Des Moines 
Chamber of Commerce board for 18 
years and has served in Community 
Chest and United Fund charity drives 

Politically, Mills 
voted a straight ticket in his life. In 
his off hours, he likes to hunt 
fish and relax at the Wauconda Coun 
try Club (the golf course there is “too 
hilly” to suit Mills, a high-90’s shoot 
er). 

A family man, Mills often turns up 
at NOJC meetings with his wife and 
son (a daughter, Mary, is married to 
a Navy doctor). Miles, Jr 
treasurer of OILS. Frequently 
with Mills at NOJC is Walter (Frosty) 
Wilson, Socony jobber from Des 
Moines. The Millses also. close 
friends of the John Harpers, who help 
represent Empire State Petroleum 
Assn. at NOJ(¢ 


says he’s never 


and 


. IS secretary 


seen 


are 


NOJC’s 1958 group of officers fol 
lows the slate predicted 
NPN (July °57, p87) 

EK. K. Bennett, FE. K. Bennett, 
was elected vice pres 
O.1 
member 


earlier by 


Inc 
Longview, Tex 
ident. A past president of 
Jobbers Assn., he has been a 
of NOJE 1947 and chairman ot 
the jobber contracts committee for the 
He ts 


Advisory Committee of 


lexas 


since 


two also a membe! 
of the Jobber 
American Petroleum Institut 

r. H. Albenesius, Jr... of Coastal 
ierminals, Inc., Charleston, S. ¢ \ 
He has 


ccountl 


past years 


the 


elected secretary-treasure! 


been chairman of the uniform 
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ent 


ing subcommittee for the past two 
years 

Ihe board of directors ts composed 
each of the 
associations (except Calitor 
Marketers Council, a 
member). [he 1958 di 
rectors: James D. Martin, Alabama 
Bruce B. Cook, Arkansas; G. W. 
Calkins, Colorado; Burton L. Stevens, 
Conn.; H. Halsted Park, Jr., Empire 
State: J. H. Williams, Jr., Florida 
L. C. Stewart, Georgia; R. J. Thomp 
Illinois; Francis J. Schuster, 
Indiana; Howard J. Williams, Inte: 
mountain; F. A. Bogaert, lowa, S. G. 
Courtney, Kentucky; Frank B. Fehsen- 
feld, Michigan; M. G. Acker, Missis 
Melvin Hall, Missouri: Fred 
Fvans, Nebraska; James W. Scanlan, 
New England; Sterling D. Wooten, 
North Carolina; John Decker, North 
west; K. C. Jeffries, Oklahoma 
Clarence G. Mercatoris, Pennsylvania 
John H. White, South Carolina; C. G. 
Skartvedt, South Dakota; E. J. Con- 
nable, O. N. Pederson, 
lexas; G. S. Campbell, Virginia; Don 
Condon, Wisconsin, and M. J. Knight, 
Wyoming 


of representatives trom 
membei 
nia Petroleum 


brand new 


son, 


SIPpl 


lennessee; 


board elected an executive 
committee Roy J. 
ihompson, H. Halsted Park, Sterling 
DD. Wooten, G. S. Campbell and John 
Decker in to the three 
cipal NOJC 


Ihe new 


consisting ot 


addition prin 


officers 
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H. S. M. Burns, president of Shell 
Oil Co chairman of the 
hoard of directors of American Petro 
leum Krank M. Porter. 
president of Fain-Porter Drilling Co 

and B. B. 
Oil Co Nil 
Willard M. 
America 
Industries Committee, wa 


was elected 


Institute 
president 


Mobil 


treasurel 


wus re-elected 
Jennings, Socony 
re-elected 
Wilson, assistant director of 
Petroleum 
elected secretary He succeed Lacey 
Walker, retired recently 

Dwight T. Colley, Atlantic Retin 
Philadelphia Nil re-electec 


marketing 


who 


mg Co 
APL vice sident 
Also re-elected wert 1). 
Warren Petroleum Corp 


Ct pre 


pre for 
L. Connelly, 
Houston 
\ production na 
H. W. Ferguson, Humble Oil & Re 
fining Co Houston, vice president 
for refining. C. EF. Spahr, Standar 
Oil Co. (Ohto), Cleveland the n 
president of t 


i directo! 


dent tor 


mMnsportation 
i} pont a 
the veneral commiuttes 


fon pav 


(C online | 
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(Continued from page 153) Corp., New Orleans; R. A, Kent, Kent president, Ohio Oil Co., Findlay, 
division of marketing for 1958 are Oil Co., Salina, Kan.; Norman Ohio; and L. T. White, vice presi- 
S. H. Elliott, Standard Oil Co. (Ohio), Nahoom, Bay Petroleum Corp., Tal- dent, Cities Service Petroleum, Inc., 
Cleveland; John Harper, Harper Oil — lahassee, Fla.; C. W. Rice, El Dorado N.Y. 
Co., Inc., Long Island City, N. Y.; Refining Co., El Dorado, Kan.; T. H. 
J. G. Jordan, Shell Oil Co., New Scovell, Scovell Oil Co., De Land, Chechen & 
York; B. L. Majewski, Great Amer- Fla.; J. H. Sheehan, Lion ‘Oil Co., Spahr has been 
ican Oil Co., Chicago, and Stanton K. Eldorado, Ark.; and P. Cy Falbutt, elected president 
Smith, Smith Oil and Refining Co., Ashland Oil and Refining Co., Ash- of Standard Oil 
Rockford, Ill land, Ky. Co. (Ohio). He 

Of the 70 members of the general succeeds Clyde T. 
committee of the marketing division, API Certificates of Appreciation Foster, who con- 
62 represent re-elections, 8 are new were awarded by the masketing divi- tinues as chair- 
members. The new ones are: sion to: W. Chalmers Burns, presi- man of the board 

W. W. Bryan, Carter Oil Co., Tulsa; dent, Hartol Petroleum Corp., N.Y.; and chief execu- 
R. E. Elliott, New Orleans Petroleum Charles Z. Hardwick, executive vice tive officer. Spahr 
joined Sohio in Spahr 
1939. He was 
named vice president for transporta- 
tion in 1951. He also served as an as- 
sistant to the president, and in Febru- 
ary, 1955, was named executive vice 
OKHEIM . .. i | president. He was elected a director in 

' April, 1955. Spahr is also API's vice 
president for transportation. 


Fed A. Bonde of Hot Springs was 
clected president of the South Da- 
kota Independent Oil Jobbers Assn. 
Holgar Anderson of Sioux Falls is vice 
president; Howard Falen, Sioux Falls, 
is treasurer. Newly elected directors 

iain are: Dean H. Lee, Vermillion; A. G. 

1098 Cummings, Groton; Herbert Wolff, 
Mobridge; Jack Hinnes, Wagner, and 
Alan Clark, Deadwood. 


James W. Ross, 
assistant — general 
manager of sales 


— — blow j - at large for Stan- 
/ . : dard Oil Co. (In- 
liana) retires Jan. 

¥ . i » — 
/nmediate Protection , I. He joined the 
EN IR gage tonigh 
AIHNS CO 410%) aZq+ 2. : Wichita and, aft- 
ter a variety of 





Wherever you have remote control pumping, let FEATURES Ross sales positions, be- 
this Tokheim Impact Check Valve stand guard. @ Easy to install—available came assistant 
Installed just below island level, this remarkable with 1%” outlet; 1%” or 2 ‘ ¢ , “9 

valve doesn’t wait for intense heat for actuation inlet general manager of consumer sales In 


—it goes into action before fire starts. ean cee ae is 1950. He was named general sales 
A 100-lb. blow disengages pendant from pop- rivery a an i le manager the next year and assistant 

pet stem, closing valve instantly. If pedestal is Positive closing insured by general manager of sales at large in 

severed from its mounting, supply line breaks at pump pressure—foolproof 1954. 7 

special shear section. Flow shuts off immediately. Not affected by ordinary : 
Normally, pendant permits full unrestricted vibration—requires 100-Ib 

flow. If accident occurs, you replace only the blow (approx. R. D. Reamer, Amoco commission 


No metal-to-metal wear ae N , I 
age hey. 9 IN or as been 
leak-proof seat has compo gent in Salisbury ( ha =< 


factual bulletin today sition disc elected president of the consignment 
Utilizes same sound poppet distributors section of the North Caro- 
There 1s no substitute for TOKHEIM QUALITY! a aa ae ee lina Oil Jobbers Assn. Vice president 


Tokheim valves 
Externally tamper-proof is M. L. Daniels, Jr., Manteo, and 
a. . camanende Special shear section kits secretary-treasurer Rex Best, Sr., Sta- 
TOKHEIM CORPORATION no need to replace entire oe 4 See. tech 
ecidaentian noriiant tonsburg. Newly elected directors are: 
1650 Wabash Ave SINCE 1901 Fort Wayne I, Ind ida railinrabaSGrn tris D. W. Royster, Shelby; E. S. Koon, 
T snd GenPro, In helbyville, Ind listed J ille at< 7] > ‘ ‘ 
Saatud each c MU Uebaoe Wace ah, Bice enieeeae 1, tome Asheville, M. W. Stancil, Selma, and 


in Canada; Tokheim Reeder Ltd., 205 Yonge Street, Toronto, Ont W. J. Holding, Concord 


o 


shear section—wnot the entire valve. Write for 


ESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


bsidiaries kheim NV. Leiden, He 
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Frank A. Hay has been elected vice 
president of the California Oil Co.., 
Perth Amboy, N. J. He will continue 
both as manager of the company’s 
supply and distribution organization 
and as president of California Termi 
nals Corp., a subsidiary 

e 


Arthur J. Knaggs, Jr., has joined 
Oil Jobbers Assn. He will 
devote most of his time to explaining 
fOJA’s group insurance plan to mem- 
bers, but will also act as assistant to 
the executive secretary. 


lexas 


Harry L. Moir 
has been ap- 
pointed general 
manager of retail 
marketing for 
Pure Oil Co., 
Chicago. His new 
assignment is in 
addition to duties 
as assistant vice 
president for re- 
tail marketing, a 
position he has 
held since 195] 

C. A. Petersen has 
tectural consultant for Pure. A special- 
ist in service station design, with an 
accent On the station of the future, 
Petersen will continue in the industry 
as a consultant. (See page 158) 


Moir 


retired as archi 


e 

Don G. McAfee, president of West 
Michigan Marathon Oil Co., Grand 
Rapids, has sold his company to Sin- 
clair Refining Co. The included 
a new office building, two bulk plants, 
33 service facilities 
and tank trucks 


sale 


stations, storage 


T. C. Wellman 
has been ap 
pointed 
vice president 
marketing for 
Standard Oil Co 
of California, 
Western Opera 
Inc. He 
succeeds George 
B. Hargens. Har 
gens is on special 
assignment with 
Standard’s toreign affiliate, California 
Texas Oil Co., Ltd. for 2 and a halt 
Hargens was marketing re 
search manager and assistant to the 
marketing vice president before be 
coming Standard’s first assistant vice 
president-marketing. Wellman, with 
the company 1924, been 
special assistant to the general sales 
manager 1954 


assistant 


tions, 


Wellman 


years. 


since has 


since 
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Joseph L. Farrell, terminal manage! 

Metropolitan 
Oradell, N. J., has been elected vice 
president in charge of terminal sales 


ol 


and customers 


Bruce D. Carroll holds the new post 
of manager of operations at Canfield 
Oil Co., Cleveland, Ohio. He was fot 
merly with the home office manufac 
relations turing Operations staff of the parent 

* Standard Oil Co. (Ohio) 


Petroleum Corp., 


Harry G. Fair, chairman of Phillips . 


Petroleum Co.’s operating committee, 
has been promoted to manager, sup 
and 
succeeding D. M. McBride (see page 


ply 
159) 


the 
Fai 


NEWS 


operating 
as chairman 


D. R. Barber has been elected presi 
dent general manager of Elco 
Lubricant Corp., Cleveland, Ohio 
William Cox, Jr., continues as vice 


becomes 


and 
transportation department, 


W. C. Hewitt, vice chairman of and chairman otf 


committee, 


president 


succeeds the board 


(Continued on page 156) 


Look at 
your air 
compressor 


THIS WAY! 


It’s one of the most-used, most important tools you'll find in any 


service station or garage. That's why it’s so necessary to have a 


compressor unit that meets all modern requirements —- depend 


ably and at low cost. Quiney’s years of experience in building 


air compressors exclusively, their 100-plus authorized service de 
irance ol 


pols and complete line to 9O C.FLM. are triple is 


tintune@ satistaction ( lip and mail coupon today! 


QUINCY COMPRESSOR CO 
QUINCY, ILL. 


Dept. NPN-158 


Gentlemen 
Send free catalog 


automotive use 


uine 


COMPRESSORS 
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rural areas. No town has more than 
7,000 population 
After teaching a year following 
his graduation from Guilford College, 
N.C., where he majored in chemistry 
Kimrey decided he “should do 
something about making a living.” He 
became assistant sales promotion 
manager for Vacuum Oil Co. in 
Kansas City after a stint with the 
White Shield station chain in St. Louis. 
Later he went to Charlotte with Pure Zinkand 
Oil 
In 1938 he bought an interest in 
Sampson-Bladen, in Elizabethtown, 
and went to Clinton where another 
plant was added. H. Manly Clark 1s 
president and Milton L. Fisher is sec- 
Kimrey: Conciliator and critic retary-treasurer of the firm. During 
World War II Kimrey served in the 
HARDIN KIMREY, new. president Navy as a lieutenant commander. 
of the North Carolina Oil Jobbers Kimrey, a stocky, scrappy jobber 
Assn., became a jobber in 1938 be with a ready smile, maintains an atti- 
cause he “got tred of going from one tude toward suppliers that is both 
baud spot to another as a salaried conciliatory and critical. That attitude 


Albert H. Zinkand has been pro- 
moted to assistant marketing manager 
for the 23-state central division of 
lidewater Oil Co. with headquarters 
in Tulsa. Glenn A. Hill moves from 
Sacramento, Calif., to Portland, Ore., 
tc succeed Zinkand as marketing man- 
ager of the Oregon district, covering 
Oregon and part of Idaho. 


trouble-shooter tor Pure Oil will be prominent as he directs the 

Today he headquarters in Clinton affairs of the Tarheel jobber associa- 
as vice president of the Sampson tion 
Bladen Oil Co., a four-company, two Hardin and his wife Marian have 
brand complex which operates in two daughters. Fishing is one of their 
Sampson and Bladen counties. Samp favorite pastimes and Kimrey-caught 
son-Bladen is a Pure jobbership. The flounder one of their favorite dishes. 

Eastern Oil Co. in Sampson County 2 

and the Brisson Oil Co. in Bladen Burning Oil Distributors Assn. of 

County are Texaco jobberships, owned Chicago have re-elected J. Loeffler of 

by  Sampson-Bladen, which — also Commerce Petroleum Co. as_ presi- 

has the Waccamaw Oil Transporta dent. Others renamed include Paul J. Glazier Gravlee 
tion Co. with seven transports in Anderson of Petroleum Heat & Power 

Wilmington Co., vice president; Harry A. Baldwin : i. 2. 

Ihe companies distribute approxi of Arrow Petroleum Co., secretary; _ George M. Glazier, former advertis- 
mately 9-million gal. of product a and H. J. Curran of Suburban O11 ing manager of Amerian Oil Co., New 
year, mostly gasoline and mostly in Co., treasurer York, is now assistant general a 
ager of sales. John B. Goodman, assis 
tant director of public relations, suc- 
ceeds him. 


Raul H. Gravlee has been named 
western region sales manager of 
Amoco’s Pan-Am division with head- 
quarters in New Orleans. He succeeds 


the late S. J. Allen. Carl J. Kollin, 
who was Office assistant to the western 
region sales manager, moves up to 
succeed Gravlee. 





oi, CNPP Se ke Mit AEDES SEEDERS: CAE SE SELES AES. lt: Tei alta 


ol 


i OE ics SPELT IEE, 5 





A. Douglas Murphy of Esso Stand- 
O dV ard Oil Co. was re-elected president 
ew a an a Ae PSA OS of the Packaging Institute. He’s head 

ONG Be ‘ee MEVAGIE SE of the packaging section of the manu- 
facturing division at Esso and chatr- 
man of the Package Advisory Com- 


OIL AND GASOLINE TANKS | mittee of the parent Standard Oil Co. 


(N.J.). 


y a tah 
NS pen ee Se ee ied nical 


; Doulen G. Marler has rejoined 
Battenteld Grease & Oil Corp.'s sales 


staff. He joined them originally in 


DIVISION OF P. 0. BOX 1490 Telephone FAirfax 2-3301 1928 but left in 1943 to form his 
THE INGALLS IRON WORKS COMPANY BIRMINGHAM, ALABAMA own company, Industrial Products 


KAAS MARANON RN EP RO RN RET a i ca Mfg. Co. of Kansas City. 
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P. C. Spencer and Sinclair Oil 
Corp. (he is president) were honored 
at the National Newcomen Dinner of 
the Newcomen Society of North 
America. The group has some 15,000 
members, leaders in business and in- 
dustry. 


Frontier Refining Co., Denver, 
Colo., has announced the _ following 
new agents: In Wyoming, R. D. Robb, 
Sheridan, and Thomas Stewart, Torr- 
ington; in Colorado, J. H. Connor, 
Denver; Donald McBride, Greeley; 
W. W. Pickerill, Steamboat Springs, 
and Russell (Bud) Lowrey, Julesburg. P ; ‘ cs 
New agents in Nebraska are: Jack . £4o a : 4 
Kutchara, Gering; Lewis M. Derr, FUEL OIL MARKETERS supplied by Socony Mobil Oil Co. visited the company’s 
Aurora; W. O. Peterson, Gering; Clar- Paulsboro, N. J. refinery to learn the latest details about its new hydrodesulfurization 
ence Zalesky, Sidney; Elmer and Ed- unit. Left to right: L. E. Cranston, Paulsboro refinery manager; E. T. Morrison, Phila 
gar Hollenweck, Grand Island: Stan- delphia; R. M. Wilkinson, New York headquarters; W. E. Davis, Albany, N.Y 
ley Nedaris, Aurora. Dale Trefels. Cc. H. Fay, New England; Kenneth Darling, New York; W. S. Ware, Great Lake 
Kimball; Charles Flagler, Central City. Division, and L. S. Marshman, New York headquarters 
and David Bertram, Jr., Gering. - 

Lorin E. Fassler, Minden. Neb.. a Howard Upton, executive secretary George F. Dean, owner of the 
former agent, now operates on a job- of the National Assn. of Oil Equip Eaton-Fleet-Wing Ce, Charlotte 
ber. basis. ment Jobbers, wrote an article pub Mich., is serving as district governo! 

lished in the Dec. 7, 1957, issue ot of Rotary International 
a the Saturday Evening Post. Whe at e 

Jamie T. Irvine has been appointed ticle, entitled “Had Enough of the C. R. Musgrave, recently retired 
general sales manager for the Little Old Rat Race?”, ts a light essay in vice president in charge of supply and 
Big Inch Division of Texas Eastern detense of modern business transportation for Phillips Petroleum 
Transmission Corp. Irvine was direc- ° Co... was honored at a_ testimonial 
tor of American Pipe Line Corp Dale Josephson, manager of Oi! dinner attended by several hundred 
Prior to that he held various positions Heat Institute of Oregon. and Dick associates. In leu of a personal gift 
in the marketing department of Shell Kluzek. assistant manager for the same the C. R. Musgrave Transportation 
Oil Co., was advertising promotion group, have resigned. Josephson has Library at the University of Tulsa ha 
manager and then assistant to the been with the Oregon unit for four been established 
president years, Kluzek for more than two years (Continued on page 


Darwin W. Ferguson” has been 
named manager of retail sales for Fe an Se a RE I A ARIEL I 


Sun Oil Co.’s Southeastern sales re 


gion. Formerly manager of — the | Complete Line of MANHOLES 
Hamtramck, Mich., sales district, he | 

succeeds Russell C. Holcomb. ; 
Three types fill most needs. In sizes 6” 1.D. x 6” deep, 8” 1.D.x 72” 
deep and 10” I.D. x 7"”%” deep manholes are of mb-reinforced cast 
iron. No. 60 is steel skirted. No. 61 is non-locking. No. 62 is locking 
type, all-cast-iron. All have non-skid diamond tread on lid with space 


for product idenufication to your 


Rudolph Cubicciotti, vice president 
of L. Sonneborn Sons, New York, is 
the new president of National Lubri 
cating Grease Institute. Fred E. 
Rosenstiehl, The Texas Co.. was 
elected vice president. Up for his 
sixth term as treasurer is Arthur J. 
Daniel, president — of Battenfield 
Grease & Oil Corp 


speciicauions at no extra Charge 


NO. 60 
MULTI-PURPOSE MANHOLE 


(non-locking type 


Preferred territories open for 
Manviacturers Representatives 


STI Se 


NO. 61 ALL-CAST MANHOLE Se NO. 62 ALL-CAST MANHOLE 


non-locking type 


UNIVERSAL VALVE COMPANY 
P.O. Box 444-N Elizabeth, N. J 
@ Watch for new development nt 


t 
juireme 


locking type 


. 


Lester Godwin of General Oil Co.., 
Medford, takes over as chairman of 
Boston’s Better Home Heat Council, 
succeeding Robert Fawcett of R. Faw- 
cett & Sons Co., Cambridge. Harold 
Davies of Geo. W. Pickering Co., 
Salem, and Richard Gardner of Gen 
eral Heat & Appliance Co., Boston, | 
are vice chairmen. Robert Cullen con- city ZONE STATE 
tinues as secretary-treasurer. L 


Send complete information 


Send catalog on other product 
NAME 


COMPANY 


STREET 
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NEW GUIDED LIFT 
ASSURES POSITIVE 
SEATING IN 


EMERGENCY 
SHUT-OFF VALVES 
FOR SERVICE STATION PEDESTALS 


|. Positive operation of CPV Emergency Shut-off 
Valves is insured by an exclusive guided-lift 
principle. The UL approved Hycar Dise is guided 
nto the seat on a bronze rod 
stray valve is completely shut 


it cannot 


Exclusive CPV design permits inspection of valve 
issembly (through an easily removed bonnet) 
without breaking the line 


Other features included 


IN CASE OF FIRE, fusible link melts at 160°F 
valve closes automatically 


‘, i PEDESTAI IS JARRED spring-loaded 
vcight is tripped valve closes, Is reset t 


hand 


WHEN PEDESTAL IS UPSET, machined shear 
point breaks away at 200 ft. Ib valve 
losed 


EXTERNAL OPENING AND CLOSING of valve 
permits use as shut-off valve for inspection or 
maintenance of dispensing unit 


CPV Emergency Shut-off Valves are installed it 
the base of the dispensing unit. O-ring union 
Dresser or threaded 1! inlet and outlet couplings 

available Body i Alconite trim is” valve 


CPV Prime-Retaining CHECK ! 


VALVES retain pump prime 


indefinitely, Seal is impervious | 


to) petroleum, unaffected by 
traffic vibrations Rugged 
spring-actuated disc is guided 
above and below to. assure 
perfect seating. Foreign mat 
ter casily removed’ without 
breaking the line Iwo mod 
els iwailable for 1% pipe 


Write for complete informatior 


COMBINATION PUMP VALVE CO. 
850 Preston Street 
Philadelphia 4, Pennsylvania 
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About Oil People 





Petersen: Caterer to independents 


C. A. PETERSEN has retired after 
41 years in oil marketing—the last 31 
with Pure Oil. In retirement, though, 
he continues doing what he has_be- 
come prominent for: planning the 
station of the future 

Pete, as he is called from Wisconsin 
to Florida, says he hopes to popularize 
a design that will be a drastic depar- 
ture from the current concept. Fea- 
tures of tomorrow’s station, he says, 
will be more glass, more window dis- 
play, a vending machine room, the 
elimination of parapets and the sub- 


Quentin we 
Regestein be- 
manager 
Mobil 


comes 
of Socony 
Oil Co.’s central 

region, — effective 

Jan. 1. The cen- 

tral region, with 

headquarters in 

Chicago, includes 

five marketing 

divisions and cov- 

States 

Regestein moves up from his former 
post of assistant manager to succeed 
Henry J. Muller, retiring . after 45 
years of service. Muller had been di- 
vision manager of the White Star 
division from 1946 to 1955, when he 
was named assistant manager of the 
central region. He became manager 
in July, 1956 


Regestein 
ers 16 


Gilbert B. Dickey, Jr., has opened 
a new women’s specialty shop in Nash- 
ville, Tenn.—‘“The Gold Circle.” For- 
merly head of the growing Trans 
American Oil Co., Dickey sold his 
marketing Operation to Ingram Oil & 
Refining Co. in the fall of 1955 under 
doctor’s orders. He and his family 
then moved to Arizona to speed up 
his recovery from the beginnings of a 
nervous breakdown, complicated by 
other ailments 


ordination of wash and lube bays, 
which can be converted into restau- 
rant or other facilities. 

“My guess is that the independents 
will build the revolutionary stations 
because the majors are cautious about 
making changes,” says Petersen. “I 
am going to cater to the independents. 
What I like about the independents ts 
that I’m talking to the man who makes 
the decision.” 

Born in’ Blue 
where his father 


Fields, Nicaragua, 
was Swedish and 
Norwegian Consul, Petersen’ was 
brought to the U. S. after being 
schooled in Switzerland. In 1916 he 
went to work for Gulf. His boss told 
him Gulf was going to build a drive-in 
station in every big city in the U.S., 
adding, “You are on the ground floor 
of something big.” 

Later, Pete became an architect for 
Pure Oil in Columbus, Ohio, in charge 
of the marketing engineering depart- 
ment. After a transfer to Chicago, He 
became chief architectural consultant 
and chairman of the service station 
advisory committee. 

Petersen’s new office is a waterfront 
cabin at Green Lake, Wis 





| 


NOZZLE 
PLUG 


Prevents Spillage 
For Nozzle Tubes 


from I!/," 


to 154" O.D. 
$1.95 ea. 


Dealer Inquiries 
Solicited 


RICHFILL NOZZLE PLUG CO. 


S. E. C. 39th & Market Sts. 
Philadelphia 4, Pa. 
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Ray Shaw, 
founder and for- 
mer president of 
Chek-Chart 
Corp., Chicago, 
died in his sleep 
last month. His 
death came only 
two days after he 
was honored at a 
testimonial lunch- 
eon marking his 
retirement trom 

Chek-Chart. He was 63. 

Shaw sold Chek-Chart, a publishing 
firm specializing in automotive lubri- 
cation guides, to The Reporter in 
1955. Under the sale agreement, Shaw 
remained as president through 1957. 

Shaw got the idea for Chek-Chart 
in the 1920s when an oil markete 
told Shaw his men didn’t lubricate 
cars because they didn’t know how 
Shaw obtained diagrams and informa- 
tion from car-makers and devised 
easy-to-follow drawings to enable serv- 
ice stations to lubricate all models. In 
January, 1930, Chek-Chart Corp. was 
formed—just two months after the 
stock market crash 

Shaw’s personal identificaton was a 
fresh carnation boutonniere daily. 
During API meetings, he gave them to 
all who called at the Chek-Chart 
suite. 

Shaw started working for Hawkeye 
Oil Co. in Waterloo, lowa, in 1916. A 
year later he joined Oil News as ad- 
vertising manager and has been asso 
ciated with oil publishing ever since 

Shaw is survived by his wife, Irma; 
a son, Michael; two grandchildren; 
a sister, Gertrude; and a_ brother, 
Clayton 

Hunt Eldridge, who rejoined Chek 
Chart several months ago, succeeds 
Shaw as president 

e 

J. A. (Jap) Neath, chairman of the 
board of Humble Oil & Refining Co., 
died Nov. 16, one day short of his 
61st birthday 

Neath was elected to the Humble 
board in 1942 after serving as vice 
president and director of Humble 
Pipe Line Co. He was named chair- 
man of the parent company board in 
1955 

es 

Charles E. Finney, 67, retired pres 
ident of two Standard Oil Co. of 
California subsidiaries, died Nov. 1 at 
his home in San Mateo, Calif. He 
headed Salt Lake Refining Co. and 
Salt Lake Pipe Line Co. from 1948 
when they were organized, until 1953, 
when he retired 
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F. A. Bean, 
retired marketing 
equipment expert, 
died Nov. 24 at 
his home in Pen 
sacola, Fla. He 
was 68. 

Bean was a 
frequent contrib 
utor to NPN 
His first article 
on bulk plant and 
station 


Bean 
service 
construction and operation, appeared 
in 1921. His last, on balanced selling 
at service stations, appeared in 195] 
Educated as a civil engineer, Bean 
purchased nearly $4-m Ilion worth of 
property for the companies with which 
he was associated, and planned more 
than 1,000 stations during his career 
Bean’s first oil industry job was 
with Central Oil Co. in Detroit. over 
45 years ago. When Central was 
bought by Sinclair Refining Co., he 
became engineer in charge of mainte 
nance of all marketing equipment for 
Sinclair. He later joined Wayne Pump 
Co. to organize a department ot 
specialized service to oil companies 
Subsequently, Bean was associated 
with Marland Refining Co. (now Con 
tinental Oil) the Louisiana Oil Co 
and Cities Service Oil Co 
William D. Empey, 40, credit man 
ager of Canadian Oil Companies Ltd., 
loronto, Ont., died Nov. 20 of a 
heart attack. 
a 
Don M. McBride, manager of sup 
ply and transportation for Phillips Pe 
troleum Co. and president of Phill ps 
Pipe Line Co., died Nov. 1. He was 
stricken with pneumonia while on a 
business trip in New York. Associated 
with the oil industry tor 35) years 
McBride started with Phillips in 1929 
as a city sales agent in Lincoln, Neb 
He was appointed to his last position 
n 1955 


* 

Harry F. Sucher, chairman ot 
Speedway Petroleum Corp., Detroit 
Mich.. ded Nov. 5. He was 66 years 


old 


7 

C. Park Hanneman, 51, a vice presi 
dent and director of the Penola Oil 
Co.. New York, died Nov. 22 afte: 
a brief illness. Hanneman joined Pen 
ola, a marketing affiliate of Standard 
Oil Co. (N_J.), in 1939. He had held 
his most recent position since 1943 

He is survived by his wife, Ger 
William R. and 


and nine grandchildren 


maine; two sons 


George | 
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KAMLOK 


QUICK COUPLERS 


SLIPS ON y HOLDS TIGHT 


“A 4 
a4’) 2 
CAM TIGHTENS ~~A2! 


The Fastest, Safest, 
Curest Coupling Known 


ae 


634-A 0) 633 


iD 


633-D 


NEVER FAILS 


BRONZE > ALUMINUM * MONEL 
STAINLESS STEEL * SEMI-STEEL 


STYLES OF ADAPTORS FIT 
IN ALL STYLES OF COUPLERS 
OF THE SAME SIZE. 


Perfectly tight no leak 
connection in seconds 
OPW Kamloks couple and 
uncouple 
gardless of “hook-up 


* Write for Free Bulletin F-10 


OPW CORPORATION 


2735 COLERAIN AVE., CINCINNATI! 25, OHIO 


instantly re 





Coming Meetings 


JANUARY 


Kentucky Petroleum Marketers Assn., 32nd annual meeting 
and convention, Brown Hotel, Louisville, Jan. 7-9 


Fuel Oil Distributors Assn. of New Jersey, mid-winter meeting, 
Hotel Dennis. Atlantic City, Jan. 11 


Arkansas LP Gas Assn., mid-winter meeting, LaFayette Hotel 
Litthe Rock, Jan, 12-13 


Oil Heat Assn. of Maryland, annual banquet, Baltimore 


Country Club, Baltimore, Jan. 13 


Kansas Oil Men’s Assn., annual meeting, Lassen Hotel, Wichita 
Jan. 12-14 


Society of Automotive Engineers, annual meeting and trade 
how, Sheraton-Cadillac and Statler Hotels, Detroit, Jan. 13-17 


Oil-Heat Institute of America, dealer management conference. 
Hotel Pfister, Milwaukee, Jan. 15 


South Carolina Oil Jobbers Assn., annual meeting, Hotel 
Columbia, Jan. 16 


Independent Oil Men’s Assn., annual meeting, Hotel Statler 
Boston, Jan. 22 


Northwest Petroleum Assn., annual meeting and trade show 
Nicollet Hotel, Minneapolis, Jan. 22-23 


FEBRUARY 


Missouri Petroleum Assn., annual convention, Chase Hotel 
St. Louis, Feb. 10-12 


Nebraska Petroleum Marketers Assn., jobber-management in 
stitute, University of Nebraska, Lincoln, Feb. 10-11 


Fennessee Oil Men’s Assn., management institute, Lincoln 
Feb. 12 (place not available at publication) 


API Division of Marketing, marketing research committee, 
Biltmore Hotel, New York City, Feb. 12-14 


Intermountain Oil Jobbers Assn., semi-annual meeting, Trop 
cana Hotel, Las Vegas, Feb. 13-14 


Liquefied Petroleum Gas Assn., southeast regional meeting 
Atlanta Biltmore Hotel, Atlanta, Feb, 17-19 


lowa Independent Oil Jobbers Assn., annual meeting and trade 
show, Hotel Fort Des Moines, Des Moines, Feb. 19-20 


Wisconsin Petroleum Assn., annual meeting and trade show 
Hotel Schroeder, Milwaukee, Feb. 26-27 


API Division of Marketing, lubrication committee meeting 
Sheraton-Cadillac Hotel, Detroit, Feb. 27-28 


MARCH 


lowa Independent Oil Jobbers Assn., management institute 
Continuation Center, University of lowa, lowa City, Mar. 3-5 


Society of Automotive Engineers, passenger car, body and 
materials meeting, Sheraton-Cadillac Hotel, Detroit, Mar. 4-6 


API Oil Information Committee, St. Francis Hotel, San Fran 
cisco, Mar. 5-7 


Illinois Petroleum Marketers Assn., annual meeting and trade 
show, Sherman Hotel, Chicago, Mar. 17-18 
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Ohio Petroleum Marketers Assn., annual convention and mar- 
keting exposition, Deshler-Hilton Hotel, Columbus, Mar. 19-20. 


Oil Trades Assn. of New York, annual meeting, Waldorf- 
Astoria Hotel, New York City, Mar. 26. 


Fexas Oil Jobbers Assn., annual meeting and trade show, Baker 
Hotel, Dallas, Mar. 27-29. 


Oil Industry TBA Group, Western Division, 7th annual meet 
ing, Santa Barbara Biltmore Hotel, Santa Barbara, Mar. 31 
Apr. | 


APRIL 


Northwest Petroleum Assn., management institute, Oil Club, 
Nicollet Hotel, Minneapolis, Apr. 8-10. 


Independent Oil Men’s Assn. of New England, annual conven 
tion Statler Hotel, Boson, Apr. 15. 


Michigan Petroleum Assn., semi-annual meeting (booth exhi- 
bits), Detroit Leland Hotel, Detroit, Apr. 15-16 


National Petroleum Assn., semi-annual meeting, Hotel Cleve- 
land, Apr. 17-18 


Empire State Petroleum Assn., annua! spring meeting, Hotel 
Onondaga, Syracuse, Apr. 20-22. 


American Society of Lubrication Engineers, annual meeting and 
exhibit, Hotel Cleveland, Cleveland, Apr. 22-24. 


National Tank Truck Carriers, annual meeting, Boca Raton 
Hotel & Club, Boca Raton, Florida, Apr. 27-May | 


MAY 


Georgia Oil Jobbers Assn., annual meeting, The King & Prince 
Hotel, St. Simon’s Island, May 2-3. 


Liquefied Petroleum Gas Assn., annual meeting and trade show, 
Conrad Hilton Hotel, Chicago, May 4-7 


Assn. of American Battery Manufacturers, Waldorf Astoria 
Hotel, New York City, May 5-7. 


Oil-Heat Institute of New England, annual convention, Hotel 
Sheraton-Plaza, Boston, May 7. 


Virginia Petroleum Jobbers Assn., annual meeting, Hotel John 
Marshall, Richmond, May 8. 


Pennsylvania Petroleum Assn., Hotel Bedford Springs, Bed 
ford, May 11-13. 


rennessee Oil Men’s Assn., semi-annual meeting, Castle in the 
Clouds Hotel, Chattonooga, May 11-13 


Gasoline Pump Manufacturers Assn., annual meeting, The 
Cloister Hotel, Sea Island, Georgia, May 12-14 


Oil-Heat Institute of Wisconsin, management institute, Boston 
School of Advanced Oil Heat Training, Milwaukee, May 14-16 


API Division of Marketing, lubrication committee meeting, 
Grand Hotel, Point Clear, Alabama, May 12-20 


National Oil Jobbers Council, mid-year meeting, Hotel Jung, 
New Orleans, May 19-21 


API Division of Marketing, Roosevelt Hotel, New Orleans, 
May 21-23. 
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IMITED 
DITION 
Platt’ 


OIL PRICE HANDBOOK 
1956 EDITION 


Contains any oil price 


or oil price change in 
1956. Reports for each 
petroleum product 
the average lows, 
average highs, aver- 
age lows and highs 
for each month of 
1956. 

A valuable working 
tool and a must for 


the well-informed oil 


man. 
Act now! Less than 


100 left! 


Picase send me the 1956 edition 
of the OIL PRICE HANDBOOK 
$20 


Check enclosed 


“a 


Bill me later 


Name 
Address 
City 
Zone 


State 





Company 
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CLASSI 


DISPLAYED RATE 
The advertising rate is $17.75 per inch for Equipment 
and Business Opportunity advertising appearing on 


other than a contract business 


EMPLOYMENT OPPORTUNITIES 
The rate is $27.00 per inch. Subject to Agency 


Commission 


AN ADVERTISING INCH is 
cclumn, 3 columns 
Send NEW 
NATIONAL 


February Issues closes January 


measured 
30 inches—to 
1DS or Inquiries to 
PETROLEUM NEWS 


Al 


UNDISPLAYED RATE 


Box numbers count 


$1.80 a line. Minimum 3 lines 


one additional line 
FOSITION WANTED 
of above rate, payable 
DISCOUNT of 10% 
vance of four consecutive 
ads 


Undisplayed rate is one halt 


in advance 


if full payment is made in ad 
insertions of undisplayed 


lg inch vertically on one 

a page 

Classified 
P. O. Box 


Division 


York 3¢ 


idvertising 
Neu 


I. 


th 





SELLING OPPORTUNITY OFFERED 


Jobber Sales Representative for major oil com 
pany. Territory—Northern Illinois. Reasonable 
amount of experience in this field necessary 
Age under 40. State qualifications. All replies 
confidential 
RW-6580 NATIONAL PETROLEUM NEWS 
520 N. Michigan Ave., Chicago 11, Ill. 











"’” BQUIPMENT--used-surplus 


For Sale 
Tank Trailers—Sale or Lease—4000 
val Steel & Aluminum Hackett 
Ine., 1400 Kansas Ave ma Kansa 


6 


to 830 
Tank Ce 
MA 


Wanted 
Used Food Machinery M & S 6 or 10 spout 
filler for tor il Used one gallon 
quart filling machine for motor oil 
contact Cadillae Ojl ¢ 
Detroit 1 Michigan 


| BUSINESS OPPORTUNITIES 


Propane Gas Plants—Selected 
properties throug the midwest. We pechalize 

elling petroleum propertic Ole Brodd, Petre 
leum Marketer 605 Produce Bank B Minne 
apoli Minnesota 


quart mé 


ompany Le 


Bulk Oil Plants 


out 


Petroleum and feed bulk 
lot R.R idin twe t 


Plant on 175 x 320° 
\ oo burldur 

oom cottage ty l 

yvallon fou p 

and p 


tier 


) storaye 
im} 
imping equipment 


al ‘etroleum New 


For rent bulk 


plant and service station. Small 


purchase tock equiy 


OPPORTUNITIES 


+d Business; personal or personnel: finan 


cial; equipment; etc., may be offered 


or located through the classified ad 


vertising section of NATIONAL 


PETROLEUM NEWS 
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FOR SALE 
PETROLEUM JOBBER BUSINESS 
Major oil repre 
Excel.ent financial 


Must be examined 
New York State 


Annual vo'ume 3,500,000 gallons 
sentation contracted year to year 
earnings and current condition 
to be appreciated Located in 
Reason for selling Health 

BO -6862 National Petroleum News 
Class. Adw. Div.. P. O. Box 12, N_Y. 36 


STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap 
Coiled and Non-Coiled 
Cleaned — Painted — Tested 
Heavier — Sater — Cheaper 
Other Tanks Too 
Also — Complete Tank Cars 
8,000 and 10,000 Gal. Cap 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


328-332 Connell Building 
Scrantoa 3, Pennsylvania 
Telephone—Dliamond 3-1117 


N.Y 














FOR SALE 


L194 Int. with delivery equipment 
1000 gal. Semi Trailer with meter 
1600 gal. White truck and tank with 
delivery equipment 
1600 gal. GMC truck and 
delivery equipment 
1500 gal. GMC truck 
4—7000 gal. tank Tandems 
45300 gal. Semi Trailer 
6—4500 gal. Semi Trailer 
Contact Berman Sales Co. 
925 N. Godfrey St., 
Hemlock 3-5266 


2400 gai 


tank with 





Allentown, Pa 


Telephone 








FOR SALE 

PUMPS, YALE & 

BRONZE FITTED 

NOZZLES, BUCKEYE 7 
Meters—SMITH T-10 2 Complete 
Meter—4”" GRANCO Complete Model LIB 4 
The above equipment is all NEW er t 
submitted n 
Special prices for 
THE UNIVERSAL 

514 College 


TRUCK TOWNE BY 


with traine 


request 

Phone—wire—write 
& GAS COMPANY 
Canonsburg Penna 


quantitie 


Ott 


Street 














PROFESSIONAL 
SER VICES 











PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 


PEACOCK CORPORATION 
Box 268, Westfield, N. J 
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asy In-Easy Out! 


No other remote pumping system offers so much 


in forward design, dependable performance, case of 


installation and maintenance as the Tokheim CSS. 


3 SUBMERGED SYSTEMS 


Series 55-E, 3/4 h.p. motor, GO g.p.m. 
Series 72-E, 1/2 h.p. motor, 40 g.p.m. 
Series 7O-E, 1/3 h.p. motor, 30 g.p.m. 


Write for bulletin! Central 
There isno substitute for TOKHEIM QUALITY! |“ Service 
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TOKHEIM CORPORATION System 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT ¥ 
FORT WAYNE SINCE 1901 INDIANA ‘ 


of remote control pumping 





“\ breaks the Vapor Barrier 


% 


Subsidiaries: Tokheim N.V., Leiden, Holland — GenPro, Inc., Shelbyville, Ind 
Factory Branch: 475 Ninth Street, San Francisco 3, California 
In Canada: Tokheim. Reeder of Canada, Ltd., 205 Yonge St., Toronto, Ont 
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For TRUCK STOPS 





The ticket printer pump Model 844-4 and dispenser Model 
845-4 are specially designed for truck stops or wherever 
gallonage receipt is desired. The ticket printer is installed 
directly above the four wheel Veeder Root computer and may 
be accumulative or zero start. Otherwise, the pump and 
dispenser are identical to the deluxe Model 840 Series Comput- 
ing Units. Bulletin No. 1681 gives you complete details. 


Model 844-4 Pump 
Model 845-4 Dispenser 





Model 140-5 Dispenser includes double car- ‘ 
tridge ‘‘Fulflo’’ Filter and Hose Reel with 50 Gis 
feet of 1’ Non-Mar hose for serving an area of 

about 100 feet in diameter. All gasoline is 

pushed from remote storage through the system 

to eliminate any chance for vapor lock. All 

gasoline is filtered before entering the meter. 

Large, stepped-back numerals brightly lighted Pibspesl 


dual cartridge filter 


at night. Ask for Bulletin 1674. installed inside 


housing. 


Model 140-5 


s. SMALL FLEETS+- INDUSTRY 


cor FARM 


Model 907 Electric Pump dispenses gasoline, kerosene or 


diesel fuels. Rectangular dial contains rotary wheel register 
with large numerals. Registers up to 99°/,, gallons per 
delivery. 45” high. Base 18’’ square . . . Approved by Under- 
writers’ Laboratory. Ask for Bulletin 1680. 


Model 907 











